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Proven to Have 
What Buyers Want! 
by F. E. Moskovics, President 


STUTZ MOTOR CAR CO. of AMERICA, Inc., Indianapolis 








5 hoy Stutz Speedster’s winning of the Stock Car Race at Atlantic City Speedway, May 7th, 
at an average of 86.247 M.P.H. (the last 30 miles at better than 88 M. P. H.) was a 
spectacular achievement. 


But we of the Stutz organization are far prouder of the performance of the Stutz Sedan in 
winning the Stevens Trophy, because that performance proved the Safety Stutz to have 
about everything a discriminating motorist could desire in his own car. 


The Stevens Trophy was won by a fully-equipped, strictly-stock, standard sedan maintaining 
an average speed of over 68 M. P. H. for 24 hours; fora large part of the time through sleet, 
snow, and fog; over the rough, gruelling, brick course of the old Indianapolis Speedway. 


Especially, these cardinal motor car virtues were proved in the Stutz by the Stevens Trophy Run: 


Stamina: Not once was a wrench needed on the car—no adjustments—no replacements. 


Sustained-Speed Ability: Despite night-driving, storm and stress, the car’s speed was main- 
tained with but very slight fluctuation. 


Ease-of-Riding-and-Handling: A crew of only two drivers handled the car for 24 hours 
without noticeable fatigue. 


Road-Adhesiveness: The car held its course, without skidding or slipping; although for 8 
hours of the run the track was wet and slippery. 


Safety and Stability: The low center of gravity and balance of the car permitted continued 
high speed under these adverse conditions without danger. 

The net result was to prove the Safety Stutz a car of unapproached performance ability. A 

car of which you can say to a prospect “The greatest of them all!”’ 

You, too, can sell, and make a profit on that kind of car. Please write me, and I’ll tell you 

all about it. 


(Signed) 























July 


© sets in months 


in a town of 2889 Car Registration 


oe = 























What this Hexdees Dealer has done 
You Can Do! 


How could evidence of profitable dealer sales be more con- io oav es 
clusive?—or the fact that Hexdees do “stop that’galloping,” i a 

smooth out the roughest roads, install easily, and do a better for Complete Set 
shock-absorbing job without servicing—be moré definitely 

established—than by letters like that shown above and the 

hundreds of similar testimonials coming in daily from every % 

section of the country? > 
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The Hexdees franchise will prove equally profitable to you. | 
Write for full details. Complete Set for Fords 2 


$15.25 and $9.25, respec- 


DETROIT STEEL PRODUCTS CO., 2286 East Grand Blvd., Detroit, Michigan tively, Denver and West. 


Pacific Coast Factory: Oakland, Calif. 
Canadian Factory: The B. J. Coghlin Co., Ltd., 2050 Ontario St., E., Montreal 


The NEW TYPE LOW COST Shock Absorber 


* 
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Designed for Spring Control by the Manufacturers of “Detroit Springs,” | \. 
which are Standard Equipment on over 40 Leading Cars and Trucks 











Shis ; 
Is Specially Built 
for Its Job/ 


A glance at the two illustrations will show you how the flat type Farran-oid 


conforms to the crown of the pulley, giving the perfect contact necessary for 
efficient cooling. 








Belt 





The belt is built of individual plies of herringbone tape, woven loose in 
the center and tight on the edges, thus preventing splitting and giving 
an even grip all over the crown of the pulley. 


The plies of tape are.impregnated and sealed together with high- 
grade friction rubber, and the edges sealed to exclude moisture. 


Here’s the fan-belt on which you can stake your reputation as 
a progressive automotive merchant—the belt that will help 
you build permanent good-will! 


The entire line of Farran-oid Products will help you 
speed up turnover and increase profits. Distrib- 
uted through leading automotive eauipment 

jobbers. 








THE FARRAN-OID COMPANY 
Akron, Ohio Xu 
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Farran-oid Fan Belt Ordinary Fan Belt 


. 4 Center woven at same tension 
as sides; greatest tension comes 
here, causing splitting. 


1 Herringbone tape woven loose 
at center to conform to crown 
of pulley. 


2 Edges woven tighter to give grip 


over whole face of pulley. 5 Sides held away from pulley by 


tight center—small contact sur- 
face—rapid wear. 


Farran-Oid. 
“Products 


Radiator Hose ’ Garage Air Hose +* Car Washing Hose ’ Blow Out Patches 


5,” . Tire Plasters + Tube Patches + Combination Patches + Tire Flaps + Ford Floor Mats 
v4 


3 Edges sealed against moisture. 
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Fulfillment 
of a Prophecy 


The White “A” Socket Power Unit is more than half sold 
when you stock it. Radio owners are ready to buy. They’ve 
been expecting a thoroughly efficient ‘‘A”’ battery elimina- 
tor. The presentation of the White “A” is merely the ful- 


fillment of a prophecy. 


A demonstration completes the sale. 
The White “A” Socket Power Unit 
meets the most exacting requirements. 
Abolishes “A” batteries entirely. Stores 
no current. Never charged. Never dis- 
charged. Incessant current supply. 
Smooth—even—noiseless. Promotes 
full clear reception. An independent 
unit depending only upon 110 volt, 
A. C. 60 cycle current. Operates any 


standard 6 volt set up to 9 tubes. Auto- 
matic control. Not affected by constant 
employment or long idleness. Simple. 
Nothing complicated. Durable. Al- 
ways dependable. Scientifically accu- 
rate. Extremely economical. Unusually 
attractive in appearance. Housed in 
compact 20 gauge metal case, hand- 
somely finished in sage-green Duco. 
Moderate price within reach of all. 


Desirable dealer franchises now available. Complete particulars upon request. 


Our complete line of 
“A”—“B” and “A-B” 
power alien give awide 
active range of profit- 
able sales. 


Julian M. White Mfg. Co. 


Sioux City, Iowa 


White “A” Socket Pow- 
er is licensed by An- 
drews -Hammond 
Corporation under 
Andrews Con- 
denser and other 
Andrews-Ham- 

mond patent 

applica- 

tions. 


hat thn me 
"A’ SOCKET POWER UNIT ” 
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AMERICA’S LEADING INDUSTRY 


Where the competition is 
fast, furious and ferocious— 
how does it advertise in Chicago? 


HIS YEAR OF GRACE 1927 

has rounded the half-way mark! 
Six months have gone into the records. 
Those six months show that the automo- 
bile manufacturers of America testified 
once more to the supremacy of The 
Tribune as a medium for increasing 


sales ... 


Here’s how!— 


For the first six months of 1927, The 
Chicago Tribune carried almost twice 
as much automobile lineage as was car- 
tied by the second Chicago newspaper! 
. .. And far more than twice the lineage 
carried by the third newspaper! 


In the 26 issues of the Sunday Tribune 
from January 1 to June 30, 1927, there 
appeared more automobile lineage than 
any other Chicago paper carried in all 
its issues for the corresponding period, 
daily or daily and Sunday combined. 


THE FIGURES:— 


Herald-Examiner 
Daily Sunday Total 
95,076 342,225 437,301 


Tribune 
Daily Sunday Total 
239,139 604,448 843,587 


Journal 


111,761 


American Post 


251,615 234,028 


News 


351,402 


MERICA’S LEADING INDUS- 
try—where competition is fast and 
fur1ious—picked The Chicago Tribune 
to carry the burden of its sales responsi- 
bility in the rich Chicago Territory— 
where in 1926, motorists paid out the 
sum of 750 million dollars for new cars, 
and wherein are found 21.1% of all the 
passenger car registrations in America! 


Chiragn Crilunr 


THE WORLD’S GREATEST NEWSPAPER 


SUPREME IN CHICAGO 
First in Circulation First in Advertising 


Average Net Paid Circulation: 
Daily 774,966 Sunday 1,126,443 
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Present Salesroom of Raoul M. Collin, Summit, N. J. 


Thirteen Years of Studebaker 


Success in Summit, N. J. 


AOUL M. COLLIN started in the small 

frame building shown below when the 
automobile business was referred to as a 
“game.” Since 1914, he has been selling 
Studebaker cars in Summit, New Jersey. 


Mr. Collin says, “The longer I associate with 
Studebaker, the more thoroughly I am con- 
vinced that Studebaker’s contract is the fairest 
of any manufacturer, and the dealer’s success 
is foremost in their minds at all times.”’ 


Mr. Collin’s present showroom shown above 
which is in addition to a modern service 
station, reflects his success with the Studebaker 
franchise. 


Studebaker dealers are consistently successful 
for the simple reason that Studebaker has 
always made it a point to give motorists out- 
standing value. Profits for Studebaker dealers 
followed. Today, the Erskine Six, Motordom’s 
Little Aristocrat starting at $945, to Stude- 
baker’s President (limousine model) at $2495, 
represent the peak range of values. 


STUDE 





If Studebaker is inadequately represented in 
your locality, or not represented at all, write 
us at once regarding the sales rights for 
your territory. Your inquiry will be held 
strictly confidential. Address Dept. 51, The 
Studebaker Corporation of America, South 
Bend, Indiana. 
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Where Ruoul M. Collin started in the automobile business 


BAKER 
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New Models | 


Greatest Success 
in Nash History 


Opening Day 6000 People Crowded One 
N ew York Showroom 





Never in automobile history has there been a 

more spontaneous, more enthusiastic greeting than 
the country-wide reception America accorded the 
new Nash models on opening day, June 29. 


From 8 o’clock in the morning until long past 
midnight great throngs jammed N ash showrooms 
—all over the country. 


At the Warren-Nash showrooms in New York 
City at 58th and Broadway more than 6000 : 
people by actual count visited the exhibit during 





the single day. } 


Everywhere attendance was record-breaking. ' 





The Country Has Gone Nash! 


NASH 


Leads the World in Motor Car Value (6132) 
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Ball Bearin 





| { BEARING is like a suit of clothes. You can buy 


a suit for $15.00 and cover your immediate require- 
ments in a general way, but a rainy day will put it 
full of puckers and before long it will begin to show wear. 


You can buy cheaper bearings than New Departures, but 
why not have the best and the positive advantages which 
the best give? 


Longer life, no appreciable wear, hence no need of read- 
justing to counteract the results of forced alignment of 
rolling elements, hence also the minimum attention even 
for lubrication. 


New Departures cost a little more—but are worth a Jot 
more. 


THE NEW DEPARTURE MANUFACTURING COMPANY 
Detroit BRISTOL, CONNECTICUT Chicago 


= New Departure 


Qualiithy 
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We things are looking their 
very best for you, drive around } 
and look over the nearest Chrysler business. 





For a minute, it may 
make you feel blue to see 
how much better the 
Chrysler dealer is doing 
—how busy and prosper- 
ous he is compared with 
you. But don’t weep. 


- Four Great Cars in Four 
Great Markets 


There are still some big Chrysler ‘°50’’ —Coupe $750; Coach 
¢.¢@ $780; Roadster (with rumble seat) $795; 
Chrysler opportunities = =" s=. 


Chrysler **60’’—Touring Car $1075; 


open tO live wires. Club Coupe $1125; Coach $1145; Roadster 


(with rumble seat) $1175; Coupe (with 
rumble seat) $1245; Sedan $1245. 


Ms ] h i h ] Chrysler **70”? — Royal Sedan $1595; 
O S t t e r y & e r Brougham $1525; Four-passenger Coupe 
$1595; Two-passenger Convertible Coupe 


d e al er’ S SU Cc Cc es S b e y our (with rumble seat) $1745; Crown Sedan 


$1795; Two-passenger Coupe (with rumble 
seat) $1545; Two-passenger Roadster (with . 


incentive to write today rumble seat) $1495; Sport Phaeton $1495. 


Chrysler **80’’ —Phaeton $2495; Road- 


for further details of the ster $2595; Sport Phaeton $2895; Coupe 


(five-passenger) $3095; Sedan (standard 

f t kj f: t f th five-passenger) $2675; Sedan (five-passen- 

o | . ger) $3195; Sedan (seven-passenger) $3295; 

pro a: ing ac S O e Landau Sedan (five-passenger) $3295; Cab- : 


° . 
new 1927-28 Chrysler = ssiss'Saittinstatsiss “| 
franchise f. o. b. Detroit, subject to current 

+ 


Federal excise tax 


CHRYSLER SALES CORPORATION, DETROIT, MICHIGAN 
CHRYSLER CORPORATION OF CANADA, LIMITED, WINDSOR, ONT. 


HRYSLER 
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Packard Men 
Hold Meeting 


Metropolitan Dealers Gather 
at Briarcliff Lodge for 
Third Outing 


HIGHER QUOTA SET 


NEW YORK, July 11—One hundred 
and fifty Packard men representing 67 
dealers of the Packard Motor Car Co. 
of New York, recently held their third 
annual convention at Briarcliff Lodge, 
Briarcliff, N. Y. 

M. M. Gilman, vice-president of sales 
greeted the dealers and guests and out- 
lined the plan of sales for the coming 
year. Mr. Gilman expressed his ap- 
proval of the work which has been 
done during the past year and set a 
much higher quota, to be sold by the 
New York distributorship during 1927- 
1928. It is his opinion that this will 
be the biggest year in the history of 
the company. 

Mr. Gilman was followed by A. J. 
Gilray of the sales educational depart- 
ment at Detroit. 

The part played by Advertising in 
promoting the sales of Packard cars 
was the subject of a talk by William 
Elliot, Advertising & Sales Promotion 
Manager of the New York Company. 

Packard-New York was honored, at 
this meeting, by the presence of two 
other factory executives, R. E. Cham- 
berlain, general sales manager, at De- 
troit and E. F. Roberts, vice-president 
of manufacturing, both of whom spoke. 

Among the guests were: L. R. Mack, 
Albany Distributor, Roy A. Metler, 
vice-president of the Packard-Boston 
distributorship and B. C. Budd, general 
manager of the Packard Motors Ex- 
port Corporation. 








Lee M. Clagg Thompson 


Products Sales Head 


DETROIT, July 12—Lee M. Clageg 
has been promoted from sales manager 
of the original equipment division of 
Thompson Products, Inc., to general 
sales manager of both the original and 
replacement divisions of the Cleveland 
end Detroit plants. He has already as- 
sumed his new duties. ‘ 





Assistant Service Manager 
REGINA, SAS., CAN., July 11—G. 
S. Andrews has been appointed assist- 
ant service manager of the Ford Motor 
Co. of Canada, Ltd. He has been with 

the Ford organization since 1922. 








llth Commandment 


If a commandment were de- 
vised especially for automobile 
salesmen it would probably be: 
Know thy product. This par- 
ticular “thou shalt” is a suc- 
cess requisite. The dollars 
avoid the salesman who avoids 
assimilating all available facts 
about the product he repre- 
sents. In the next issue of 
MOTOR AGE you will find an 
article on this subject that will 
be to your liking. 




















New Ford Car Is 


Shown to Dealers 


DETROIT, July 14—Many Ford 
dealers have visited the Ford plant dur- 
ing the past few days for the purpose 
of viewing the new Ford and dealers 
throughout the country are advertis- 
ing by means of huge colored posters 
that they are taking orders for the 
new Ford. 

Information from what is believed 
to be an authentic source, states that 
the new car is already in production 
and will be formally announced to the 
public July 18. 








When a Friend’s 
A Friend 


Among the jobber salesmen 
who call upon and regularly 
sell you automotive products 
is one who is outstanding in 
his efficiency. That man is 
entitled to national recognition 
for merit. You can help to- 
ward that end. 


Motor World Wholesale, is 
conducting a $2,075.00 jobber 
salesmen’s popularity contest 
in which three wholesale sales- 
men in each of the nine U.S.A. 
zones will be awarded cash 
prizes of substantial amount. 


A voting coupon and a state- 
ment of conditions governing 
the contest will be found else- 
where in this issue. Use the 
coupon. Mail it promptly. 
Help your favorite jobber 
salesman to win national rec- 
ognition. 




















N.Y. “Save-a-Life” 
Campaign Starts 


Smith Sponsors A. FE. A. Plan 
for State Wide Car and 
Truck Inspection 


STATIONS NAMED 

NEW YORK, July 13—New York’s 
“Save-a-life-campaign,” first proposed 
by the A. E. A. Greater Market De- 
velopment, through its Eastern zone 
manager, Henry Kirkland, starts July 
18 and continues until Aug. 6, during 
which time every motor vehicle owner 
in the state, in accordance with the pro- 
clamation issued by Gov. Al Smith is 
expected to drive his car or truck into 
an official inspection station for the 
purpose of having brakes, horns, lights 
and steering mechanism inspected. 
Trucks will also be inspected to see 
that rear vision mirrors are in order. 

Commissioner of Motor Vehicles 
Charles N. Harnett, of New York, has 
already appointed the official inspection 
stations from among the dealers, ga- 
rages and service stations throughout 
the state. Each of these stations has 
been furnished with window signs, 
stickers to be placed upon the wind- 
shields of inspected cars and forms for 
reporting cars inspected. 

Throughout the preliminary cam- 
paign, which required weeks of unceas- 
ing effort, Mr. Kirkland had the whole- 
hearted support of the Empire State 
Automobile Merchants Association, Inc., 
and both this association and the 
A. E. A. will give Commissioner Har- 
nett full cooperation and _ support 
throughout the campaign. 





T. H. Stambaugh Made 


Olds Service Manager 


LANSING, July 9—Appointment of 
T. H. Stambaugh as general service 
manager of Olds Motor Works was an- 
nounced Friday by D. S. Eddins, vice- 
president and general sales manager, 
to be effective immediately. 

Mr. Stambaugh has been identified 
with the Olds Motor Works for the past 
18 months in the capacity of service 
promotion manager. 





New Mack Manager 
SCRANTON, PA., July 11—William 
R. Rhoades has been appointed branch 
manager of the local sales and service 
branch of the Mack-International Motor 
Truck Corp. 
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Judson Bruised as 
Airplane Crashes 


Continental Motors Chief 
With Other Officials Has 
Narrow Escape 


DETROIT, July 11—Ross W. Jud- 
son, president of Continental Motors 
Corp., escaped with bruises Wednesday 
afternoon when the corporation’s three- 
motored Fokker plane was wrecked in 
making a forced landing at the Grand 
Rapids Airport. Six other occupants 
of the plane suffered shock and sus- 
tained minor injuries and were taken 
to a Grand Rapids hospital for treat- 
ment. Judson was able to proceed to 
Detroit by automobile. 

A. R. Kelso, general manager of 
Continental Motors has lacerations on 
the head, right leg and forearm, and 
C. O. Jewell, chief inspector, has lacera- 
tions on the frontal bone. Lieutenant 
George R. Pond, pilot, was cut on the 
.face and right leg. Miss Jane Judson, 
the motor manufacturer’s daughter, 
and Mrs. Gertrude Ketchen and Mrs. 
Evelyn Bentley, other passengers, are 
suffering from shock. Robert M. Ellis, 
Chicago, eighth passenger, escaped in- 
jury. 

The plane, which was being landed 
on account of a broken oil line, hit 
some hummocks about eighteen inches 
high as the wheels touched the ground 
and after running over the rough ter- 
rain for a short distance, tipped over on 
its back. It was badly damaged. 





Manley Elected President 
PORTLAND, ORE., July 11—The 
Manley Auto Co., Chandler distribu- 
tor, announces the appointment of the 
following officers at the annual direc- 
tors’ meeting: H. D. Manley president; 
Will H. Masters, vice president; K. K. 
Burkhardt, secretary and manager; 
H. Thimmes, assistant secretary and 
cashier; T. A. Piggott, sales manager; 
EK. A. Farnham, superintendent, and 

Roy Wilson, used car manager. 
The death of A. B. Manley, who has 
headed the company since its infancy, 
has been felt keenly by his associates. 





Hohneck Sales Manager 

CINCINNATI, July 11—  Leyman- 
Buick Co. has announced the appoint- 
ment of Al Hohneck as retail sales 
manager. Hohneck formerly was in 
the used car business, having been man- 
ager of the Automobile Exchange. He 
has an experience of many years in the 
automobile business, .having started 
with Leyman-Buick when but a boy. 





Pennington Sales Manager 

CINCINNATI, June 28—James H. 
Pennington, who for 11 years has been 
on the sales force of the Mason Towle 
Co., Dodge distributor, during. which 
time he has handled both passenger car 
and truck sales, has been made sales 
manager for the company, which han- 
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THEODORE F. MERSELES 


Former head of Montgomery Ward who 
has been elected president of the Johns- 
Manville Co. He succeeds H. E. Manville 





dles Dodge distribution in lower Ohio 
and portions of Kentucky, West Vir- 
ginia and Indiana. 





Donovan Made 


Assistant Manager 
CHICAGO, July 7—W. L. Donovan, 
previously supervisor of Cook County 
dealers for their Chicago Overland Co., 
has been appointed assistant manager 
of the company. Mr. Donovan has had 
long experience in the automobile busi- 
ness, having. started selling Willys- 
Overland cars at retail 14 years ago. 
For a number of years he was a very 
successful dealer, later he managed a 
branch of the Overland Motor Com- 
pany at Peoria; after that he became a 
district representative and has, for the 
past two years, had charge of the Cook 
County Dealer organization. 





Kuhlman Promoted 

NEW YORK, July 9—George Kuhl- 
man has been appointed eastern district 
manager for the Heil Co., making his 
headquarters at the Long Island City 
branch. Mr. Kuhlman joined Heil in 
1919 and in 1922 opened the Philadel- 
phia branch. He is widely known in 
the eastern territory. 





Enoch Peterson 
CHICAGO, July 8—The death of 
Enoch Peterson, president of the Wm. 
D. Gibson Co., this city, has: been an- 
nounced by the company. 





Cook with Baltimore Cadillac 
BALTIMORE, July 12—C. Webster 
Cook has been appointed used car 
manager of the Cadillac Co. 





Russell Ohio Manager 
CLEVELAND, July 11—H. C. Rus- 
sell has been appointed Ohio district 
sales manager by Indiana Truck Corp. 
He succeeds M. E. Brackett, who re- 
signed to enter another business. 
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Merseles to Head 
Johns-Manville 


Former Head of Montgomery 
Ward Takes Presidency of 
Company August 15 


NEW YORK, July 11—The Johns- 
Manville Corp. announces the election 
of Theodore F. Merseles as president. 
H. E. Manville, who has served as pres- 
ident since the death of his brother, 
T. F. Manville, in 1925, has been elected 
chairman of the board of directors. 
Mr. Merseles, who retires from the 
presidency of Montgomery Ward & 
Company, will continue as a director of 
that company and as chairman of its 
executive committee. 

While the business activities of Mr. 
Merseles have centered in Chicago since 
he headed the Montgomery Ward or- 
ganization in 1921, he has retained his 
interests in the East, where most of his 
business life has been passed. After 
a short European pleasure trip with 
Mrs. Merseles, he will return to New 
York to assume his new duties about 
August 15. 

Relations with the trade are to be 
one of the principal concerns of the 
new administration, according to Mr. 
Merseles. While it is too early to an- 
nounce definite plans, the general pol- 
icies of the new administration are in- 
dicated by Mr. Merseles in a brief 
statement which points out that, “The 
success of the Johns-Manville Corp. 
has been based not only on the quality 
of its wide range of products but also 
upon its service to the trade and the 
resulting good will. It shall be my 
whole work to maintain this satisfac- 
tory relationship with the trade, as well 
as to maintain the quality of every 
Johns-Manville product.” 

The products of the Johns-Manville 
Corp. include hundreds of items, the 
principal lines being automotive equip- 
ment, building materials, power plant 
products, electrical products, materials 
and devices for the oil industry and 
many specialties of asbestos and related 
materials. 





Geissel Succeeds Latham 

MEMPHIS, TENN., July 9—W. F. 
Geissel, formerly manager of the B. F. 
Goodrich Rubber Co. at Wichita, Kan., 
has been transferred to this city to 
succeed Swayne Latham as manager of 
the local branch. Latham has started 
a tire firm known as Swayne Latham 
Tires, Inc., at 1015 Third St., and will 
handle Goodrich tires. 





Riley Returns from Outing 

KANSAS CITY, July 11—Nelson 
Riley, president of the Studebaker Riley 
Co., Studebaker distributor here, has 
returned from a vacation at his sum- 
mer lodge at Stone Lake, Wis. He 
visited the Studebaker factory at South 
Bend, Ind., on the way home. 
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Dodge Brothers 
Adds Cabriolet 


Unique Top Construction is 
Feature of Second Car in 
6-Cylinder Line 
DETROIT, July 8—Dodge Brothers, 
Inc., this week announces the second 
car in its six-cylinder line, a cabriolet 
roadster which is considered to be 
unique among fine motor cars. It isa 
companion car to the sedan which has 
been the subject of so much favorable 


comment since it was introduced early - 


this month. In the opinion of those 
who have had an opportunity to study 
this new roadster it is a worthy mate 
to the strikingly beautiful sedan. 

It is a new car in every way. Built 
with long and graceful lines suggestive 
of great power and speed, this promise 


is amply fulfilled when the car is made’ 


to perform either in heavy traffic or on 
the open read. 

An entirely new feature is the way 
in which the top is constructed. Prior 
to this time the tops of all cabriolets 
have been detachable from the wind- 
shield pillars and have folded back 
from this point. In this Dodge Broth- 
ers cabriolet this principle is discarded. 
The front of the top is built integral 
with the windshield pillars. Only the 
back quarter can be lowered, the break 
being made at the pillars at the rear of 
the doors. 


Car Has New Front 


The entire front of the car is dis- 
tinctively new. It is built like the six 
cylinder sedan, with a deep radiator, 
rather high and surrounded by barely 
more than a rim of polished shell which 
is of uniform width save at the top 
where it widens out to form a back- 
ground for the new seal of Dodge 
Brothers Senior. 

The rumble seat is spacious and in 
its construction every effort has been 
made to insure that it will be most 
comfortable, even on the longest trips. 

The upholstery is of the finest 
leather, harmonizing with the other 
details of interior trim, the whole blend- 
ing into a masterpiece of designing and 
engineering skill. 

A compartment for carrying golf 
clubs is built under the driver’s seat 
and is unlocked by the same key which 
unlocks the door, the theft lock and 
the rumble seat. 


Complete Equipment 


Equipment includes a clear vision 
one-piece windshield, hinged at the top 
and swinging outward for ventilation. 
The windshield is operated by a self- 
locking crank mechanism and has the 
merit that it can be opened wide for 
safe driving in sleety weather. In 
further detail equipment includes an 
automatic windshield cleaner, tire 
carrier with spare wheel or rim, rear 
signal light, front and rear bumpers, 


























R. S. WiLson 


A. G. PARTRIDGE 


R.S. Wilson has been made advertising manager of Goodyear Tire & Rubber 
Co. He was succeeded as western division manager by A. G. Partridge, 
formerly vice-president in charge of sales for Firestone Tire & Rubber Co. 





Moto Meter and interior rear view 
mirror. A fine eight-day clock and a 
fuel gage are among the instruments 
attractively grouped under a single 
glass panel on the dash. 





G. R. Fessenden Leaves 


North East Electric 
ROCHESTER, N. Y., July 11—G. R. 
Fessenden has resigned as_ publicity 
director of the North East Electric Co. 
to be general manager for the Carpen- 
ter-Goldman Laboratories, Inc., 161 
Harris Avenue, Long Island City, 
N. Y., producers of educational and 
industrial motion pictures. 

During his 12 years of association 
with the North East Electric Co. a 
considerable part of his time was de- 
voted to the development and distribu- 
tion of that company’s technical motion 
pictures. 





Washburn Injured 

CLEVELAND, July 8—W. E. Wash- 
burn, Jr., district manager of the Ray- 
bestos Co., and president of the Auto- 
motive Booster Club, was severely in- 
jured recently in an automobile acci- 
dent near Fremont, Ohio. It is thought 
that he will be able to resume activities 
the latter part of this month. 





A. B. Harper Promoted 
SEATTLE, July 9—A. B. Harper 
has been made chief of carburetor 
sales and service, wholesale and retail, 
for Automotive Service Co. 





Arnot with Green Nash 
SPOKANE, WASH., July 11—Green 
Nash Corporation has appointed R. J. 
Arnot special wholesale representative 
to travel among Nash dealers in West- 
ern Washington. 


Hatfield Takes 
New GMC Post 


LANSING, July 11—R. M. Hatfield 
has resigned as general service man- 
ager of Olds Motor Works to take up 
other duties with the General Motors 
Corp. Details of Mr. Hatfield’s future 
association with General Motors will be 
announced by the corporation in the 
near future. 

Mr. Hatfield has been with the Olds 
Motor Works since August 15, 1919, 
when he assumed the position of tech- 
nical manager which position he held 
until June 15, 1920, at which time he 
was made general service manager. 
Prior to coming to Olds Motor Works, 
Mr. Hatfield had been an automobile 
dealer for nine years and had also been 
identified with the Winton Carriage 
Co. for two years. Mr. Hatfield had a 
wide acquaintance in the automobile in- 
dustry, having been identified with it 
for 22 years. 





Propst District Manager 

PORTLAND, ORE., June 28—An- 
nouncement is made today by R. Knox 
Roberts, who heads the R. Knox Rob- 
erts Motors, Oakland and Pontiac dis- 
tributors, that E. C. Propst has been 
made general manager of the Portland 
district. 





Evans Gets M. T. A. Post 

WICHITA, KAN., July 9—Carl 
Evans has been appointed secretary 
and treasurer of the Motor Trades 
Association, succeeding William Hen- 
ning, who has taken over other work 
at Hutchinson, Kan. Mr. Evans 
formerly was sales manager of the 
Arnold Automobile Co. 
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Auto Salvage Co. 
Elects Directors 


Milwaukee Cooperative Firm 
Expects to Junk 5000 
Cars First Year 





MILWAUKEE, July 9—The Auto 
Trade Salvage Co., recently incorporat- 
ed here by members of the Milwaukee 
Automotive Dealers Association to 
minimize the junk car abuse and in- 
cidentally to promote public safety, has 
perfected its organization by the elec- 
tion of these directors: Clarence P. 
Hatter, East Side Buick Co.; Bert F. 
Anger, Willys-Overland, Inc.; John G. 
Wollaeger, Studebaker and Erskine; 
Leslie A. Bailey, Ford and Lincoln; R. 
W. Leach, Reo; George E. Merkle, 
Chevrolet, and Frank J. Edwards, 
Dodge. The corporation has an auth- 
orized capitalization consisting of 1000 
shares of common stock without par 
value. 

A salvage yard has been established 
in the Menomonee valley just below 
the Wisconsin Avenue viaduct. Suitable 
buildings have been erected and equip- 
ped for junking cars, selecting useful 
parts for resale, and breaking down 
the remainder for sale as scrap. It is 
expected to dispose of at least 5000 
cars during the first year of operation. 





Companies Headed by Car 


Men Will Make Planes 


SPRINGFIELD, MASS., July 9— 
Two new companies have been incorpo- 
rated here to engage in the aviation 
industry. One is the Springfield Air 
Lines, Inc., which is to act as distribu- 
tor for the Swallow Airplane Mfg. Co., 
of Wichita, Kan., and will also con- 
duct a transport service and an avia- 
tion school. This concern is headed 
by Harry J. Herman, a commercial 
pilot. D. P. Mackay of the New York- 
Boston Motor Service is vice-president, 
and S. B. Sanford, of the Maccar Sales 
& Service Co. of this city is treasurer. 





Declares Dividend 


DETROIT, June 29—Directors of 
the Continental Motors Corp. met 
Tuesday and declared the quarterly 
dividend at the rate of 80c per share 
per annum, payable July 30 to stock of 
record July 15. With this dividend the 
corporation will have paid to stock- 
holders in 1927 $1,056,507. 





Found Western Motor Co. 


SPOKANE, WASH., July 5—The 
Western Motor Co. recently filed arti- 
cles of incorporation, with a capitali- 
zation of $25,000. The incorporators 
are H. E. Oechsli and S. Darwin John- 
son, who are now associated in the 
automobile business in this city. 











| Salesology 
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Salesman Poole,was a selling fool. 
(They found him in the sticks) 
When people came to buya four 
He ot ‘em fora six. 


























Chandler Net $576,919 


CLEVELAND, July 12—Chandler- 
Cleveland Motor Car Co. reports net in- 
come of $576,919, after depreciation 
and Federal taxes, for the three 
months ended May 31, 1927. In a let- 
ter to stockholders, F. C. Chandler, 
president, said: “In the shipment of 
cars, the first six months of 1927 show 
an increase of 29 per cent over the 
same period last year. In earnings, 
while the company did not gain much 
headway until March 1, the net earn- 
ings after depreciation and Federal 
taxes were $576,919 for March, April 
and May.” 





Barnes Still Happy 

ROCHESTER, N. Y., July 9—Harry 
C. Barnes, assistant superintendent of 
the Mabbet Motor Co. Cadillac distri- 
butor, this week celebrated his first 
wedding anniversary with a lawn party 
at his home. The Argonne Band of 
25 pieces, of which Barnes is a mem- 
ber, furnished music for the 75 guests 
present at the party. 








Honor Where Due 


That jobber salesman who 
has won your confidence by 
good salesmanship and good 
merchandise is a real cooper- 
ator in your success. 

Why don’t you contribute to 
his success? In another part 
of this issue is a voting cou- 
pon for your use in helping to 
elect your favorite jobber 
salesman to a winning position 
in the big $2,075.00 popularity 
contest. Fill it out. Send it 
to the contest editor of Motor 
World Wholesale,, Chestnut and 
o6th Streets, Philadelphia. 




















Motor Age 


| Reduce Chrysler 


Theft Rate 30% 


$2,000,000 Saved for Owners 
By Action of Insurance 
Underwriters 





DETROIT, July 13—The Automobile 
Underwriters Conference recently pro- 
mulgated new theft insurance rates on 
all models of Chrysler cars. The new 
rates show an average reduction of 
more than 30 per cent throughout the 
country and it is estimated that the 
Savings which will accrue to Chrysler 
owners will approximate $2,000,000. 

After investigating a number of meth- 
ods of car numbering which have been 
submitted to meet the theft situation, 
and after many tests the Underwriters 
Laboratories found that it could not 
successfully alter or counterfeit the 
Fedco plate and listed the Fedco sys- 
tem as the only approved theft number- 
ing system. The Chrysler Corp., pion- 
eered in adopting this system July 1, 
1925, and since that time every Chrys- 
ler car has been equipped with Fedco 
numbers. 





Franklin Announces 


Convertible Coupe 


SYRACUSE, N. Y., July 12—Intro- 
duction of a new body model, a converti- 
ble 2-4 passenger coupe listing at 
$2,925, is made this week by the Frank- 
lin Automobile Co. The initial produc- 
tion schedule calls for the manufacture 
of 100 of the new convertible coupes. 





Larger Engine in Elcar 


ELKHART, IND., July 12—The EI- 
car Motor Co., announces that a larger 
engine is now standard with the Elcar 
8-InLine. Added power afforded by the 
new power plant permits of greater 
flexibility. 





Takes on Line of Trunks 


ROCHESTER, N. Y., July 9—Doli- 
nap Company, Inc., accessory house, has 
been appointed distributor in this terri- 
tory of Dansville automobile trunks. 





Chevrolet Dealer Moves 

DENVER, July 8—West Side Chev- 
rolet Co., Inc., formerly of 741 Santa 
Fe Drice, has moved to its new loca- 
tion at 900 Santa Fe Drive. This build- 
ing, covering five corner lots, and cost- 
ing $50,000, has California stucco 
finish, tile roof and each of the corner 
sides has large display windows. 





Arrest 14 Tire Dealers 


MEMPHIS, TENN., July 12—Four- 
teen tire dealers were recently arrested 
here charged with doing business with- 
out privilege licenses. State agents 
made the drive. 
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A.E.A. Jobbers May 
Enter Retail Field 


Kirkland Advocates Selling to 
Car Owner—Moock Pro- 
gram Approved 


PORTLAND, ORE., July 11—An 
outstanding feature of the summer 
meeting here of the Automotive Equip- 
ment Association was the proposal 
from the Accessory Division, headed by 
Henry Kirkland, that the jobber mem- 
bers of the association take steps look- 
ing to aggressive entry into the retail 
end of the accessory and equipment 
business. 

This is a complete reversal of the 
“wholesale only” policy adopted by the 
A.E.A. several years ago. 

In order to pave the way for official 
sanctioning of retailing by the asso- 
ciation an amendment of the constitu- 
tion was proposed which cites as a con- 
dition of membership, a business, the 
“majority” of which is wholesale, in- 
stead of “exclusively” wholesale, as at 
present. | 

The meeting was dominated by dis- 
cussions of the Greater Market De- 
velopment program which the A.E.A. 
is getting under way under the direc- 
tion of Harry G. Moock. The program 
as presented by Mr. Moock was ap- 
proved. 

A Replacement Parts Committee to 
function until November was appointed 
as follows: C. C. Secrist, Victor Manu- 
facturing Co., Chicago; G. H. Butler, 
Toledo Steel Products, Toledo; Howard 
Dine, Dine-De Wees, Canton, Ohio; E. 
Hiebel, Chanslor & Lyon, San Fran- 
cisco; A. H. Weber, Gibson Co., Indian- 
apolis; John Whitaker, Whitaker Bat- 
tery Supply, Philadelphia, Pa.; E. C. 
Miner, Multibestos Co., Walpole, Mass.; 
E. Granger, American Hammered Pis- 
ton Co., Baltimore. 





Graver Named President 
of Indiana Corporation 


EAST CHICAGO, IND., July 12— 
W. F. Graver has been elected presi- 
dent and treasurer of the Graver Corp. 
P. S. Graver, J. P. Graver and K. W. 
Bartlett, were named vice-presidents; 
H. S. Graver, secretary, and A. E. 
Lucius, assistant secretary. 





Gaylor Joins Selden 

BOSTON, July 12—P. W. Gaylor is 
now in charge of the sales and service 
of the local branch of the Selden Truck 
Corp. having been made vice-president 
and general manager. Mr. Gaylor was 
formerly a district manager for the 
Larrabee Truck Co. 





Dodge Official Transferred 
NEW YORK, July 11—W. J. Barron, 


formerly with the New York district 


_ for Dodge Brothers, has been trans- 


ferred to the northwest in charge of 
the northwest district with head- 
quarters in Seattle. 
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Stealing More of 


Red Hearne’s Stuff 


UR reference to Wayne Hearne in the introduction to the June 30 
quiz reminded many of our readers of the red-headed schoolmaster 


of the industry, with his smock, his blackboard, his chalk and his trick 
examination papers. They wanted to know his address, and we couldn't 
tell them. It is one of those addresses easy to remember through an asso- 
ciation of ideas having to do with some well-known specific, but we just 


can’t associate Wayne with those things. 


Besides, there have been such 


developments during and since the war, that even those symbolic numbers 
have become antiquated and are hard to remember. Maybe, after he reads 
all this exploitation we are giving him, the shrinking Wayne may be con- 
strained to write and tell a fellow where he is. Maybe he might send us 
a few really difficult questions—AND their answers. In the meantime, 
try yourself out on the following, counting 10 points to each correct 
answer, as printed next week. 


10. 


1. What automobile uses the slogan, “For Economical Trans- 
portation?” 

2. (a) What do the initials “A.E.A.” stand for? (b) Who is 
its president? (c) Who is its vice-president? (d) Who 
is its commissioner? 

. How many eight-cylinder cars are manufactured today in 

the United States? | 

(a) How many of these are straight Eights? (b) How 

many are V-type Eights? 

(a) Name the straight Eights. (b) Name the V-type Eights. 

What was the maximum piston displacement of the cars 

which completed in the Indianapolis Speedway Memorial 

Day Race this year? 

What is the formula for computing piston displacement? 

(a) How did the production of motor vehicles in 1926 com- 

pare with that of 1899? (b) What was the percentage of 

gain. 

9. (a) How did the wholesale value of motor vehicles produced 
in 1926 compare with that of the 1899 production? (b) 
What was the percentage of increase? 


A 


as 


rs 


10. Approximately how many tons of crude rubber were used 


in motor vehicles during 1926. 


ANSWER TO JULY 7 QUESTIONS* 


‘‘Your Next Car’’ is a slogan used by Auburn. 

(a) The initials ““‘M.A.M.A.”’ stand for Motor and Accessory Manu- 
facturers’ Association. (b) The president is H. L. Horning, Wau- 
kesha Motor Company, Waukesha, Wis. (C) The general manager 
is M. L. Heminway, Fisk Building, 250 West 57th Street, New York 
City. 

There are 39 makes of six-cylinder cars manufactured today in the 
United States. 

The six-cylinder cars manufactured today in the United States 
are:—Auburn, Buick, Chandler, Chrysler, Dagmar, Davis, Dodge 
Brothers, du Pont, Elcar, Erskine, Essex, Falcon-Knight, Flint, Frank- 
lin, Hudson Super, Hupmobile, Jordan, Kissel, Locomobile, Mar- 
mon, McFarlan, Moon, Nash, Oakland, Oldsmobile, Overland, Whip- 
pet, Packard, Paige, Peerless, Pierce-Arrow, Pontiac, Reo, Rolls- 
Royce, Star, Stearns-Knight, Studebaker, Velie, Willys-Knight. 
Exhaust valves cause more trouble than intake valves, because the 
latter are cooled by the incoming mixture, while the former are 
burned and pitted by the hot exhaust gases. 

Cut-outs are set to close at about 7.5 volts and to open when the 
voltage has dropped to 5.5 voits. This difference prevents excessive 
opening and closing, with consequent burning of the points, which 
would occur if the points opened and closed at about the same 
voltage. 

Approximately 3,740,000 persons are employed, directly and indirectly, 
in the automotive industry. 

(a) The state of New York has the largest number of motor vehicle 
registrations, 1,815,434. (b) The state of Nevada has the smallest 
number of motor vehicles registrations, 24,014. (The figures are for 
the year 1926.) 

(a) California has the largest number of motor cars in proportion 
to population, one to every 3.11 persons. (b) Georgia has the small- 
est number of motor cars in proportion to population, one to every 
12.97 persons. (The figures are for the year 1926.) 

The total registration of motor vehicles in the United States during 
1926 was 22,001,393. 





* These answers are not guaranteed, but are secured from sources thought to be reliable. 
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Reo Sets New June 
Production Record 


Lansing Maker Builds Four 
Times as Many Passenger 
Cars as Year Ago 


DETROIT, July 9—A June produc- 
tion record was set by Reo when 4400 
units were built, a gain of 40 per cent 
over last year. Passenger car shipments 
totaled 3540, compared with 911 last 
year. Only 1000 Speed Wagons were 
shipped as compared with 2378 last 
year, but the reason for this was that 
the company was just entering pro- 
duction of its new line of commercial 
vehicles. 

Passenger car shipments for the first 
six months have been nearly double 
the entire business of last year. Speed 
Wagon production in July will range 
from 2500 to 3000 and passenger car 
production will total 3500. This will 
give Reo a total for its fiscal year end- 
ing this month, of more than 40,000 
units. 


Dodge Brothers 


Promotes Brown 
DETROIT, July 11—Dodge Brothers, 
Inc., announces the appointment of 
Sedley Brown as advertising manager, 
to succeed Henry J. Koch who has re- 
signed to become a member of the 
George Harrison Phelps organization. 
Other personnel changes announced 
by Dodge are the appointment of How- 
ard Sneathen as director of commercial 
car and truck sales, succeeding F. R. 
Valpey, R. L. Biggers as director of 
sales promotional development work in 
the commercial car and truck division, 
and George P. Anderson as director of 
sales engineering. 


Studebaker Net Gains 


NEW YORK, July 11—Studebaker 
Corp. net profits after taxes in April 
and May were $3,600,000, which was in 
excess of total profits for the first three 
months of the year, according to A. R. 
Erskine, president. For the first five 
months this year, Studebaker earned 
$7,000,000 for dividend, equal ‘to $3.50 
a share on 1,875,000 shares of common 
stock. 











Wells Opens Car Exchange’ 

KANSAS CITY, July 9—Ray M. 
Wells, well known in automobile cir- 
cles, has opened a used car exchange 
business at 5637 E. 15th St. Mr. Wells, 
until recently, was connected with the 
Norris Motor Co., of Kansas City and 
the Woodruff Motor Co., Kansas City, 
Kan., both handling Star cars. 





Opens Portland Branch 
VANCOUVER, WASH., July 9— 
The Perkins-Overland Co. has estab- 
lished an agency for Willys-Knight and 
Whippet cars at 216 North Jersey St., 
Portland, Oregon. 
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By SAM U. L. SPARKS 


ytd dropped into my garage the other day which he had just come from 
Whimpers’ place down the street. Whimpers’ is the only other bus dealer 
in town and he thinks he is competition for me, but he ain’t. Well, anyhow, this 
guy says that Whimpers told him he seen where “that fresh egg” (meaning me) 
was authoring for Motor AGE, and this guy seems to think I had ought to be 
sore for being called a fresh egg. 


“Not a-tall,’ says I, “it’s a compliment. A fresh egg has possibilities which 
is more than you can say of them which is hard-boiled.” 


* * * 


I heard a good joke the other day in one of them vodville shows—one of them 
jokes which you laugh at it and clap your hands and shout, “That’s good,” 
because you think the guy which is sitting next to you didn’t “get” it. If you 
think everybody else will get it, you hadn’t ought to laugh, but hold back your 
exuberance (if you know what I mean) and make them think that to you the 
joke is as old as the hills. 

Well, anyhow, the girl says to the guy, “What is the difference between a 
rabbit and a saxophone player,” and when the guy says he don’t know, she says, 
“You can shoot a rabbit.” 
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Some of the greatest jokes I ever heard was in automobile salesrooms. 
But you can’t SHOOT salesmen. 

That reminds me of Oscar Osgood. Ossie wanted to get in the automobile 
business and I decide to let him try his hand. 

Most usually my judgment is good, but I gotta admit my psycho-analysis of 
Ossie was what you might call aury-eyed. Ossie was one of them guys which 
belong to the Bored of Education. What I mean, he was a college boy. 

I am one of those guys which believes if you should want to learn to play a 
saxophone, you hadn’t ought to sit down and think about it, but get yourself 
a horn and start blowing it, so I tell Ossie I want to see him in action, and I 
committed a fox-paw when I give him credit with having his brains in his head. 

Well, I sent him to see old Doc Blake which is driving a over-ripe Awkward 
Four and I figger he’s about ready for business. Doc is one of them aw steer 
guys with his face almost entirely surrounded by whiskers. 





O 








Ossie goes up to him and slaps him on the back and says: 

“Doc, I am a Halfpast Six salesman. When are you going to ditch that old 
tomato can of yours and buy a real automobile?” 

I already had warned Ossie he hadn’t ought to knock the bus that a prospect 
owns. Your prospect may know it’s a lemon, says I, but he don’t like to have a 
guy tell him he was a danged fool for buying it. 


Well, maybe you can imagine the frozen-eyed looked which peered out at 
Ossie from amidst Doc’s, face shrubbery. 


They’s one rule which I laid down that Ossie didn’t break and that is, never 
take “no” for a answer. He didn’t get no answer a-tall. 

The next time Doc seen me he says, “Sam, as a automobile salesman, that 
young Osgood is the door’s ivory knob.” 

“E pluribus unanimous,” says I, and after admitting that the Awkward Four 
was a great bus in its day, I showed Doc that a new day had dawned and sold 
him a Halfpast Six. 
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Studebaker Shows 


Two New Coupes 


Completely Equipped Business 
and Sport Models Added 
to Standard Six Line 


SOUTH BEND, IND., July 11—An- 
nouncement has been made this week of 
the addition of two coupe models to the 
Studebaker “Dictator” (Standard Six) 
line. The new models are respectively 
a sport coupe listing at $1,345 and a 
business coupe listing at $1,245, the for- 
mer being fitted with a rumble seat, 
with interior upholstered in mohair and 
rumble seat in leather, while the latter 
model is upholstered in leather through- 
out. Bodies are of steel with narrow 
front pillars. The business coupe is 
finished in Croatan green with light 
blue belt and yellow striping, while the 
sport model has the upper half finished 
in Croatan green and the lower half 
in box elder green, also with a blue belt 
and yellow striping. 

Included in the features of the sport 
coupe are a golf club compartment, 
package compartment in back of the 
front seat and a rear window which 
can be lowered. Standard equipment 
of this model includes bumpers front 
and rear, oil filter, rear traffic signal, 
hydrostatic dash gasoline gage and en- 
gine thermometer, coincidental steering 
gear lock, automatic windshield wiper, 
rear vision mirror, and twin beam 
headlights, controlled from the steering 
wheel. 





P.A.A. to Convene at 


Johnstown Sept. 19 
JOHNSTOWN, PA., July 8—The 
eighth annual convention of the Penn- 
sylvania Automotive Association will 
be held here Sept. 19 and 20 under 
the auspices of the Johnstown Automo- 
bile Dealer Association. 





Puget Motors Sales Gain 

SEATTLE, WASH., July 11—Puget 
Motors, factory branch of the Pierce- 
Arrow, during the past 30 days has 
experienced an unusually brisk turn- 
over, according to Mgr. A. W. Hauk, in 
both commercial and passenger car 
business. 

“The year of 1927 exceeds by $70,- 
000 in gross volume the same period 
of 1926 as far as our company is con- 
cerned,” advised Mr. Hauk. 





Sells 50 Chevrolets 
DENVER, July 12—The Carpenter 
Motor Co., 2120 East Colfax, reports 
the sale of a fleet of 50 Chevrolets to 
the Yellow Driveurself Cab Co. 








Fall Off—Horses 


LANSING, July 8—The au- 
tomobile continues to displace 
the horse, according to figures 
cited by W. C. Parker, manager 
of Speed Wagon sales for the 
Reo Motor Car Co., who de- 
clares that each year 1,000,- 
000 horses vanish from Amer- 
ican farms. Horse production, 
he says, is now back where it 
was in 1895, while there are 
339,789 more motor trucks on 
farms than there were seven 
years ago. 


The farmers of the United 
States, last year, raised only 
500,000 colts compared with 
1,500,000 three years ago, he 
says, and the average price per 
head of about $98 in 1918 
dropped to $63 in 1925. 




















150Attend Two-Day 


Oakland Conference 


KANSAS CITY, July 9—A two-day 
conference of Oakland and Pontiac 
dealers in western Missouri, Kansas, 
Oklahoma, Nebraska and South Da- 
kota, with more than 150 persons in at- 
tendance, has just closed here. The 
meeting, arranged by the Oakland fac- 
tory organization, was one of 18 being 
held in different parts of the country. 

The factory was represented at the 
meeting by E. M. Lubek, western sales 
manager; C. F. Worfolk. of the fac- 
tory sales development organization, 
and Bruce Morris, retail sales expert, 
all of Pontiac, Mich. John H. Bates, 
Dallas, Tex., field representative of the 
company, also attended. 





To Move Plant 
DETROIT, July 8—The Detroit Pis- 
ton Pin Mfg. Co. will move its plant 
to Grand Haven, Mich., where it will 
build a $15,000 factory and will employ 
50 men. 





Kimball Leaves New Departure 

HARTFORD, CONN., July 9—Wil- 
liam A. Kimball, for the past 20 years 
purchasing agent of the New Departure 
Manufacturing Co. has resigned follow- 
ing a year’s leave of absence. Mr. Kim- 
ball is succeeded by Orville R. Palmer 
who has been the assistant purchas- 
ing agent. 

T. E. Reynolds who has been with 
the company for some time is made 
assistant purchasing agent. 





Hoover Names 
Traffic Group 


Appoints Committee to Study 
Conditions and Suggest 
Remedial Plan 


WASHINGTON, July 11—Respond- 
ing to a widespread demand for a model 
on which: municipal traffic ordinances 
can be based, Herbert Hoover, Secre- 
tary of Commerce, as chairman of the 
National Conference on Street and 
Highway Safety has invited leading 
representatives of groups interested to 
serve on a committee to report on the 
subject. William E. Metzger, of De- 
troit, is chairman. A preliminary meet- 
ing of the committee will be held in 
Detroit on July 6. 

Among those identified with the au- 
tomotive industry who have signified 
their acceptance to serve on the com- 
mittee are: P. L. Emerson, Yellow 
Truck & Coach Manufacturing Co., 
Detroit; S. R. Heller, Yellow Cab 
Co., Norfolk; Robert P. Hooper, presi- 
dent, William E. Hooper & Sons Com- 
pany, Philadelphia, formerly president 
of the American Automobile Associa- 
tion; Alvan Macauley, president, Pack- 
ard Automobile Co., Detroit; and Rob- 
bins Stoeckel, commissioner of motor 
vehicles, Connecticut; F. L. Swetland, 
The Swetland Co., Cleveland. 

It is expected that special study will 
be given to the question as to the extent 
to which exact or substantial uniform- 
ity in the traffic provisions is feasible 
and desirable, and in what features of 
the traffic ordinances and regulations 
there must be flexibility to meet local 
conditions. 





Miss Burtchaell to 


Sell Willys Line 
PORTLAND, ORE., July 11—Miss 
Eleanor Burtchaell, of this city, has 
joined the selling force of the Alfred- 
Billingsley Motor Co., distributors for 
Willys-Knight and Whippet cars. Miss 
Burtchaell is the first car saleswoman 
in the Pacific Northwest. 





Merfeldt with United Auto 
BALTIMORE, July 8—Bernard Mer- 
feldt has joined the sales force of the 
United States Sales Co., Studebaker 
distributor. Mr. Merfeldt was former- 
ly with the company for several years. 





H. I. Schmidt Resigns 
LOUISVILLE, July 11—H. I. 
Schmidt, of the membership depart- 
ment of the Louisville Automobile 
Club, has resigned to go with Vesuvius 
Kentucky Co., distributors of Graphite. 











You'll probably scratch your head in wonder but the fact remains that seven shops passed up a $15 
repair job. Was it incompetence? Was it laziness? See next week’s Motor AGE. 
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Half-Year Sales 
Shatter Record 


Hudson-Essex Shipments Ex- 
ceed 165,000 Units in First 
6 Months of 1927 


DETROIT, July 12—Hudson-Essex 
closed on June 30 the biggest and most 
successful half year in its entire his- 
tory, with between 165,000 and 170,000 
six-cylinder cars built and shipped to 
all parts of the world. 

Despite this extremely large six- 
cylinder volume, the company has been 
continuously behind the public demand 
for its cars, particularly the Essex, ac- 
cording to Hudson officials. The esti- 
mates are that the public would have 
bought 40,000 or 50,000 additional cars 
if they had been available. 

It was in view of this demand for 
the cars that the Essex plant was re- 
arranged and enlarged. At the same 
time the Essex cars were made more 
powerful and attractive, and a plan of 
manufacturing laid out which is de- 
signed to effect prompt delivery to all 
buyers. Advice from the factory 
states that orders are pouring in for 
the new Essex Super-Sixes at a rate 
approximately twice that of a year ago. 





Chevrolet Dealers 
Meet in Spokane 


SEATTLE, WASH., July 8—Chevro- 
let dealers in the Spokane territory 
held their annual contracting conven- 
tion here in the Davenport Hotel, with 
90 per cent of the territory represented. 

Sales plans for the coming year from 
August 1, 1927, to August 1, 1928, were 
discussed and a 25 per cent increase 
in car orders was voted. 

James Whitelaw, vice-president of 
the Wells Chevrolet Company, dis- 
tributors, stated that during the past 
year 2300 cars have been sold in the 
territory. 

Among the speakers at the banquet 
following the meeting were W. J. Rich- 
mond, manager of the Portland zune; C. 
H. Wells, president of the Wells 
Chevrolet Company; Ben Williams, 
factory representative, and R. L. Mon- 
telius, territory representative of the 
Spokane distributor. 





Perrine to Move 


BOSTON, July 11—Perrine Quality 
Products Corp., manufacturer of Per- 
rine storage batteries, will move 
shortly from its plant here to the plant 
formerly occupied by the Metz Auto 
Co. in Waltham, Mass. 





Brooks-Price Gets Chrysler 
BALTIMORE, July 13—Fidelity 
Motors Co., Chrysler distributor, has 
announced the appointment of the 
Brooks-Price Co., Towson, Md., as an 
associate dealer. The Towson company 
has opened an attractive plant. 








Red Gas for 
Costa Rica 


WASHINGTON, July 9—As 
a safety measure, the Depart- 
ment of Commerce is advised 
that all gasoline imported into 
Costa Rica must be colored 
red. The former regulation 
was that it should be colored 
blue but blue in gasoline color- 
ing was deemed not satisfac- 
tory and the color is now 
changed to red. 




















GM May Have K.C. 
Assembly Plant 


KANSAS CITY, July 14—Reports 
are current in Kansas City that the 
General Motors Corp. is contemplating 
the construction of a large assembly 
plant in Kansas City, to cost $1,000,000 
to $1,500,000. 

An option of a tract of land to cost 
approximately $115,000, with a 210- 
foot frontage on Main Street, near 
Twenty-seventh Street, and running 
through one full block, has been taken 
in the name of the General Motor 
Truck Corp. 

It is stated on what appears to be 
good authority, that the plan of the 
truck company is for the erection of 
an office and service building on the 
site. The building would be used by 
the Kansas City branch of the General 
Motors Truck Corp. and the Yellow 
Truck & Cab Co. 

It is known the company has been 
making a survey of Middle Western 
cities with a view of erecting such a 
plant and the report here is that the 
Main Street project is but the fore- 
runner of a larger building project con- 
templated for this section by the cor- 
poration. 








“That Settles It’ 


BSOLUTE knowledge have I! none, 
But my Aunt’s washerwoman’s son 
Heard a policeman on his beat 
Say to a laborer on the street 
That he had a letter just last week 
Hand written in the finest Greek 
From a Chinese coolie in Timbuctoo 
Who said that a son in Cuba knew 
Of a colored gent in a Texas town 
Who got it right from a circus clown 
That a man in Klondike says he knows 
From a gang of unwashed Eskimos 
About some feller in Borneo 
Who knew a man who claimed to know 
A hermit who lived beside a lake 
Whose mother-in-law will undertake 
To prove a friend’s sister’s niece 
Has stated in a nicely written piece 
That she has a son who knows about 
The date the new Ford car comes out. 


—Author good, but unknown. 
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98 Cent Bargain 
Sale Successful 





Sargeant-Baker Co. Moves 75 
Used Cars By Unique 
Merchandising Plan 





ROCHESTER, July 11—Taking a 
tip from dry goods merchants, who dis- 
covered years age the sales power of 
odd figures in connection with bargain 
sales, Sargeant-Baker Company, Oak- 
land and Pontiac distributors, recently 
conducted a 98-cent used car sale, list- 
ing 52 cars, ranging in price from 98 
cents to $1,100.98. The sale was held 
for three days, starting each day at 
8 A. M. As an added attraction a 
special car was offered each day for 
98 cents to the first person in the 
showroom after the doors opened. 

The innovation attracted crowds 
each day and as usual there was a line 
before the door each morning before 
it was opened. About 600 people 
visited the showroom during the sale. 
Seventy-five orders were taken and 60 
cars have been delivered. Only three 
cars were taken in trade at the sale 
and they were resold for cash at a 
substantial profit within three days. 

The sale was intended to reduce the 
company’s used car stock, and it more 
than accomplished this result. When 
the sale opened there were 115 used 
cars in stock. When it closed there 
were 50. 

According to Harry W. Fincher, 


sales manager, the sale was a success . 


because the cars were honestly ad- 
vertised at fair prices. The year of 
each car was stated in the advertise- 
ment, a fact which Fincher believes, 
is of the utmost importance to the 
buyer. 


Billion and a Half 


Spent for Highways 


NEW YORK, July 11—More than a 
billion and a half dollars was spent in 
the United States for road building and 
maintenance during the fiscal year 
ended in June, 1925, according to a 
study just completed by the National 
Industrial Conference Board, 247 Park 
Ave. Whereas less than 20 years ago 
expenditures for road building were 
still a negligible item in governmental 
finance, our present annual road bill 
amounts to more than one-sixth of the 
entire public budget, and is exceeded 
only by our governmental expenditures 
for education and protection. 








Found E. Cleveland Motors 


CLEVELAND, July 12—The East 
Cleveland Motors, Inc., is the name of 
a new concern, chartered with a capital 
of $25,000 to deal in new and used 
automobiles, parts and _ accessories. 
The place of business will be at 1725 
Doan Ave. Incorporators are J. T. H. 
Miller, Helen M. McElroy and Genevieve 
Ryan. 
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Graham Brothers 
Sets Sales Record 


Week Ending June 18 Totals 
Highest for Period in 
Company’s History 


DETROIT, July 12—Bearing out re- 
ports of good business activity through- 
out the country, Graham Brothers, a 
division of Dodge Brothers, Inc., an- 
nounces today that retail deliveries of 
Graham Brothers trucks and commer- 
cial cars to customers in the United 
States and Canada during the week 
ended June 18 exceeded the correspond- 
ing week of any previous year in the 
company’s history. 

Not only does the record of 1415 
trucks and commercial cars delivered 
during this one week to domestic and 
Canadian purchasers exceed the corre- 
sponding week of the record-breaking 
year 1926 by a substantial margin but 
it is the biggest week so far in 1927, 
continuing the marked upward trend 
since last January. 





Disability Protection 
Beneficial, Dealers Say 


NEW YORK, July 14—W. S. Mays, 
president of W. S. Mays & Co., Inc., 
reports that 4500 dealers are now using 
purchasers disability protection, the 
service which the Mays company 
started to offer in connection with time 
sales early in 1925. Last year the plan 
was used in the sale of more than 100,- 
000 cars and this year is expected to 
show a considerable gain in units and 
a much larger gain in volume, as higher 
priced classes are being reached into. 

The Mays plan provides, briefly, that 
installments on cars sold on time are 
continued to be paid in the event of 
illness, accident or accidental death in- 
volving the purchaser. The cost is $5 
to $15, according to the value of the 
car. The payments are continued dur- 
ing the illness or disability of the pur- 
chaser, thus affording protection to 
finance companies, dealers and time 
buyers. 





Portland Dealers Meet 


PORTLAND, ORE., June 24—One 
hundred dealers and factory repre- 
sentatives of the Oakland and Pontiac 
factories gathered here today for a 
two-days’ sales convention.. Sales 


methods and merchandising plans were 


outlined by W. M. Warren and W. M. 
Buck. 





Helm Corporation Expands 


HARTFORD, CONN., July 7—The 
Helm Tire Service Corporation, distrib- 
utor of Hood solid and pneumatic tires 
and featuring rim service for all makes 
of cars has doubled its working force 
and is expanding the business. Sales 
with the company in the past two 
months have been heavy. 
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— Jest—A Bit Cynical 


By S. G. SWIFT 


| Fey intrigued by the announcement that a certain publicity seeking lady 
of the chorus is to ride down the street on horseback this noon, clad in 


the costume that she wears in a Garden of Allah stage scene. I must find 
time to take that in; I haven’t seen a horse in years. 


* * * * 


ORE and more as I struggle along past the eminence of adolescence I have 
it brought home to me that the big prizes in the business world are reserved 
for men with great souls. The other afternoon I called, socially, at the serv- 
ice station of one of the biggest distributors in New York City. (They have an 
excellently appointed wash-room.) A large man with an air of authority about 
him, paused in his stride and gazed intently at a sunburned bumper. After a 
moment of inspection he called a service man. “Take that off and have it re- 
nickeled,” he directed. I asked the workman who the big man was. He told me 
that he was the owner of the business. “He bought those bumpers a few months 
ago and sold ’em to the trade” explained the man. “Some of ’em started peeling 
a little and I’ll swear by the god of the seven-bearing crankshaft that the old 
man worries over them more than he does over the rest of the whole business. 
He’s spent about $200 already, taking ’em off and having ’em renickeled and 
half of the people he does it for don’t even know it.” 


* * *k * 


FTEN an owner, stopping at his dealer’s service station for some 

adjustment or other, is greeted with a remark like—“Nothing to worry 
about. We’ve had lots of complaints like that on this model.” A statement 
of that kind is likely to disturb an owner, to say the least. A little tact 
displayed in the service station will help sales. 


* * * * 


ONE of the most misleading slogans ever written—and it has done a lot of 
good too—alleges that the well equipped shop will get the business. I do 
not check with that and neither does anyone else who knows the facts. The 
well equipped shop merely eats itself up in overhead; the equipment must be 
merchandised to the car owner before the business can be obtained. Good shop 
equipment has turned many a valve and carbon job into a complete engine re- 
conditioning job. 











* ¥ * * 


PEAKING with the authority of one who has kicked at the rear pedals of a 
tandem bicycle in the days when Anthony Comstock was chasing his first 
bloomer, I rise to remark that the reason the average salesman remains an aver- 
age salesman is because he isn’t resourceful enough. Instead of going around 
to prospects and saying, as so many salesmen do, “You wouldn’t want a car today 
would you?” why doesn’t he find out how other successful salesmen work and 
copy their ideas? For instance, who has ever tried out the iceman’s method of 
giving prospects a card to hang in the window? Nobody. And yet the old 
adage, “what man has done man may do,” shows that the thing should work. 
Try it out. Just have a red card printed with, “I’ll take a medium-priced sedan,” 
on one end and, “I’ll take a low priced coupe,” on the other, give it to the 
hard-to-sell prospects and see what happens. You might do the thing up brown 
by including a slogan something like this: “Ask a man to own one.” That ought 
to help some. 
NOW hear that, thanks to science, friction tape is to be lower priced. The 
story as I get it is that the Chinese, who for anything I know to the contrary, 
developed the silk worm, have now been practicing their wiles on the tape-worm. 
“Clever Orientals these Chinese,” as some one has so truly remarked. 
* * * * 


HICH reminds me that a Celestial gentleman on the coast is numbered 

among the oldest automobile dealers. His name is Lung On, he lives in 
John Day, Ore., and probably was lured into the business in the days of the 
Brush runabout. which as everybody knows was a Won Lung-er. 








Open New Salesrooms 


BURLINGTON, IOWA, July 8—Leon 
Pettit and Harry Schauenburg, pro- 
prietors of the Eastern Iowa Motor Co., 
have opened a new sales and service 
headquarters at 405-407 North Main 
Street. The firm handles the Hupmo- 
bile car and Firestone tires. The build- 
ing, formerly a hotel, has been re- 
modeled. 


Export 50 Per Cent of Output 


WASHINGTON, June 29—Half the 
United States output of motorcycles 
during the past year was. shipped 
abroad, Australia, Japan, Sweden and 
Germany forming the largest markets 
for this type of vehicle, a survey by the 
U. S. Department of Commerce shows. 
The total output in 1926 was 42,000 
machines. 
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Jordan Shipments 
Top Former Mark 


May and June Output Exceeds 
1926 Period By More 
Than 25 Per Cent 


CLEVELAND, July 9—Shipments of 
Jordan cars from the factory June 30 
completed the largest May and June 
output of cars in the history of the 
company. 

These two months this year are more 
than 25 per cent larger than last year 
and nearly double the year before. 

Indications are that the last half of 
1927 will be better than the first half 
as Jordan was late in marketing the 
new Little Custom model and is only 
just beginning now to supply the de- 
mand on the part of dealers and the 
public. 

If the second half shipments are as 
large proportionally as those for the 
first six months, Jordan will establish 
a new production record for the year. 





Bearings Company 


Enlarges Factory 


LANCASTER, PA., July 11—The 
production facilities of the Bearings 
Company of America, will be increased 
50 per cent by enlargements to the 
present plants now under construction. 
The additions are being made in order 
to increase the company’s output of 
thrust and angular contact bearings, 
retainers, etc. 

Three new buildings are included 
in the construction plan. One structure 
150 feet long by 40 feet wide and 
another 100 feet long by 94 feet wide 
are being added to the Sterling plant 
group. These are both being built of 
brick with steel reinforcement. 

A third building of reinforced con- 
crete, 130 feet long by 100 feet wide, 
is being added to the main plant. The 
foundations and walls of the three 
buildings are completed and the rest 
of the work is scheduled to be finished 
in the near future. Precision machinery 
of the most improved types will be in- 
stalled as soon as the construction work 
has been completed. 





Velie June Shipments 
Show 27 Per Cent Gain 


MOLINE, July 12—Velie Motors 
Corp. shipments in the first five months 
of 1927 were 27 per cent over those 
of the same months in 1926 and June 
figures indicate that this percentage 


will be maintained, according to W. L. 
Velie. 





Urges Tax Relief 


WASHINGTON, July 9—The elim- 
ination of the three per cent excise tax 
on automobiles and also the abolition 
of all so-called nuisance taxes and the 
reduction of corporation taxes from 
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Safety Stutz Landau Sedan 


This Safety Stutz landau sedan has a collapsible top and is excellently ap- 


pointed throughout. 


Its beautiful lines reflect the latest Continental vogue, 


this type of body being very popular with European closed car buyers 





13% to 10 per cent, was urged here 
this week by Senator Royal Copeland 
of New York, in an oral statement dis- 
cussing the tax outlook at the forth- 
coming session of Congress. 

He declares that the reduction of 
these taxes would save the taxpayers 
of the country approximately $400,000,- 
000 annually. 


Makes New Ruling 


on Registrations 


BOSTON, July 11—The Massachu- 
setts Department of Public Works, 
which has jurisdiction over the motor 
registry, has notified all the dealers in 
the state, that the Supreme Court has 
decided that registering any automobile 
in which a mistake has been made in 
any motor, chassis or body number in- 
validates the registration. This makes 
the car outlawed on the highways and 
in case of accident, the vehicle has no 
standing in law. 








Charlotte Ford Branch Suspends 

CHARLOTTE, N. C., July 11—The 
Charlotte branch of the Ford Motor 
Company has suspended operations in 
response to brief orders from Detroit. 
Unconfirmed reports indicate that full 
operations may be resumed about the 
middle of July. F. A. Atcheson, man- 
ager of the branch, declined to com- 
ment on these reports. 





Mulligan Joins Hud-Sex 


SPOKANE, WASH., July 13—Jack 
Mulligan recently joined the forces of 
Hud-Sex Motors, distributors of the 
Hupmobile in this territory, specializ- 
ing in sales of the straight eight, ac- 
cording to Harry E. Oechsli, president. 
Mr. Mulligan will continue to operate 
his service station in this city. Dur- 
ing Mr. Mulligan’s first ten days with 
this firm, he sold five straight eights 
and one six-cylinder Hupmobile. 


Favor Repeal of 


Car Excise Tax 


CHARLOTTE, N. C., July 14— 
Major A. L. Bulwinkle, of Gastonia, a 
member of Congress, declared at an in- 
formal conference with. representatives 
of the Charlotte Automotive Merchants 
Association that he will favor action 
by Congress at the meeting in December 
for the repeal of the excise tax on auto- 
mobiles, according to information ob- 
tained from officials of the association. 

J. P. Harris, of Charlotte, president 
of the North Carolina Automotive 
Trade Association, is chairman of the 
local association’s committee charged 
with promoting interest in the repeal 
of this Federal tax. Information re- 
ceived from Mr. Harris from other local 
auto trade associations in this state 
indicates that all representatives in 
Congress from North Carolina will 
favor the repeal proposition. Senators 
Simmons and Overman are also ex- 
pected to give their support to it. 





American Automobiles 


Win Australian Test 


WASHINGTON, July 11—Automo- 
bile dependability tests just held in 
Australia, covering a 1745 mile moun- 
tainous route through Northern Vic- 
toria and southern South Wales, re- 
sulted in first honors to American auto- 
mobile manufacturers, the U. S. De- 
partment of Commerce is informed by 
Thomas H. Robinson, Consul at Mel- 
bourne. First and second prizes were 
won by American cars. 





Prize Winners 


SPOKANE, WASH., July 11—C. E. 
Johnson, Hans Ulwag and J. B. Maden, 
of the James L. Elam Co., Paige Detroit 
distributors, are the three prize-win- 
ning salesmen here in a four-months’ 
sales contest. 
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N.T.D.A. Discusses 


Convention Plans 


LOUISVILLE, July 8—Officers and 
directors of the National Tire Dealers 
Ass’n met here recently, with local com- 
mittee chairmen to make arrangements 
for the national convention to be held 
here Nov. 15 to 17. The national body 
was represented by H. V. Eva, presi- 
dent, Duluth; Joseph H. Walsh, first 
vice-president, Jacksonville; A. M. 
O’Leary, second vice-president, Chi- 
cago; S. A. Rowe, secretary-manager, 
Milwaukee; R. W. McCaughan, treas- 
urer, Memphis, and directors A. L. 
Glick, Pittsburgh; L. G. Adams, Mo- 
bile; S. B. Harper, Fort Smith, Ark.; 
and H. A. Ruhnke, Milwaukee. The 
local committee was composed of the 
following officers and members of the 
Louisville Tire and Accessory Dealers 
Assn.: Thos. Barbee, president, R. D. 
Heman, W. G. Stiglitz, H. H. Ross, A. 
J. Cassidy, R. A. Dean, William Mohl- 
enkamp, W. C. Dieruf and C. Lusky. 

An outline of the subjects to be 
brought up at the annual meeting was 
given by each national official at a din- 
ner Friday evening. Cooperation be- 
tween manufacturers and dealers will 
be the principal topic, according to H. V. 
Eva, while the practice of selling direct 
to large commercial users will come in 
for a lot of discussion and in addition 
every phase of the tire business is sched- 
uled on the three-day program. A tenta- 
tive program was laid out and will be 
sent to Louisville dealers shortly. A 
meeting of solid tire dealers will be held 
Nov. 14, one day before the convention 
opens. Officially, A. M. O’Leary will 
be in charge. Present plans call for a 
get together meeting of all dealers 
handling the same makes of tires on 
Tuesday; general business and a ban- 
quet, Wednesday, and election of offi- 
cers, Thursday. The Louisville asso- 
ciation will meet July 13 to make fur- 
ther arrangements for the convention. 
Two entire floors of the Brown Hotel 
have been reserved and arrangement 
made for exhibits of manufacturers. 








“Glass” Patrol “Takes 
Another Load Away” 


DETROIT, July 8— Four 
_.tons of broken glass have been 
collected from the streets of 
Detroit in three months, ac- 
cording to the Detroit Automo- 
bile Club, which runs a unique 
“glass patrol” for the special 
purpose of keeping shattered 
glass off the pavements. The 
patrol’s big truck was placed 
in service last February. 




















W. R. Morse Promoted 


by Chicago Overland 
CHICAGO, July 8—G. V. Orr, 
manager of the Chicago Overland 
branch, announces the appointment of 
W. R. Morse as manager of sales pro- 
motion. Mr. Morse has been district 
representative for the company for 
some time, and was formerly connected 
with the Chevrolet Motor Co., the Ford 
Motor Co. and the National Cash 
Register Co. 





Berry Buys Into Dealership 
KANSAS CITY, July .11—J. C. Berry 
has purchased a half interest in the 
Motor Brokerage Sales Co., 1521-23 
Grand Ave., Kansas City. Mr. Berry, 
who has been connected with the auto- 
motive equipment and accessory bus- 
iness here for several years, bought 
the half interest of W. H. Campbell in 
the brokerage company, the other mem- 

ber of the firm being L. W. Paup. 





Holds Annual Outing 

ATLANTA, July 2—In spite of the 
fact that rain fell a good part of the 
day, the annual summer outing of the 
Atlanta Automobile Association the lat- 
ter part of June at the East Lake 
Country Club proved a successful event, 
attended by a majority of the execu- 
tives in Atlanta identified with all 
branches of the business. 
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Oakland-Pontiac 
Volume 100,000 


DETROIT, July 9—Production of 
Oakland and Pontiac cars will aggre- 
gate approximately 100,000 for the 
first six months of the year, it was re- 
vealed this week, when the Oakland 
Motor Car Co. opened a series of mer- 
chandising meetings for dealers. Seven 
teams of factory executives are con- 
ducting two-day meetings in Pontiac 
and at the General Motors Proving 
Grounds besides sessions in 24 of the 
largest cities throughout the country. 

“We have had the most successful 
year in our history,” said W. R. Tracy, 
vice-president in charge of sales. 
“During May we produced more than 
1000 cars each working day, with a 
total production for the month of over 
24,000 cars. Our sales during May 
were even greater than our production. 





May Build Garages 


FLINT, July 9—The Flint common- 
council has decided to get estimates on 
construction costs for municipal ramp 
garages. Several of the aldermen are 
of the opinion that ramp storage gar- 
ages could be built on city property in 
the downtown district, and rented at a 
nominal charge as a means of relieving 
the parking situation. 





Marchant With Thompson, Inc. 


GREER, S. C., July 11—W. M. 
Thompson, Ine., Ford and Lincoln 
dealer, has announced the appointment 
of F. L. Marchant, of Tampa, Fla., as 
manager of the business. Mr. Marchant - 
succeeds H. K. James, who recently 
resigned to become manager of the 
Chevrolet agency. 





White Makes Business Trip 


KANSAS CITY, July 8—H. A. White, 
Studebaker branch manager here, has 
just returned from a business trip 


through western Missouri, Kansas and 
Oklahoma. 








— 








business?” 











Don’t waste your time asking the 


John Cleary Says— 


q Ask yourself, “Where's business?” 


q And go after tt. 


other fellow, “How’s 
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Wood Refused 


to be Beaten 


Low Cotton Price Failed to 


Make .Texas Dealer Quit 
Selling Automobiles 


MARSHALL, TEX., July 8—When 
the overproduction of cotton caused the 
price to drop to 10 cents a pound many 
automobile dealers of Texas decided 
that business had gone to the “bow- 
wows,” because no one apparently had 
any money to spend on cars. But not 
S. E. Wood, Jr., Studebaker distributor 
of Marshall, Texas. He refused to be 
licked. 

Wood called his organization together 
and reminded his salesmen that other 
dealers were complaining and “laying 
down” on the theory that no business 
was to be had. He pointed out that 
regardless of the gloom which had 
spread over the cotton country, there 
were plenty of people financially able 
to buy new cars if the proper amount 
of energy were used to make them buy. 

A sales contest was started the fol- 
lowing day for one month, the two 
salesmen who had been leading the 
organization in sales were made cap- 
tains and were given two men each. 
The sales force was thus divided into 
teams of three men each. Winners 
were to be judged on net volume of 
sales, new and used cars. Both sides 
were to be banqueted at the end of the 
contest, the winners to eat barbecue, 
the losers to eat beans. At that time 
the losers would present the winners 
with $25.00 each in cash and each loser 
would be called on to make a five-minute 
speech, complimenting his opponents. 
“And,” added Mr. Wood, “if anybody 
says anything to me about the low price 
of cotton he loses his job, pronto. That 
goes for everybody in the organization.” 


Proves Close Race 


Marshall isn’t a large city. The 1920 
census gives it population as 14,000. 
Now it is probably 18,000. During 
this contest 28 cars were sold, 16 new 
Studebakers and 12 used automobiles. 
From start to finish the race _ be- 
tween the two teams was mighty close. 
So close was the finish that the sale 
of one more car, even the lowest-priced 
model, would have made the losers win- 
ners. Nevertheless the winners won 
and ate barbecue, the losers lost and 
ate beans. 

Mr. Wood started in the automobile 
business in Marshall, as a Studebaker 
dealer, in April, 1919, upon his dis- 
charge from the U. S. Army. He had 
served in the Motor Transport Corps 














Motor Age 














Likes Franklin Six 


The car is a Franklin six town car. It belongs to the young woman standing 
beside it, who, as everyone that knows his Hollywood must know, is Miss 
Dolores Del Rio. Miss Rio, or Del Rio, whichever is right, has two Franklins 





and had been in charge of the handling 
of 6000 motor vehicles. That was his 
automobile experience. He became a 
Studebaker dealer with a capital of 
$2,720, a room 16 by 40, which he leased, 
and one employee. Today his invest- 
ment amounts to $169,000. 


Yellow Cab Service 


for Sioux City, Ia. 
SIOUX CITY, IOWA, July 11—The 
Yellow Cab & Transportation Co. has 
been incorporated here with $100,000 
capital to engage in a general taxi and 
transportation business, the articles in- 
dicating that the company may operate 
in cities other than Sioux City, al- 
though this city will be its headquar- 
ters. R. H. Persons is president of 
the corporation; E. L. Lundquist, vice- 
president, and C. H. Ellis, secretary- 
treasurer. 








“Stop” Signs for Toronto 

TORONTO, ONT., July 6—Legisla- 
tion requiring all motorists to come to 
a dead stop before crossing a provincial 
highway will go into effect in Ontario 
almost immediately. The Department 
of Highways has prepared 5000 “stop” 
signs which will be posted throughout 
the country as rapidly as possible. In- 
tersections of highways and county 
roads will be cared for first. 


N.S.P.A. Booth at 
Electric Show 


DETROIT, July 138—As the first 
step in an educational program in- 
tended to acquaint truck and bus 
operators with the service that N. S. 
P. A. jobbers are qualified to give them, 
the National Standard Part Associa- 
tion will have a booth at the Ameri- 
can Electric Railway Association Show, 
to be held in Cleveland the first week 
in October. 

The display will include maps show- 
ing the location of N. S. P. A. jobbing 
houses to illustrate the quick service 
they are capable of giving. — 

Officers of the association who will 
attend the show are W. C. Stettinius, 
president; E. P. Chalfant, executive 
vice president; Robert Macfee, secre- 
tary, and Tom O. Duggan, merchan- 
dising service director. 





Takes on Almetal Line 

HARTFORD, CONN., July 9—The 
Sigourney Garage, 319 Sigourney St., 
has taken on the distribution of the 
Almetal line of universal joints in this 
territory. James W. Mayers, head of 
the organization, has put a sales force 
into the field. 














“Gallon Volume from a Pint-Size Town” sounds like a wet topic, but it isn’t—slangily or eight- 
eenth-amendmently. For particulars see the July 21 Motor Ace. 
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Adds Phaeton 


5-Passenger 


McFarlan Announces Sport 
Model Selling at $3,180— 
Discontinues 4 Cars 


CONNERSVILLE, IND., July 8— 
The McFarlan Motor Co. has announc- 
ed the addition to its line of a four- 
passenger sport phaeton listing at 
$3,180. Announcement is also made 
that four other models in the “TV” 
series have been discontinued. These 
are the four-passenger coupe and three 
sedan models. The seven-passenger 
sedan and the seven-passenger Subur- 
ban sedan on the straight eight chassis 
have been lengthened from 131 in. to 
136 in. wheelbase. 

Three price changes affecting “TV” 
models also have been made as follows: 
two-passenger roadster from $5,400 to 
$5,800; seven-passenger touring from 
$6,810 to $5,700, and the seven-passen- 
ger suburban sedan from $7,110 to 
$6,920. 





Dinner Marks G. M. 


Exhibit Anniversary 


ATLANTIC CITY, July. 8—A dinner 
marking the end of the first year of 
the General Motors Permanent Exhibit, 
was recently given to the personnel of 
the local organization by the Steel Pier 
Co. It was attended by executives of 
the corporation, city officials and repre- 
sentatives of local commercial organiza- 
tions. Congratulatory messages were 
read from Pres. A. P. Sloan, Jr., and 
the heads of many other large corpora- 
tions and the permanent exhibit or- 
ganization was toasted by leading busi- 
ness men and officials of the city. 

During the 12 months that the ex- 
hibit has been open, it is estimated that 
it has been visited by more than a 
million people including visitors from 
every state in the Union, and 46 Over- 
seas and South American countries. 
The exhibit, which is the only one 
where all products of General Motors 
are shown under one roof, occupies 
22,000 square feet of floor space all 
enclosed in glass, with a frontage of 
65 feet on the boardwalk and depth of 
300 feet of the steel pier. 





Schofied Joins Firestone 
Hartford, Conn., July 14—A. L. Scho- 
field has joined the local branch of the 
Firestone Tire & Rubber Co., and has 


been assigned to the truck and bus tire 
departments. 





Moves to New Building 
HARTFORD, CONN., June 27—The 
John P. Nielsen & Sons Co., Chrysler 
distributor, is removing its parts and 
service departments to the new sales 
and service building on Washington 














“Your Parking Place” Caters 
to Church Goers With Success 














DALLAS, TEX., July 11—“Your 
Parking Place,” a filling, parking and 
oil station which handles accessories 
and tires, is doing a very desirable 
business by catering to church goers. 

It is located next to one of the larg- 
est churches in the city and has a large 
parking area between its station and 
the church. The management is allow- 
ing cars which are driven by persons 
attending church to be parked on its 
lot during the church services. No 
collection is taken. The service is free. 

Through this courtesy the manage- 
ment has made lasting friends of the 
members of the church. They have no 
trouble of finding a place to park their 
cars. They are not worried about 
spares or accessories being stolen while 
they are at worship. They simply drive 
into the “Your Parking Place” and the 


management of the place takes care 
of the cars. 

But the “Your Parking Place” has 
established another policy which met 
with instant appreciation from the 
church people. 

The filling station and the accessory 
and tire departments are kept closed 
during the church services. That 
means nothing is sold at the place dur- 
ing church hour. 

The minister and the members of 
the flock have shown their appreciation 
of this courtesy on the part of the fill- 
ing station, by becoming regular pa- 
trons of the place. And they are con- 
tinually bringing to this station new 
customers. 

Thomas B. Whitis is owner of the 
place and Dan C. Powell is in charge 
of the filling station. 





St. The used car department will also 
be transferred to the new building at 
the end of the week. 





Whitney Co. Shares 1000 


Per Cent Stock Dividend 


HARTFORD, CONN., July 9— 
Whitney Mfg. Co., chain and machinery 
manufacturers, has declared a_ stock 
dividend of 1000 per cent. The capital 
has been increased from $150,000 to 
$1,500,000. The stock is closely held by 
the Whitney interests. The business 
was established by C. E. Whitney, son 
of one of the founders of the Pratt & 
Whitney Co., and originally engaged in 
the manufacture of bicycle chains. 





Output Gains 


TOLEDO, July 11—Willys-Overland 
production in May totaled 27,569, bring- 
ing the total for the first five months 
of 1927 to 108,788. The May output 
was 64 per cent above that for the 
same month in 1926, and the five 
months’ output is a gain of more than 
28 per cent. 

Sales of Whippet cars in the first 
year of their manufacture totaled 110,- 
000. 





Spokane Demands Full Stop 


SPOKANE, WASH., July 11—Under 
the arterial highway plan which will 
be rigidly enforced in this city during 
the summer months, motorists are re- 
quired to come to a full stop at all 
street intersections. At all other inter- 
sections along arterial highways desig- 
nated by the Spokane city council, mo- 
torists must slow down before entering 
the traffic stream. 


Holds Meetings 


In Minnesota 


MINNEAPOLIS, July 11—The Min- 
nesota Motor Trade Association. has 
been having a series of successful dis- 
trict meetings for dealers under direc- 
tion of Field Agent Walter Vashro and 
Secretary Arnon N. Benson, with the 
cooperation of the several directors. 

Men prominent in the trade in the 
state have lectured and talks were 
given in each district by some success- 
ful dealer or service manager in an 
adjoining district. In every instance a 
better feeling has been created between 
the retail dealer members of the asso- 
ciation. More cooperation has resulted 
and a better situation is forecast in 
the used car field through explanation 
of the Windsor plan. 

Fifty dealers was an average at- 
tendance for these meetings, which 
were held in the leading towns for such 
key cities as Winona, Albert Lea, 
Duluth, Austin, Lamberton, Fairbault 
and Rochester. 

G. M. Craig, manager for Oldsmo- 
bile; H. E. Pence, distributor for Buick, 
and W. V. Harrington of Hupmobile, 
were among the managers drafted as 
speakers. 





Wins District Prize 

BIRMINGHAM, ALA., July 13— 
Brownell Auto Co. won the district con- 
test of the Dodge Brothers annual sales 
contest, showing a final figure of 222 
per cent over their quota for the period 
between May 30 and June 18. Early 
in July the Dodge dealers of the district 
will be convened in Atlanta, at which 
time the Brownell company will be pre- 
sented with a bronze plaque in recog- 
nition of the victory justly won. 
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May Not Refer to 
Car Speed in Ads 


SPOKANE, WASH., July 9—Auto- 
bile dealers in the state of Washington 
are now prohibited from offering for 
publication, advertising or other copy 
relating in any way to speeds in excess 
of those permitted by the law. While 
this provision in the new motor code ap- 
parently was the result of a desire to 
prevent reckless driving, it would ap- 
pear from examining the code, in the 
absence of any judicial interpretation 
of this section, that it is now within the 
power of any court in the state to pun- 
ish dealers who make use of unusual 
performance achievements in the state, 
to advertise their merchandise regard- 
less of the circumstances under which 
the performance was made. 

A very strict interpretation of the 
section would also ban news stories of 
persons arrested for speeding. 


Portland Chevrolet 


Changes Personnel 
PORTLAND, ORE., July 12—Chev- 
rolet sales increases in Portland has 
made necessary several changes in the 
executive sales staff of the Fields Mo- 
tor Car. Co. 

Jack Shearer will hereafter direct 
the entire retail sales staff, under W. A. 
Grout, general sales manager. L. B. 
Joys has been appointed assistant to 
Grout. He will head the research and 
statistical department. A. G. Griffin 
has been made manager of the commer- 
cial car department. Frank J. Finger 
has been advanced to the position of 
sales manager of the national users’ 
division. Lee L. Durbin has been named 
as manager of the Grand Avenue Chev- 
rolet store. C. B. Fish has been re- 
tained as sales manager at the Broad- 
way store. 








Dealer Changes Name 
DENVER, July 8—The name of the 
Platt-Fawcett Motor Co., 12th Street 
and Broadway, has been changed to A. 
M. Platt, Inc. The change is in name 
only, and the firm will continue to 
market Paige cars. 








Two-Car Idea Old 
Stuff for Mexico 


SOUTH BEND, July 11— 
That the trend of two cars to 
a family is not confined solely 
to the United States but is de- 
veloping in export markets is 
indicated in reports received 
by H. S. Welch, manager of 
export sales of The Studebaker 
Corporation of America. In 
Guadalajara, Mexico, recent 
sales reports showed three 
families owning from four to 
six Studebakers, and six other 
residents, each of whom owns 
three Studebakers. Among 
the latter is Jose G. Zuno, ex- 
governor of the _ state of 
Jalisco. 




















Takes Over Hud-Sex 

SPOKANE, WASH., July 8—A new 
company organized to distribute Hup- 
mobile cars throughout the Inland Em- 
pire and which will be known as the 
Western Motor Co., is announced by 
Harry E. Oechsli, president of the com- 
pany. 

The Western Motor Company is in- 
corporated to take over the Hud-Sex 
Motors. The latter was formerly dis- 
tributor for the Hupmobile line in this 
district. The entire Inland Empire 
from Wenatchee to Misspula and from 
the Oregon line to the Canadian 
border will be covered by the company. 
S. Darwin Johnson, secretary, has 
charge of the dealer organization. 





Miller Gets Gold Watch 

DENVER, July 11—Frank Miller, 
salesman for the Hall Cadillac Co. was 
awarded the first prize of a gold watch 
offered by the Rocky Mountain News 
for selling the largest volume of used 
cars during the Buy-a-Used-Car Week, 
sponsored by the News. Miller sold 
$4,780.00 worth of used cars, and was 
closely pressed by several other sales- 
men. 
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$50,000,000 Yearly 
Is “Gyp” Club Take 


PHILADELPHIA, July 12—tThe 
operators of “gyp” automobile clubs 
annually defraud the public to the ex- 
tent of $50,000,000, according to Ernest 
N. Smith, General Manager of the 
American Automobile Association, 
speaking at the annual convention of 
that association which has just been 
held in this city. 

Mr. Smith declared that most motor- 
ists are ready victims of the fraudulent 
schemes “because they fail first to con- 
sult their local Better Business 
Bureaus.” 

Mr. Smith described the methods of 
these fake associations and was severe 
in his condemnation of the “high- 
powered” salesmen who tour the coun- 
try selling memberships to autoists. 
The inducements usually emphasized 
by these men are insurance, either free 
or at a very low rate, free towing and 
the privilege of purchasing accessories 
at a discount. 

On motion of the Attorney General of 
New York State, on June 24, Justice 
Dyke ordered the Official Automobile 
Owners Association to show cause why 
they should not be enjoined from sell- 
ing memberships. 





Columbus McKinnon to 


Move Offices to Plant 
COLUMBUS, July 13—General sales 
offices of the Columbus McKinnon 
Chain Co. will be removed this week to 
Tonawanda, N. Y., where the company’s 
large electric welding plant is located. 
The factory will be continued here as 
a manufacturing unit. Moving the 
offices will enable the company to give 
more prompt service on the majority 
of its products. 





Found Rogers Motor Sales 

CANTON, OHIO, July 11—The Rog- 
ers Motor Sales Co., of Canton, has 
been chartered with a capital of $50,000 
to deal in new and used cars, parts, 
accessories and tools. Incorporators 
of the new company are J. B. Rogers, 
J. H. Rogers and Mrs. Ruby J. Rogers. 





What’s Coming in Motordom 





SHOWS 
ey eT Nov. 7-12 
Exposition, Coliseum, Automotive 

Equipment Association. 

I 6.0 teen need Jan. 28-Feb. 4 
National, Coliseum, National Au- 
tomobile Chamber of Commerce. 

eee Jan. 28-Feb. 4 
Automobile Salon, Hotel Drake. 

SS eee Nov 


ov. 14-19 
Convention Hall, National Standard , 
Parts Association. 


ee Feb. 20-25 
Coliseum. 

Green Bay, Wis. .......... Aug. 29-Sept. 2 
yn Building. 

S&S RS Feb. 11-18 
Pn Salon, Hotel Biltmore. 

ee ee ee Feb. 4-11 


Municipal Auditorium. 


a Nov. 27-Dec. 3 
Automobile Salon, Hotel Commo- 
dore. 

0 re ere Jan. 7-14 
National, Grand Central Palace, 


National Automobile Chamber of 
Commerce. 

San Francisco .......ccccce Feb. 25-March 3 
Automobile Salon, Hotel St. Francis. 


*Will have special shop equipment exhibit. 


nea aay 
Automotive uipment Association, 
7 > ssescescsat Nov. 7-12 
National pole nr of Automobile 
Show and Association Managers, 
Drake Hotel, Chicago ...... July 28-29 
National Standard Parts Association, 


Hotel Hollenden, Cleveland, Nov. 14-19 


North Carolina Automotive Trade 
Association, Morehead Villa, More- 
meee Gee, Bee Ge cocccccce August 15-16 

Ohio Council, "Sectheons Automobile Deal- 
ers Association, Cleveland. .Sept. 14-15 

Pennsylvania Automotive Association, 
Jonnetown, PO. cccccccccecs Sept. 19-20 


S. A. E. 
November—National Transporta- 
tion and Service Meeting. 
New York, Jan. 12—Annual Dinner. 
Detroit, Jan. 24-27—Annual Meeting. 
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This panel type delivery body, fitting 
either the Pontiac Six roadster or coupe 
by removing the rear deck covers, is 


marketed by Oakland Motor Car Co. 


Every time this 
salesman for the 
Pacific Nash 
Motor Co. sells 
a fleet of cars 
he adds the pur- 
chasing com- 
pany’s trade- 
mark to his col- 
lection 








By this simple device the sales manager 

of the Chandler-Cleveland Motor Car Co., 

San Francisco, conforms to California’s dog 
protection law 


At the right, gentlemen, we have 
a very nifty view of the 72-foot 
superhighway over the summit 
of Cahuenga Pass, north of 
Hollywood, Cal. 


we 


P.. RRR eae SF 


a 


We could refer to the above as moon- 

light. in Tampico, Mexico, but there 

are those who would miss the point. 
oe SS So we explain that the Moon is out 
Baise Seca ecee gene annaee nertie cen Se aes aso SPeragyeey and with it Diana 
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et’s Get Back | + 


The Invitation is an Admitted Pa 
Unlacquered Fact, and a Few T'r 
Why Fundamentalism is a 


By John me 


morning before he starts work, to re- 
new within himself the enthusiasm 
that alone can produce 100 per cent 
efficiency plus.” 

Old John Sweeney also emphasized 
the truth of an old-fashioned princi- 


HAT the automobile business needs today ple. : The following _1s_ not 

is a harking back to the fundamentals of J0hn’s story, but it illus- 

salesmanship. If it seems paradoxical to ‘rates his point. — 

state that simple, elementary salesmanship Once upon a time there 
is the crying need of an industry that has climbed to Were two newspaper adver- 
first place in volume and importance largely through tising salesmen, calling on 
plain and fancy salesmanship, it is a Chestertonian 
paradox that expresses an unvarnished truth. 

Many salesmen nowadays seem to feel that, just as 
the manufacture of automotive products has become 
largely automatic, so the process of buying should be 
automatic. They don’t expect to be obliged to sell, but 
rather to accept the orders of those who want to buy. 
They seem to reason that, given worthy merchandise, 
made by a company of integrity and effectively adver- 
tised in national and local mediums, there is little need 
to exert themselves. 

Listen to what John Sweeney, Cleveland ad- 
vertising authority and himself a salesman of 
the first water, has to say on this subject :— 

“Your product may be the finest of its 
kind, your company’s policies the most effi- 
cient in the industry, your advertising the 
most effective it is possible to plan, and yet 
your business will not be successful unless 
your salesmen go out and sell the goods. 

“What is a salesman? There are many 
definitions, but I hold that the only true defi- 
nition of a salesman is ‘a man who gets or- 
ders.’ He may go through all the motions of 
a salesman, he may be listed on the payroll 
as a salesman, but if he does not get orders, 
he is not a salesman. The best salesman is 
the man who gets the most orders. 

“The best salesman is not one who puts 
forth 50 per cent effort, or 80 per cent, or even 95 per 
cent. The salesman who is only 95 per cent efficient will 
lose the order, if the competitor’s salesman is 100 per | 
cent efficient. | 

“This best salesman doesn’t tell all he knows on his 
first call. He holds in reserve additional arguments, if 
for no other reason than to have an excuse for calling 
again and again on his prospect, and finally hitting on 
the closing talk that will get the order. 

“And finally, your best salesman will be the type of 
man who will indulge in mental gymnastics every 
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He must get orders 
to be a salesman 
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Paradox That Expresses an 
y True Stories Show Exactly 
is — a Salesmanship Need 





n ff Cleary 


automotive accounts for two competitive newspapers in 
their town. We shall call them George Thompson and 
John Clancy, because those might have been their 
names. There was in their town a dealer—Joe Davis— 
who was about to embark on an extensive newspaper 
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» Cundamentals 








ANY salesmen nowadays seem to feel 
that, just as the manufacture of auto- 
motive products has become largely auto- 
matic, so the process of buying should be 
automatic. They don’t expect to be obliged 
to sell, but rather to accept the orders of 
those who want to buy. They seem to reason 
that, given worthy merchandise, made by a 
compar of integrity and effectively adver- 
tised in national and local mediums, there 
is little need to exert themselves. 


A kick-back to fundamentals of salesman- 
ship is their need. 








advertising campaign, following the New 
York Show. 

Davis was a close personal friend of 
Clancy’s. Thompson knew him only in the 
way of business. 

During several days of the New York 
Show Davis was virtually the guest 
of Clancy. The two of them roomed 
together and played together. They 
were in each other’s company practi- 
cally all the time. The decision re- 
garding the one paper to 
be used for the campaign 
was to be made the follow- 
ing week. Thompson waited 
until then and made a busi- 
ness call on Davis. 

The advertising began 
the week after that. It was 
in Thompson’s paper ex- 
clusively.. Clancy was non- 
plussed. He wondered how 
Thompson had put it over. 
He waited until the copy 
had been running a little 
while, and then over a 
friendly coke, he asked 
Thompson what was his 
secret. 

“IT just can’t understand 
how I happened to lose that 
business to you,” Clancy 
told Thompson. “Joe Davis 
is the best friend I have 
on the Row. I have always 
carried his business. I was 
positive I was going to get 
this campaign, and largely 
on the strength of that, I 
certainly did the elegant by 
him at the New York Show. 
I gave him the best time he 
ever had in his life. Yet, 
(Turn to page 42, please) 
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By Walter 


INCE the motoring public as a rule expresses it- 
" 2 RT. ha self in such endearing terms about repair men, : 
mm. UN CR eo ASS it is only natural that the worm should turn, 

. eo ° a ae «sooner or later, and give his side of the story. This 
X"\"N\ I am going to try to do, in order that all may judge 
_. accordingly. 

As you know, if you are addicted to the great out- 
door pastime of trying to get more mileage from a 
set of tires than the maker intended you to get, there 
is nothing quite so useless as a “flat tire.” You will be 
especially convinced of this on those nice summer 
days when the glass of thermometers starts stretch- 
ing and your tire pump isn’t working. So, while 
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lire 
known 


the Souls of Those -—Alem- 
Owning Public Who 
Life —MGserable 


L. Becker 


remembering the high esteem in which the pub- 
lic holds the repairman, it is only reasonable that 
I refer to its worst examples as “flat tires.” I am 
not doing this because my education has been 
neglected in the general art of swearing, or because I 
am afraid to mention them in stronger terms, but 
only for the simple reason that the name “flat tire” 
is most appropriate. 

‘Probably the greatest nuisance the repairman is 
called upon to serve is that well-known “flat tire’ who 
knows everything about automobiles. This type is 
divided into two classes, the first of which is finan- 
cially embarrassed, and the second, which is in better 
circumstances. Of the first class, most of them do 
their own repairing. Sheds, back yards, or streets, 
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Dramatis Personae 


The “Flat Tire” who knows everything 
about automobiles. 


The “Flat Balloon Tire” who is a member 
of all the clubs, has a “pull” with politicians 
and can throw business your way. 


The “Flat Tire” who pays for his work but 
spends his time knocking you and asks you 
in front of customers why you don’t replace 
your wrenches with pistols. 


The “Flat Tire” who dotes on car noises. 


The “Flat Tire” who needs a complete over- 
haul job but only wants his boiler patched 
up because he can’t spare the time. 


The “Flat Tire” who is personified ignor- 
ance and who, when you tell him his cylinder 
is missing, allows he must have lost it on 
that rough detour. 


The “Flat Tire” who is none other than our 
friend the rubber check artist. 


i“ fs 44 fs £4 & 


—And now proceed with the unfolding of 
the tale. 


9 a” 


serve equally as well for repair shops, while cheap 
jacks, wooden horses and the well-known soap box 
serve to keep the family “Lizzie” off their necks while 
fixing springs, rear systems and other operations that 
require keeping the car off the ground. He is the 
“flat tire” the repair man sees when he needs the loan 
of a wrench, or has tackled a job too deep for his 
natural ability. Sometimes he comes in to buy used 
parts, or have adjustments made after he has done 
the actual repairing. 

His usual method of approach is to drive in, have 
you listen to the motor, rear end, transmission, or 
other parts connected with his rattle trap to locate 
the trouble. Asking questions, now and then, as to 
the cost and manner of installing parts mentioned, 
he informs you that he will be back in the afternoon 
(Gif it happens to be morning, or morning if it happens 
to be afternoon) and drives away. A few days later 
you awake to the fact that you have given out a lot 
of free advice and been paid with a promise that 
didn’t pan out. 

Sometimes it happens that you are called to get a 
car in an alley (two squares west and one south) that 
has broken down. While looking for it you run into 
your customer of a few days before. Does he look 
sheepish when he sees you? He does not. As a mat- 
ter of fact he’s got nerve enough to ask to be shown 
something you didn’t explain while he was in the shop. 
But the worst part about this “flat tire” is: he has 
nerve enough to tell his friends about the big repair 
job you tried to talk him into, and that he knew you 
were wrong, so he did it himself. However, a month or 
less finds him back in the shop again looking for free 
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information because his car has another funny noise. 

The second type of “know-it-all” is no less of a 
nuisance than his poor relation. He drives in, tells 
you what the trouble is, says what it ought to cost, 
asks if you are mechanic enough to fix it, and struts 
around scattering advice as to how to do this, that and 
the other. He personally inspects each operation, 
looks wise when other customers are around, and 
remarks that “he would have fixed it himself if he 
had known it would take you so long.” After follow- 
ing his directions to the letter, his motor is started 
and the same knock appears that was there before. 
(This is a good time to remove all women to other 
locations because he proceeds to bawl out everyone 
within hearing distance for not knowing how to re- 
pair his car.) After listening to him for ten minutes 
you point out where you think the trouble lays, which 
brings another round of abuse. Finally he allows you 
to go ahead on your own account but warns you that 
he “will not pay one red cent” for the trouble you 
take if you happen to be wrong. After his motor is 
purring sweetly again, you may name any price within 
reason and he will pay it, but Lord help the poor 
sinner that fails to find the trouble the first time. It 
won’t be very long until he will drift in the shop again 
with some other trouble, and start the same thing over 
again. Don’t try to argue with him, because you will 
be informed that you were mistaken the last time he 
was in, and had to be shown where to look for the 
knocks. It’s very hard to say whether these pests 
have a lapse of memory or are downright contrary. 
Their only redeeming feature is you do get their 
money. 


Now comes the “flat balloon tire,” who is perpet- 
ually “flat.” He is a “joiner’”—a member of all the 
clubs. He knows the mayor, chief of police and other 
city officials with whom he has a “pull.” The position 
he holds will enable him to throw you a lot of bus- 
iness, and he inquires if it will make you “mad” if 
your shop will need enlarging due to his “influence.” 
Patting you on the back while producing cigars, he 
lets you know that you are the first man he ever saw 
that really understood the repairing of automobiles. 
Getting a low estimate on his much-needed repairs, he 
says that he will be out of the city on business for a 
week or more, so just take your time in getting his 
car ready. A week later he drops into the shop, re- 
news his talk of the past, and promising to put your 
check in the afternoon mail, drives out. 


Wounding a Beautiful Nature 


Ten days pass and the check hasn’t arrived. You 
wait a few days longer (in order not to injure his 
feelings by rushing him about it) and still no check. 
Gently controlling your voice you get him on the 
phone and mention the delayed check. Imagine his 
hurt tone of voice because the secretary hasn’t mailed 
it. Another month rolls by and you pay a visit to his 
office. It is unfortunate that he has to leave on 
important business as you enter, but time means 
money, so he hasn’t time to talk, just now. In a day 
or two at the longest, you will have your money. In 
the meantime all the work you were counting on get- 
ting from his friends hasn’t borne fruit; evidently his 
influence doesn’t amount to much. Three or more 
visits always end in the same way. He’s out to lunch, 
in conference, out of town, or you are handed any one 
of a dozen other excuses that office secretaries are so 
well schooled in. 

Your patience finally ruined, you send him a notice 
threatening suit to collect the account. This brings 
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him to the shop in a “fury.” All the friends he was 
going to send in will be told what a crook you are. 
His car hasn’t worked right since you repaired it, 
and your family history is gone over from “hell to 
breakfast.” Furthermore, the case will be thrown out 
of any court in the county and you will have to pay 
court costs with lawyer fees. On top of that he has 
a good notion to advertise in the daily papers, so that 
all unsuspecting sheep will stay away from you. 

Very few garage men ever recover from an ordeal 
of this kind, and the “balloon tire” goes from place 
to place beating his way until he runs into a hard- 
boiled bird that tosses him for the count, and then 
gets his business for evermore. 

The Germ of Grouches 

Now comes the “flat tire” closely allied to the “bal- 
loon tire.” In other words he pays up pretty well 
as a rule, but likes to tell how much work he can send 
in, and then spends all his time knocking you. He is 
never satisfied with your statements and makes re- 
marks about “Jesse James riding a horse” for your 
benefit while other customers are waiting for service. 
Sometimes he does send in a friend of his to have re- 
pairs made, which immediately puts you on guard. 
You are not sure whether it’s a plain case of forget- 
fulness or whether he is contemplating spending many 
happy hours thinking about the “stinging” his friend 
is going to get. Nine out of ten times, however, they 
are of the same breed, so you are just in for more 
trouble. No doubt you have noticed the days upon 
which everything goes wrong. The next time one 
of the last mentioned “flat tires” makes his appear- 
ance, make a note of it and you will be astonished 
to find that he is the seat of infection, because he 
carries a grouch which is contagious. 

Many a good repairman has been driven to the boot- 
legger by the “flat tire’ who dotes on car noises. 
Any peculiar squeak or rattle sends him into convul- 
sions until it is located. Many valuable hours are 
spent on running boards, fenders, bumpers, or other 
convenient places trying to locate the noises. His 
squeak always stops just as soon as you try to hear it, 
although he has heard it regularly until he drove to the 
shop. He persists in driving all over town, while you 
are groaning inwardly, thinking about the work in the 
shop that needs to be done. He always seems to pick 
the days on which you can’t afford to waste a moment, 
but it makes very little difference to him. Of course 
he is highly insulted if you make a charge for your 
time, because you couldn’t locate the trouble. ‘“Re- 
pairmen are so unreasonable anyway.” 

Valve noises with this species are always a sore 
spot. Valve clearance means nothing to him for he 
maintains that he is paying you to get rid of the 
noises and by all that’s holy and righteous that’s 
what he is going to have. To get rid of him for a 
few days you will sometimes set his valves so as to be 
noiseless. A week later you hear a motor limp up 
to the door and your friend is back again. Explana- 
tions are now in order as to why his motor is acting 
so badly. Now is the time to test your nerve, for it 
really takes a nerve to tell a customer that his valves 
are warped and need regrinding or reseating, after 
having had the same work done only a few weeks 
before. But you tinker around a little while (getting 
up your courage) and then spring the good news on 
him. With a look that would wither a stone wall 
he backs out of the door and goes in search of a “good 
garage.” A month later he limps in the door again 
and tells you what a bunch of crooks he ran into 

(Turn to page 41, please) 
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Dodge ——— Out Lower 





seas bu ses 


Priced four 


Wheel Diameter Made Smaller 

and Gear Ratio 1s Now 3.78 to 7. 

Hotchkiss Drive Adopted and 
Higher Road Speed Attained 


By Athel F. Denham 


This new Dodge Brothers 128 four-cylinder, four-door sedan on a 108-in. 
wheelbase represents the first body model in production for the lowest 
priced line ever marketed by Dodge Brothers, Inc. 


A ota four-cylinder car selling at the lowest price 


of any car ever offered by Dodge Brothers, Inc., 
is announced. Three body models will be offered, 


' a four-door sedan, with a de luxe edition, a roadster 


and a coupe. At the present time only one body type, 
the four-door sedan, is in production and is being 
Other body types will be added as 
soon as bodies are available and enough four-door sedans 
have been shipped to supply immediate requirements. 

Although the new car has a wheelbase 8 in. shorter 


than the former Dodge Brothers four, now being 108 


in, the car not only has the appearance of length, due 


to the type of body design incorporated, but also has 
' ample leg and headroom in both front and rear com- 


partments. By reducing the weight of the car some 


' 300 lb., as compared with the former models, while 


retaining the new four-cylinder engine recently an- 
nounced (see May 5 issue, page 40), power proportion- 
ate to the weight of the car has been increased. The 


net result has been to increase performance remarkably, 
_ both as to acceleration and top speed, while the reduc- 


tion in power required for normal touring speeds has 
been simultaneously reduced, effect- 
ing a considerable bettering of fuel 


and rear axles and frame, however, are of entirely new 
design, as are the bodies. A departure from previous 
Dodge Brothers practice is found in the propeller shaft, 
which is of the tubular type but does not take the 
torque reaction and propulsion as formerly, the torque 
tube drive having been replaced with a Hotchkiss drive. 

Two metal Mechanics Machine Co. universal joints 
are used at either end of the driveshaft, at the front 
end of which is mounted a transmission brake, 614 in. 
in diameter, and taking 2%%-in. brake lining. A feature 
of this brake is in the incorporation of a cushioned 
spring in the connecting link between the emergency 
brake lever and the bell crank on the brake, this spring 
absorbing any sudden strains while insuring gradual 
application of the brake. 

The new bevel gear rear axle is of the semi-floating 
type. The pinion shaft with its integral pinion is 
mounted on three bearings, two opposed Timken taper 
bearings taking radial and end thrust at the forward 
side of the pinion, while a Hyatt roller bearing is used 
for a pilot at the rear end of the shaft. The rear axle 
housing is of the built-up type, with front and rear 
cover plates, the front plate sup- 
porting the gears while the outer 








eonomy. Top speed of the car is (¢ 
a good 60 m.p.h., clocked over a 
measured mile acceleration from 
10 to 35 m.p.h. averaged 131% sec. 
in four tests, and a very definite 
increase in fuel economy is claimed. 

Bodies are considerably lower 
than formerly, the four-door sedan 
having an overall height of only 


103g in., as compared with 73%, in. Transmission .. 
on the former four-cylinder sedan. 

This has been obtained mainly by Clutch ....... 
the adoption of smaller, 19-in. Rear axle..... 


wheels, using 29 x 5.00 balloon tires. 
This in turn has enabled the use 
of a lower rear axle gear ratio, this 
how being 3.76 to 1, as against 4.16 


to 1 formerly used. Wheels. 


Major Features of New 


Dodge Four 


Wheelbase ..... 
Bore and stroke. . 
Rated horsepower . 24.0(N.A.C.C.) 
Maximum power 


pie cee aaa 108 in. 


.... Three-speed, 


10 in., single plate 
Semi-floating, 3.76 
to one reduction 

sane Hotchkiss 
Service brake.rear wheel, external 
Emergency brake. 
.19 in. wood (disk extra) 


DPEIVe .. ccc cee. 


“SY serves as an inspection cover. Dif- 
ferential gears are inclosed in a 
housing riveted to the ring gear, 
this assembly being mounted on two 
forged supports with caps integral 
with the front cover plate. Adjust- 
ment for the pinion is by means of 
a screw thread adjustment on the 
pinion shaft bearing housing locked 
by a clamp screw in the split axle 
front cover. End play for pinion 
shaft bearings is adjustable by 
means of two nuts and a serrated 
locking washer. Lateral adjust- 
ment of the ring gear is by conven- 
tional adjustments, one on either 
side of the differential housing. 


Axle shafts are supported on 


.37% by 4% in. 
inabanned 40 hp. 


standard shift 


. Transmission 


As mentioned, the engine used in Tires. ceeee seeee 29 x 5.00 balloons Timken taper roller bearings. Hub 
the previous four-cylinder Dodge Turning circle diameter... .38 ft. flanges are not forged as formerly, 
Brothers car has been retained Tread eenereneneeew's Standard but are of pressed steel. Nineteen- 
Without change. Clutch and trans- ‘Weight (4-door sedan) .. .2725 Ib. in. wood wheels are supplied. Riv- 


mission are also identical with for- 
mer units. Propeller shaft, front 


ay” 


eted to the rear wheel hub flanges 
(Turn to page 32, please) 
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The smash knocked this off—but the torch will soon 
have it on 


OME ON. Let’s go!” Mr. Robinson impatiently 
called to his family as they were preparing 
to get a good start on a trip over the Fourth. 

The car was ready. The kids were ready. But 
the inevitable nose powdering was delaying a good start 
—and incidentally was not improving the disposition 
of the “other half.” 

It is then that the mean things happen. Swinging 
out of the garage a little too rapidly, the distance be- 
tween a post and the front bumper was misjudged. The 
car did not hit it hard—but it was hard enough to 
pull a bumper bracket out. It had been cracked before 
and now let go. 

What could be worse. Roads crowded. Most of the 
shops closed. No chance to buy another bracket—and 
too much of a gamble with fenders and radiator to go ie 
without the front bumper. _ Sand holes in water pumps are 

“Well, here I am. Everything ready?” The larger quickly brazed 





A gem July 14, 1927 


HU RES 


Do You Greet a 2Mo- 
torist Thus Who Has 
Broken a ‘Part He 
(‘annot Replace ? 
You Would If 
You Had a 
Welding 
Outfit 


By 
C. Edward Packer 


and “better half” had accomplished an 
‘artistic job of decorating and was 
anxious to be oft before any of the 
children wanted a drink, or any of the 
hundred and one things that only 
children can think of. 

“You see,” Mr. Robinson began to 
explain, “this bumper bracket has 
evidently been cracked for some time 
and just fell off.” 

The explanation went over—or seem- 
ied to. But the problem of what to do 
‘remained unsolved. 
| Stores were closed. The hour was 
getting late. The day was wonderful 
' but traffic was rapidly getting worse. 
What could be done? And then, a bright idea. 

' “Why not take the job down the street to Mr. Spi- 
' vick’s shop. I just bet he could melt it together. You 
know he fixed a stove lid, a 
' grate bar and ash shaker from 
_ the furnace for me and also 
Tepaired Buddy’s _ bicycle 
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Frozen cylinder 
heads are “ 
for the torch 
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Above: Boosting the used 
car’s value by fixing the 
fenders 


Repairing special 
bumper brackets 


where the frame was broken. He 
has a torch that runs on gas from 
two tanks on a truck. I bet he 
can fix this bumper.” 

Mr. Robinson had to admit that 
his wife had made a good sugges- 
tion. 

It took the trained eye of Mr. 
Spivick but a moment to see that 
this job could be handled without 
removing the bumper. 

“Sure we can fix it,” and the welding outfit and Mr. 
Spivick went to work. It was just 12 minutes from 
the time that the bumper was propped into place until 
the torch was turned off with the remark, “There you 
are—stronger than new.” 

The welding was a fascinating mystery to the Robin- 
son family and when the price of $1.50 was announced, 
all concerned were pleased. The shop man had made 
a good profit and the day was not ruined for the Robin- 
sons. 

And if we could follow the interesting life of the 
welding torch we would see many such scenes where 
satisfaction and profit were welded together with a 
torch. 

Into the repair shop will come many odd jobs. At 
certain seasons of the year cars will come in with 
cracked cylinder blocks. Freezing of blocks seems in- 
excusable but there is a new crop of motorists each 
year which furnishes a good supply of such jobs. 
Generally a light freeze results in pushing the water 
jacket out a slight amount. Careful replacing of the 
pieces plus the careful use of the torch with soft brazing 
rods turns out jobs at a big saving to the customer and 
a mighty fine profit to the shop. 

It is not unusual to find cracked manifolds on some 
cars. There are different reasons for these cracks but 
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their cure is relatively simple. Either on the car—or 
if the crack is in an “ungetatable’”’ place—on the bench 
the welding torch is again the equipment that saves 
and makes money speedily. 

And while there are jobs of fender repairing, frame 
straightening, block repairing, bumper fixing, and a 
hundred and one other jobs that can be done for 
customers, there is a similar, and frequently a larger, 
field of usefulness for the welding torch in the used 
car repair department. 

The average used car needs fender service. True, it 
may be better in some cases to replace badly damaged 
fenders but certain cars will not stand that. The allow- 
ance price and sale price are too close together to per- 
mit of much in the way of service. But cars with rag- 
ged fenders do not sell. 

Here is where the welding torch makes a hit by 
quickly and economically putting the cars in presentable 
condition for selling. Fenders that are merely hanging 
in place can frequently be welded into presentable shape 
in comparatively few minutes at an insignificant cost. 

In other cases there may be badly sprung running 
board brackets, or other parts that need straightening. 
A little heat in the right place is a wonderful help in 
this kind of work. In extreme cases the part may have 
to be removed. It may so be that the rivet heads are 
most inaccessible. In such cases the rivet heads can 
be melted and the rivets easily removed. Then when 
it comes to installing the part it is a big help to put the 
new rivets into place, apply the torch to the mand then 
finish them off. It beats a cold rivetting job. 


Other Uses for Outfit 

Cold chisels, punches, drifts and the like have a bad 
habit of needing tempering just when there are no 
facilities. While it is true that the ideal heat for such 
work comes from the blacksmith’s forge it is equally 
true that many a good job has been performed with 
the aid of a welding torch. Also, where soldering is 
not done in any great quantity, and there is no soldering 
iron gas furnace the torch can be pressed into service 


as a very practical and rapid way of heating soldering 


irons. In some cases the heat of the flame is used 
directly for soldering but due to its intensity this is 
rarely satisfactory. 

In body repair work it is frequently found that a 
panel has been so damaged as to make straightening 
almost impossible. In such cases it may be possible 
to cut away the entire damaged section and to weld in 
place a new piece, thus doing a better job and saving 
time. In other cases it may be found that after straight- 
ening, the metal has cracked. The welding torch will 
make quick work of «such cracks and afterward the 
weld can be ground smooth. 

Among other jobs that the torch makes quick work of 
are such things as building up teeth on heavy farm 
machinery gears. Broken gears may also be welded 
together, and many pieces of equipment—doomed to 
the junk pile—can be given a new term of usefulness 
to the profit of both the customer and repairman. 

While it is not generally good practice to heat front 
axles of automobiles to straighten them it is frequently 
possible to use a little heat on them to assist in the re- 
moval of stuck parts. Also where grease has hardened 
in shackle bolts or king pins it is frequently possible 
to “boil” it out by the application of heat. Of course 
care must be exercised so as not to apply so much heat 
as to draw the temper of the parts. 

With such a field of usefulness as the welding torch 
serves a shop is certainly at a great disadvantage if it 
is without the equipment which makes it possible, in 
almost all cases, to say, “Sure, we can fix it!” 
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Dodge Brings Out Lower Priced Four 
(Continued from page 29) 
are the cover plates for the external contracting reg, 
wheel brakes used for service braking. These have ]J. 
in. drums and take 2%-in. lining. Brake linkage is alg 
different from that used on the former four-cylinde 





Right side view of the powerplant of the new Dodge 


Note the emergency transmission brake 


which has been added 


car, the equalizer mechanism being mounted under the 
frame cross member ahead of the axle instead of by 


Brothers Four. 


rods along the axle itself. 


Reverse Eliott ends have been adopted on the I-section 
front axle which is unusually rigid. Both tie rod and 
drag links have ball and socket ends and ball bearings 
take the thrust in the steering knuckles. Gear ratio 
in the Gemmer worm and sector steering gear has been 
increased to 13 to 1, to provide greater steering ease. 

Springs are semi-elliptic as formerly and of chrome- 
vanadium steel. Front springs are 37 in. long and 1%, 
in. wide, while the underslung rear springs have a length 
of 54 in., and are 2 in. wide. A pressed steel spacing 


bracket is used below the rear axle, between it and § 


the springs. 
One-eighth-inch stock is used for the frame, which 


is tapered front and back with a kick-up over the rear § 
Side members have a maximum depth of 5 inf 


axle. 


and 134 in. wide flange. Three pressed steel channel 


type cross members are used, one also forming the front f 


engine support, one ahead of the rear axle and a very 
wide cross member over the 12-gal. gasoline tank. 
Electrical units, carburetor, cooling system, including 
fan, etc., are retained unchanged, although the fin and 
tube type radiator is somewhat narrower and higher 
than formerly, giving a more graceful appearance from 
the front. Zerk fittings for chassis lubrication are 
provided. The frame is drilled for shock absorbers. 
Bodies for the new car are of steel throughout. By 
using a high belt molding and windows greater in length 
than height, the low overall height of the car is em- 


| phasized and appearance of greater length obtained. 


Window regulators in the doors are of the crank type, 
while the rear quarter windows are controlled by levers 
in the sills. Leather is used for upholstery in the stand- 
are sedan model while the de luxe model has mohair. 

Windshields are hinged at the top and are of the 
one-piece type. A cowl ventilator and cadet type sul 
visor are provided. 

Included in the equipment of the de luxe sedan are 
automatic windshield wiper, Moto Meter on the radiator, 
drum type headlamps, rear view mirror, rear trafic 


signal front and rear bumpers, dome light, robe rail, f 


foot rest, roller curtains on rear quarter and rear wil- 
dows, and smoking and vanity sets. 
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New Cylinder Head Gzves Hudson 


High Compression Ratio 


Other Changes Include Adoption of Crankshaft Torsion Neutralizer 


and Invar Strut Three-Ring Pistons 


RADICAL departure in cylinder head design fea- 
A tures changes in the Hudson line, announced this 
week by the Hudson Motor Car Co. The new 
head has one of the highest compression ratios of any 
car on the market at present, but is designed to operate 
without the use of anti-knock fuels. 
While a number of external changes in the cars have 
been made, including the extending of belt moldings 
over the hood and cowl, new color schemes, and the in- 


do 




















odge corporation of a metal side panel in the roof on the 
rake custom line, mechanical changes in the engine feature 
the announcement. 
ler the In the new head, the relative positions of the exhaust 
of by § and intake valves have been changed so that the 1% in. 
intake valve which is located in the head slightly over- 
section § laps the exhaust valve in the block. Fuel entering the 
od and combustion chamber thus strikes the exhaust valve, 
arings § which being the hottest portion in the head acts as a 
- ratio hot spot to vaporize any fuel still in liquid form. The 
s been ® incoming fuel also acts as a cooling medium for the 
r ease. & exhaust valve in this respect. Over about half the pis- Right side view of the codsslaned Maieen cogian, chi 
1rome-§ ton area there is no recess in the head, and the clear- ing new type of manifold, torsion neutralizer at the 
nd 1%, § ance of the piston under this portion is therefore equal front of the crankshaft and new spark plug location 
length § to only the thickness of the gasket between head and 
pacing & block, this type of design being largely responsible over the piston. No changes have been found neces- 
it and for the small compression volume obtained with this sary in spark plug design. 
“F” head engine. Further changes in the engine include the adoption of 
which To prevent “knocking” in the engine the spark plug’ invar strut three-ring pistons, and the adoption of a 
e reat} has been moved to the far side of the combustion cham- crankshaft torsion neutralizer at the front end of the 
5 inf ber where it is located in the cylinder head side wall. shaft. The intake manifold has also been redesigned. 
hannelf With this arrangement a faily small combustion space As would naturally be expected, the engine changes 
» front f has been formed over the exhaust valve, in which firing and the new type of head have improved the perform- 
a very— of the fuel first occurs. Any detonation which might ance of the Hudson. This is most noticeable in a quicker 
nk. occur, is thus said to be absorbed in this part of the get-away and more rapid acceleration, while fuel econ- 
— combustion chamber, before the flame reaches the area omy and top speed also have been increased. 
in an 
= from Belt mol dings extended forwar d 5 — a pit AES ES Maia i; - 
m are over the hood and a small metal 
yr bers. side panel in the roof have been 
t. By incorporated on Hudson custom 
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ENDERING prompt and satisfactory service to 
the car owner is just as essential to the future 
success of the automobile dealer as maintaining 
an efficient sales organization and staging effec- 

tive advertising campaigns. At least this idea seems 

to have been kept well in mind by the Richards Oakland 

Co. of Detroit, Wayne county distributor for Oak- 

land and Pontiac, which has just opened one of the 

finest service stations in the United States. 

The Richards Oakland Co. is only a few years old, but 
during that time it has grown by leaps and bounds until 
today it lays claim to the distinction of being the larg- 
est Oakland and Pontiac distributor in the world. Its 
present position was attained, no doubt, by the force- 
ful advertising and sales effort which the company put 





forth and which has given the organization unusual . 


prominence in the field of automotive merchandising. 
Considering the background of this company, then, it 
is to be expected that it would do the unusual when it 
built its mammoth service station. 

An investment of a half million dollars is repre- 
sented in the new building. It is constructed of re- 
inforced concrete, is five stories high, 190 by 150 feet 
and contains 143,000 square feet of floor space ideally 
laid out and equipped with practically every known 
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Official Greeter and Courtesy Man 
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Make Richards Oakland.Co. Cus- 
tomers Feel Right at Home and 
Get Them Snappy Attention 


By Lewis C. Dibble 


device for the efficient servicing of the 12,000 Oakland 
and Pontiac cars in Wayne county. 
“We are doing everything we can to make the car. 
7 owner feel at home when he enters this place, and then 
we are taking precautions to see that he is satisfied be- 
. fore he leaves,” said Mr. E. Reinhardt, service manager 
-of the company, who outlined some of the policies which 
Richards Oakland is inaugurating and which will be set 
forth before continuing with a description of the build- 
ing itself. 
There are 10 courtesy repair men on the ground floor, 
all dressed in dusters on the back of which has been 
embroidered in red the slogan “‘Goodwill Service.” These 
men do only small jobs such as adjustments and the like 
and never work on a job which requires more than 15 
minutes. The idea of this, says Mr. Reinhardt, is to 
accommodate as promptly as possible a large number 
of owners. Any job requiring more than 15 minutes is 
taken to the second floor where the main repair station | 
is located. | 
As the owner drives into the station, a large sign over : 
the driveway states that to speed up the handling of a 
large number of cars the jobs on the courtesy floor are | 
limited to 15 minutes in length. And again a unique | 
feature is brought out, for the sign informs the owner ( 
that he will be charged at the rate of 3 cents a minute 


for the work he has done on the courtesy floor. In other 
words, if the job takes only 8 minutes the owner 7 
pays only 24 cents. Jobs requiring more than 15 min- I 














This gives an idea of the immense size of the Richards 
Oakland Co. station and wonderful amount of natural 
light obtained 
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HE Richards Oakland Co., 

Detroit, has incorporated 
novel features in its new service 
plant. 


There is the official greeter 
who meets the car owner at the 
entrance. 


There is the courtesy man who 
places the job. 


Then the courtesy repair shop 
where jobs requiring not more 
than 15 minutes are charged at a 
rate of 3 cents a minute. 


Jobs necessitating longer time 
are taken care of in another re- 
pair department. 


And there is the “bon voyage” 
man who checks the car out and 
sees the owner on his way with 
a friendly word. 


These features and more are 
detailed in this story. You'll 
like it. 








utes, which are sent to the second floor, are charged on 
the flat rate plan. 

A greeter is always at the door to meet owners and 
his only duty is to salute the driver, obtain his name 
and license number, ask him what he can do for him 
and assign him a space near the entrance. Beckoning 
to the courtesy man whose turn is next, the greeter 
tells him the owner’s name and directs him to take 
care of the job immediately. 

This courtesy man approaches the driver and, address- 
ing him by name, asks of what service he can render. 
This idea of having the repairman greet the owner by 
name has worked a great change for the better, Mr. 
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The machine shop on the second floor. Note the 
monorail, all-steel bench equipment and flood of daylight 


Service 
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G. A. Richards, presi- 
dent of Richards Oak- 
land Co., Detroit 


The Richards Oakland Co. service station 


Reinhardt said, in that the owner appreciates the per- 
sonal interest that is being shown in him. 

As the owner drives his car out the exit doors, he is 
stopped by another man, whose function is similar to 
that of the greeter. The man at the exit checks the car 
out, asks the owner if the work done has been handled 
satisfactorily and invites him to come back if the car 
does not operate properly. 

“We are going to adopt another new policy which I 
believe will appeal to the car owner,” said Mr. Reinhardt. 
In about a month a progressive type of wash rack will 
be installed on the third floor. This will be manned by 
eight men and the company proposes to wash every auto- 
mobile, free of charge, which comes in for repairs. Of 
course cars which are driven in for minor repairs on the 
main floor and which are “while you wait” jobs will not 
be washed, but any car which is left by the owner for 
a repair job, no matter how small, will be thoroughly 
cleaned before it is again delivered to the owner. 

“In deciding to wash every car, we are working on 
the supposition that its pleasing appearance when it 
leaves our shop will so impress the owner that in the 
long run he will be more than repaid for the expense 
of this operation.” 

A retail salesman will soon be assigned to the service 
station and will work in unison with the courtesy re- 
pair men, who will keep a check on mileages various 
cars coming into the shop have covered and will sug- 
gest to the salesmen cases where they believe present 
cwners might be interested in a new automobile. 

Another feature which will give the company a check 
on cars in their territory is a card filing system which 
has been installed in conjunction with Mr. Reinhardt’s 








36 


Motor Age 





SERVICE RECORD 


Make 


Name 





Address Model 





Ser. No 


Mo. No 








Date Delivered On Our Inv. No. 








Dealer Who Sold Car 


Factory Inv. No. 








NEW [] USED [] 





AMOUNT 


DATE MILEAGE R. O. NO. CHARGED GUARANTY ! 


AND POLICY 


MILEAGE 


AMOUNT 
CHARGED 


GUARANTY 
AND POLICY 


R. ©. NO, 

















aii | 









































A record is kept of all cars serviced. The data thus 
collected serve as a valuable adjunct in making new 
car sales 


office. Every Oakland or Pontiac car sold in Wayne 
county will be entered on a separate card, and every 
time it enters the service station the mileage it has 
travelled will be checked, the amount spent in repairs, 
etc. In this way the new car sales department can 
check exactly the amount an owner has been compelled 
to spend in service and this will act as a valuable ad- 
junct in assisting in making new car sales. 

Getting back to a description of the building, it must 
be said again that it represents about the last word 
in model layout and equipment. 

The main floor is really divided into three sections, 
one-third being devoted to reception of cars and the 
courtesy repair department, another third for storage 
of cars which have been repaired and which are await- 
ing their owners, while the balance of the floor is given 
over to a large parts department and the office. Parts 
are kept in steel bins arranged in long, attractive rows, 
while the front counter of this department, which ex- 
tends clear across the reception room, is devoted to 
display purposes where such items as fancy radiator 
caps, lights, bumpers and other accessories are shown. 
In all there are four driveways which afford entrance 
into the main floor, and each is equipped with automatic 
electric door operators operating double-bi-fold doors. 

On the second floor is located the shop repair depart- 
ment. Across the front of the building is the machine 
shop where all heavy units are brought for repair. This 
department contains practically every device necessary 
for the efficient handling and reconditioning of heavy 
units. There is space enough on the second floor so 
that 62 cars can be worked on at a single time without 
any of them being in the aisles. This floor is serviced 
by a monorail system making it possible to lift heavy 
units and convey them to the machine shop for repairs 
and to return them for installation in the car. 

The third floor is devoted entirely to new Oakland and 
Pontiac cars which are awaiting delivery. There is 
monorail equipment on this floor also, for any work 
which might be required. New cars from the factory 
are received on the fourth floor, which is also utilized 
for reconditioning used cars. Considerable equipment 
has been installed for repair work while several fire- 
proof and dustproof bays, flooded by natural daylight, 
have been installed for lacquer refinishing operations. 

An interesting feature is the fifth floor which is util- 
ized for preparation of new cars for delivery. When a 
car is received from the factory it is placed in a pro- 
gressive line. First the upholstery is cleaned and in- 
spected, after which the carburetor, spark plugs and 
valves are checked and the gasoline lines tightened. The 
next operation is to tighten and take up the slack in 
various bolts and nuts on the car after which it is oiled 
and greased, and the change of motor oil is changed. 
Equipment such as bumpers, Motometer, spare tire, etc., 








E. Reinhardt, service 
manager of Richards 


Oakland Co. 





is then installed after which the car goes to the wash 
rack. 

Each floor has its own individual wash rack equipped 
with overhead lines which automatically slide back and 
shut off the water. There is an oil sump on each floor 
where waste oil is dumped. This runs to the basement 
where it passes through filters and is stored in a 1000 
gallon tank and is used to heat the water used in the 
wash racks. There is also a lunch room on each floor 
for the mechanics. 

The building is heated by unit type heaters. There 
are four 30-inch fans on each floor to draw off smoke 
and gas. Another practical feature is the incinerator 
in the basement which has a fire door opening on each 
floor where all waste and refuse are thrown in and 
burned. 

All water, steam and electric conduits are molded into 
the columns and there is no exposed piping to be torn 
or damaged by cars. Special attention has also been 
paid to swinging the window openings high so that when 
they are open cars will be backed below the sash so tops 
cannot be torn or damaged. 

An automatically controlled passenger elevator runs 
from the first to the fifth floor. An electric dumb waiter 
also serves all floors for deliveries of parts. All floors 
are connected with double driveaway concrete ramps 10 
feet wide. 

Albert Kahn was the architect, and Harrie Hickey of 
the General Motors Corporation who has supervised, 
equipped and designed this type of building for more 
than 15 years, and is recognized as one cf the leading 
authorities in the country, supervised the designing and 
construction. 

“With our added facilities we are confident,” said G. 
A. Richards, president of the company, “that we shall 
retain our leadership among the distributors of Oak- 
land and Pontiac cars and among the distributors of all 
makes of cars in Detroit. The new service station is 
indicative of our belief that Detroit will continue to be 
one of the best automobile markets in the country.” 








For the General Good 


By filling in the jobber salesmen’s popularity 
vote coupon, which appears elsewhere in this 
.issue, you will help some good man to win a 
part of $2,075.00 and assist in securing national 
recognition of his ability as a wholesale auto- 
motive salesman. 

By helping your favorite candidate you will 


assist in advancing the interests of the entire 
wholesaling trade. 
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ONdItIONS Favor Good 
Last Half Business 


Prospect That 1927 as a Whole Will Make a Better Showing 
in Sales and “Production Than the First Six 
Months Would Indicate is Very Roseate 


By John C. Gourlie 


dence in the outlook for 
automobile business per- 
vades the trade and industry 
as the year 1927 reaches the 
half-way mark. This is based FORT. 
on the feeling that the condi- 
tions fundamental to the sale 
of motor cars are still sound 
and that, consequently, the 
market will shake off its sea- 
sonal lethargy as soon as the 
new models are all out. 
Whether the final = six 
months of the year will equal 
the record-breaking last half 


RR éence in the out confi- 








Many believe that if the ru- 
mor factor would go out of | 
production the wheels of the automobile plants could 
turn faster. It is held that the recession in new car 
sales this year as compared with last is largely due to 
the prevailing uncertainty over the plans of Ford and 
some other influential organizations. 

Certainly Wall Street, whose hopes, fears, opinions 
and surmises have a way of penetrating to the smallest 
hamlets, has buzzed for many months with dark tales 
of price wars, titanic struggles for supremacy and 
wholesale elimination of producers. Doubtless there 
has been some effect on the market, but probably the 
whole truth of the matter is not so simple. 

A little consideration of the first half of the year 
will reveal some striking developments that are bound 
to have an effect on the buying of cars. These changes 
all concern the merchandising end of the business and 
some were initiated by the dealers, who have seen in 
the last few years an increasing difficulty in earning 
adequate profits despite an expanding volume of sales 
and who have dealt some telling blows at the ancient 
evils that have restricted profits. 

This year credit terms have been tightened and the 
bait of low down payments and long periods to pay is 
not being held out to prospects as it was early last year. 
The finance companies are stricter with the granting 
of credit. Then, too, steps have been taken to cut down 
allowances on used cars in some important centers. It 


HERE is no good reason for fear- a 

ing that general business conditions 
will not be on the whole favorable to 
the sale of cars in the final half of the 
Conditions fundamental to the 
sale of motor cars are still sound and, 
consequently, the market will shake off 
its seasonal lethargy as soon as the new 
models are all out. 


Whatever cause is assigned for the 
slackness of the first six months as 
compared with the high levels of a year 
ago, there is nothing that a short period 
of time will not place in the background. 
There is good business in store for those 
of 1926 is another question. who will face the future with confidence 

L and a willingness to work hard. 


is perhaps too much to say 
that the plans concerning 
used cars launched during 
the first half of the year had 
a major effect, but they prob- 
ably entered into the buying 
sentiment of the public. Any 
means of correcting excessive 
allowances, if effective, is apt 
to result in temporary cur- 
tailment of buying. 

In the heavy duty truck 
field what took place when 
financing was tightened and 
trading stabilized on a saner 
basis is now a matter of rec- 
ord, and there is a lesson there 
, for the passenger car end of 

the trade. Production for do- 
mestic consumption of all types of trucks in the first 
half of 1927 was about 190,000 against 199,788 in the 
corresponding period of 1926, and there is evidence that 
the biggest proportionate drop was in heavy vehicles. 

This loss has been largely accounted for by the over- 
sold condition of the market, the result of the loose 
trading and financing that formerly moved the vehicles 
out of the factories but did not keep them sold. It is 
highly probably that the same condition in passenger 
cars has operated to restrict sales, although other fac- 
tors are also responsible. 

But whereas trucks are sold almost entirely on a 
basis of transportation utility, there are any number 
of reasons for buying cars, and if a man really wants 
a new automobile, he is going to get one as soon as the 
shock of finding that the allowance is not all he hoped 
for, or the financing as easy, has been overcome. 

Consequently, whatever cause you assign for the 
slackness of the first six months as compared with the 
high levels of a year ago, there is nothing that a short 
period of time will not place in the background. Ford 
and the other big producers will soon be out with their 
new cars, prices will be set, and the public should be in 
the mood to invest in automobiles on the basis of the 
current conditions surrounding allowances and financ- 
ing. 

As a matter of fact, despite the lower level of the 
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whole market this year, there 
was the basis for good busi- 
ness, and that basis still holds. 
Some factories did better this 
year, and some dealers bet- 
tered their positions. It was 
not one of those slumps aris- 
ing from disturbed conditions 1 
in general business that 
affected all alike. A satisfac- 
tory volume of trade at a 
reasonable profit was hard to 
get but it was there for the 
man who was a little bit 
smarter than his competitor. 

For all vehicles there was a 
loss of 12.15 per cent; for | 


a change. 


cars alone a loss of 14.05 per 
cent and for trucks a gain 
of 3.77 per cent. The gain in 
trucks is more than account- 
ed for by a big expansion in 
exports, and the loss on the IG 
passenger car end would have 
been greater had overseas 
shipments not scored an advance over last year’s ‘levels. 
While total passenger car production was declining 
about 14 per cent, production for domestic consumption 
was down about 16 per cent. 

Production totals for the first six months of this year 
and last, with June estimated, compared as follows: 


First Six Months 

















Total Cars Trucks 

1927 2,135,600 1,867,914 267,686 

1926 2,430,755 2,173,125 257,630 
Loss this 

year 295,155 305,211 *10,056 


Further analysis of the figures develops some inter- 
esting points. Ford’s proportion of the business in the 
first half of 1927 is estimated at only about 20 per cent, 
or roughly 372,000 cars against 1,495,000 for the other 
producers. In six months last year Ford did 36.8 per 
cent, or about 759,984 cars against 1,413,467 for all 
others. 


Expectations Not Entirely to Blame 


For the reasons already given, among others it would 
be a mistake to credit the slump in total business dur- 
ing the first half largely to the expectation of a new 
Ford model. Take New York and the surrounding 
metropolitan territory, for instance. The proportion 
of Fords sold there has always been about the lowest 
in the country, yet the falling off in total sales in New 
York this year has been at least as great as for the 
the country as a whole. 

Thus while there is no doubt that some buyers have 
held off until they can see the new Ford, there is no 
real reason to fear that the gains Ford will undoubtedly 
make should cut heavily into the normal expectation of 
business for dealers in other lines. The prospect that 
the year as a whole will make a better showing in sales 
and production than the first half year would indicate 
is extremely favorable. 

Last year 55.4 per cent of the passenger cars pro- 
duced during the year were accounted for in the first 
six months. Should that same relation hold true this 
year the final half would roll up a total of only 1,511,000 


* Gain 





a io what sort of shape are automo- 7 
tive retailers and wholesalers to 
go after sales in the final half of 
1927? The situation is variable. 
A notable improvement in used 
cars is reported in some sections, 
while in others the level of stocks 
seems to be higher than a year ago. 
Undoubtedly there is vast room for 
improvement, however, and if the 
retailers are to make the profits 
they deserve there will have to be 
Due to the severe com- 
petition and slack sales of the first 
half year, the maintenance of stocks 
at a reasonably low point and ata §& 
fair cost was unusually difficult, 
and if, as seems likely, there was 
a slight gain over the figures of a 
year ago, the only wonder is that the 
gain was not greater. 
ress has undoubtedly been made. 
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cars and bring the year to 
around 3,380,000 against 
3,929,546 last year. But if 
the final half of 1927 should 
equal the first half the total 
would be 3,735,000 cars 
turned out, or only about 5 
per cent less than in 1926. 
Probably the true figure will 
be somewhere between these 


—— 


two. 
Despite floods in some sec- 
tions, retarded crops_ in 


others, and a level of produc- 
tion in some industries slight- 
ly under that of a year ago, 
there is no good reason for 
fearing that general business 
conditions will not be on the 
whole favorable to the sale 
of cars in the final half of the 
year. Such indices as pay- 
ment by checks through the 
PS Federal Reserve System and 

chain store sales are ahead of 
last year. Freight car loadings of late have tended to 
be under the 1926 level, but this is largely accounted 
for by lower demand for coal due to large stocks laid 
up in expectation of the strike. 

Credit continues easy and there is no evidence of the 
accumulation of goods and materials that usually pre- 
cedes business difficulties. Looking forward to the sec- 
ond half year from the basis of current conditions, the 
Guaranty Trust Co. of New York in a recent bulletin 
points to recent recessions in several lines, chiefly due 
to seasonal influences as in the automotive industry it- 
self, and then adds: 


Business in General on Sound Basis 





Some prog- | 





“Very few branches of production or distribution, 
however, show any sign of position reaction. In basic 
industrial operations, in sales volumes at wholesale and 
retail and in fundamental financial conditions, there is 
ample evidence to support the belief that business in 
general is on a sound basis.” 

With the general improvement in cotton and grain 
prices there is hope for better things from the agricul- 
tural districts, except where poor crops may prevent 
farmers from gaining from the higher prices. From 
Atlanta, for instance, comes this observation to MOTOR 
AGE: “The outlook in Georgia is considered good for the 
last half of the year due to the exceptionally high cot- 
ton prices prevailing, which give Southern business 
generally a much better feeling as regards the future.” 
From the heart of the grain region the Northwestern 
National Bank of Minneapolis observes: “All are agreed 
that if farm crops now in sight fulfill their promise 
business will hum.” 

The possibility of soft spots in some rural districts 
is indicated, however, by a statement from the United 
Business Service which points out: 

“Agricultural outlook for the northern corn belt is 
distinctly poor. The spring has been cold and back- 
ward; much replanting of corn has been necessary, and 
only unusually favorable weather from now on would 
retrieve the crop situation. Instead of this we have 
the long range forecast of Herbert Janvrin Browne 
warning of frosts and further severe weather condi- 
tions.” 

The generally optimistic attitude of many retailers 


(Turn to page 41, please) 
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All_Metal Pistons Are Used in 





Relief valve of compressor 


PECIAL air brakes for application to buses, 
sy trucks or passenger cars, are produced by the 

Christensen Air Brake Co., of 6513 Cedar Ave., 
Cleveland, Ohio. While it is intended that these in- 
stallations shall be made at the factory, a number of 
successful installations have been made on cars or 
trucks in owners’ hands. The Christensen engineers 
are available to cooperate with automotive manufac- 
turers on the problem of effective braking. 

In Fig. 1 will be seen a typical 
Christensen layout. This con- 
sists of the compressor, which is 
built into the engine, a reservoir 
for the storage of air under pres- 
sure, a dash gage, a control valve, 
generally operated by the foot of 
the driver, and the brake cylin- 
ders mounted on the axle, contain- 
ing pistons actuated by the air 
pressure to control the brake 
shoes. 

In order to eliminate the compli- 
cation of belts, gears, chains, and 
the like, the Christensen compres- 
sor is built into the engine and 
is driven by a long connecting rod, 
or rods (depending on whether the 
compression is single or double cylinder installation), 
directly from the crankshaft. While it is obvious 
that such an installation should be made only at the 
factory and should be incorporated in the design of 
the vehicle, it will be 


we Christensen 
| Air Brake 


Installations on Automotive 
Vehicles Intended for Fac- 
tories But These Have 

Been Successfully Made 
on Cars in Owners’ 


Hands 





Foot-operated control valve 





Brake shoe and cylinder details 


period of several weeks, running 10 hours each day, 
continuously pumping at 150 lbs. per sq. in. At the 
end of this run inspection showed no need of any serv- 
ice of any kind. Compressors of this type are oper- 
ating successfully on engines having a maximum 
operating speed of 3500 r.p.m. As the usual tank 
pressure is from 70 to 125 lb. per sq. in., it will be 
seen that the compressor is amply rugged for the 
service expected of it. 

Fig. 2 shows details of the 
Christensen governor. A sylphon 
is encased in a sylphon chamber 
which connects with the air tank. 
As the air pressure reaches a pre- 
determined maximum, this force 
causes the sylphon to compress 
and thus move a spring-loaded rod 
against a spring-loaded plunger. 
This forces the trigger against the 
intake valve, holding the valve 
open. The compressor is then 
running without doing any work. 
As the tank pressure drops the 
action just described is reversed 
and the compressor again goes 
into action, thus building up an 
adequate pressure for service at 
all times. Adjustment of the reservoir pressure is 
easily made by screwing the nut on the spring-loaded 
rod to the desired position. The maximum pressure 
variation does not exceed 15 lb. in this installation. 





appreciated that such an 
installation once made re- 
quires a minimum of atten- 
tion. 

The lubrication of the 
compressor is furnished by 


Compressoe 
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Details of the foot-con- 

ee trol valve are shown in 
o Fig. 3. In this particular 
view the valve is in the 

eee open, or “On” position. In 
other words, the brakes are 
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ation is in proportion to the 








In Fig. 2 will be seen 
details of the compressor. 
The compressor is. air- 
cooled and so located that 
it receives the direct blast 
from the fan on the engine. 
Tests have been made on 
this compressor covering a 
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Typical air brake installation 
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distance that the pedal is 
moved. The strength of the 
operator has nothing to do 











lieving the driver of the 
physical strain of applying 
the brakes, keeps him men- 
tally and physically fit to 
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render the best possible service in other ways. 

Fig. 4 shows interesting details of the brake actuat- 
ing cylinder and rigid shoe construction. It will be 
noticed that all-metal pistons are used. 

Christensen air brake equipment can be designed 
for any thickness of lining, or used in conjunction 
with any type of lining, whether it be fabric or metal, 
with freedom of grabbing guaranteed in every in- 
stance. It is said that the life of average lining on 
buses at the present time, is in the neighborhood of 
20,000 miles, while more than 60,000 miles has been 
obtained with special linings. It is claimed that the 
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necessity for adjustment of brake shoes is entirely 
eliminated because the travel of the piston in the 
brake actuating cylinders on the axles is such as to 
completely wear out a 5/16 brake lining. Provision 
is also made for the use of thicker lining. Adjust- 
ments are only necessary upon relining the brakes. 
While the use of air brakes on heavy or fast buses 
and trucks is important, it will be appreciated that 
their use on trailers is vital. The reason for this is 
that if braking on trailers is faulty it may be impos- 
sible to stop the trailer train, or it may be that the 
trailers will “jack-knife” up against the tractor. 





Zenith Makes Carburetor for High-Speed Engines 


NEW carburetor, the “Series 100,” has been placed 

on the market by the Zenith Carburetor Company. 
This carburetor has been developed as a result of the 
need for a carburetor of exceptional ability to handle 
the unusually severe loads imposed by the modern high- 
speed engines of today. These engines, as we well know, 
may be idling at 
one minute at 3 
or 4 miles an 
hour, or may be 
called upon to 
turn up 4000 
revolutions a 
minute at 170 
miles an _ hour. 
At all points in 
between, the car 
owners of today 
require not only 
the utmost in 
smooth opera- 
tion, but econo- 
my as well. It 
was with this in 
mind that the 
Zenith engineers 
began work on 
the Series 100. 

In this car- 
buretor fuel en- 
ters through the 
union body and 
attains a _ pre- 
determined level in the carburetor and passages, being 
held there by the float F and the needle valve mechan- 
ism. The normal level is on a line with the restricted 
portion, or throat, of the secondary venturi A. 

Starting is provided by the idling jet P dipping into 
a well that is full of fuel. With the strangler valve S 
pulled to a closed position and the throttle valve just 
opened far enough to expose the priming hole B, a 
strong suction is provided by the down stroke of the 
piston and a charge of fuel is drawn from the well, 
finely atomized and delivered to the engine cylinders. 
This acts like a priming device, but the fuel is better 
proportioned and more finely broken up for easy com- 
bustion. 

Idling is obtained from the same source. The idling 
compensating jet I has a projection into which dips the 
idling jet P. The latter calibrated at its top, measures 
the fuel for idling. Just above this hole is the idle 
adjusting air valve O which is so adjusted as to provide 
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Details of new Zenith carburetor 


just the proper mixture when the engine is idling. 

When running along at a good speed there is some 
fuel left in the well. When the brakes are suddenly 
applied and the throttle closed, the idle compensating 
jet I is supplying fuel for the idle jet so that the engine 
will not stall under this condition of operation. 

The accelera- 
tion system of 
the new Zenith 
is composed of 
the accelerating 
pump, operated 
by the throttle 
lever as shown. 
The two ven- 
turis, the com- 
pensators and 
the main jet also 
enter into the 
system, but only 
in a supplemen- 
tary manner. 

If you can 
just imagine a 
car idling along 
at 5 or 10 miles 
an hour, we 
would have a 
condition where 
the fuel would 
be at its nor- 
mal level in 
the bowl and 
in the main jet and discharge tube. The well, which 
would be supplying the idling jet, would be only par- 
tially full. The accelerating pump piston would be at 
the top of the chamber. As the throttle is just cracked 
open, a high vacuum would exist above it with prac- 
tically atmospheric pressure below. But, suddenly with 
the accelerator pedal pressed to the floor there would 
be a.rush of air to fill the vacuum above the throttle. 
But at the same time the accelerating pump would squirt 
a charge of fuel through the jet A into this air stream. 
Any surplus fuel would go over into the bowl. The 
reserve of fuel that was lying in the well below would 
follow into the air stream through the discharge tube J. 
By the time this happened the normal flow of air would 
be established, the inertia of the fuel in the main jet 
would be overcome and the whole carburetor system 
would be functioning under normal conditions. With 
this system there is no jerky action and no dead spots 
throughout the full range of acceleration. 
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“Flat Tires” I Have Known 
(Continued from page 28) 


at the other garages he visited after leaving you. 
This procedure takes place over and over, year after 
year, until you send flowers to his funeral, for there 
is positively no cure for him. And yet, this is the 
same fellow you see with cut-outs, cow-bells, horns 
and whistles to amuse himself with, while not busy 
looking for new noises. 

Another “flat tire’? which runs true to form, is the 
one who needs a complete overhaul job. However, 
business is so rushing he can’t leave his car but a 
short time, so just patch it up until he can spare it 
longer. Great pains are taken to keep his old boiler 
together for awhile and you keep living in fond hopes 
of a big job, but soon find out after repeated visits 
that it’s a cruel world after all. The delightful 
experience of trying to paint a seven-room house with 
a gallon of paint will serve to illustrate the point. 
Of course his brother is the one that’s always going 
to buy a new car. He also has the old boat wired 
together until the new models come out. You can 
make a safe bet that he will keep you in cigarette 
money for five years or more while waiting for the 
new models. Nothing so quickly breaks the morale 
of good repairmen as these fellows do. 

“Darwin was right,” is the conclusion I am forced 
to admit when the “flat tire” rolls in who is totally 
ignorant about automobiles. It really is wonderful 
how dumb he appears. Small repairs have no effect 
on him, but the moment you inform him about a re- 
pair that runs into considerable money, he draws into 
his shell and pleads complete ignorance. The agency 
that sold him the car promised at least 50,000 miles 
with only minor repairs and that’s what he is going to 
get, regardless of what anybody says. Of course 
you are wrong about the car needing so much work 
done, but he can’t take it to the people he bought it 
from because they don’t handle this make of car any 
longer. This type always expects a small repair to 
cure all troubles, and keep the car in good running 
condition for a year at least. He does not feel like 
paying for repairs that happen to be needed in the 
meantime, because you guaranteed your work to be 
satisfactory. Tell him about a missing cylinder and 
it reminds him of a rough detour he passed over, 
where it was probably lost. 

One of my customers who had been driving a car 
for three years insisted that each cylinder operated 
only during a certain gear-shift, as follows: number 
one cylinder operated while in first speed, number two 
in second, number three in third, and number four for 
reverse. This same fellow is a wizard at his own 
trade, but his brain registers absolutely nil when it 
comes to automobiles. Is it any wonder so many me- 
chanics have that worn-out appearance which comes 
from loss of sleep? 

The cold check artist is without a doubt the most 
detestable of all “flat tires.” He is the most agree- 
able of all “flats,” when having work done, and usually 
Passes out a line of conversation that is indeed sooth- 
ing to the ear. Prominent men are mentioned with 
whom he is acquainted, and his appearance is all that 
could be asked. When his car is finished, a check 
book is produced with a goodly number of stubs show- 
ing, and you are presented with a check written with 
a gold-headed fountain pen. If your check writer 
is handy he can perforate the check in the most ap- 
proved manner, for his protection. Telling you about 
another job he wants done soon he drives away. 
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If you will but glance in the upper right hand cor- 
ner you will no doubt notice the number written there. 
This is not the way he keeps tabs on checks, but the 
number of “suckers” who have been “taken in.” Sel- 
dom do the amounts of bad checks run over $5 or 
$10. He knows that the time and trouble needed to 
prosecute him is worth more than the money involved, 
so he feels pretty safe. It isn’t always the strangers 
either that throw the “hooks” in you with cold paper. 
Customers you have known for a long time will sting 
you for a small amount and then have their work done 
some place else. Even friends cease to speak after 
you try to force collection on a bad check. Escape 
is hard from these parasites, because much business 
would be lost if all checks were refused. 

Some day I hope to see a law passed that will bring 
these outlaws to speedy justice without the necessity 
of wasting $100 worth of time to collect a $7 check. 
There’s nothing gets under a fellow’s hide so deep as 
to have a check returned that is no good. 

There are many other types of “flat tires” which 
could be mentioned here, but I have no intention of 
stepping on too many toes at one time, for after all 
we’re in business to make money and, as an old Ger- 
man saying goes, “there are no roses without thorns.” 





Conditions Favor Good Last Half Business 
(Continued from page 38) 


and wholesalers as the industry enters the second half 
year is particularly encouraging. In special reports 
to Motor AGE from 15 key areas throughout the coun- 
try, a general belief in the stability of automotive sales 
during the next two quarters is revealed. Only in one 
or two instances is there a definitely expressed belief 
that sales will be behind those of last year. 

In what sort of shape are the retailers and whole- 
salers of the business to go after sales in the final half? 
Here again the situation is variable. A notable improve- 
ment in used cars is reported in some sections, while 
in others the level of stocks seems to be higher than a 
year ago. Undoubtedly there is vast room for improve- 
ment, however, and if the retailers are to make the 
profits they deserve there will have to be a change. 

The variation in the amount of business done by dis- 
tributors and dealers in the first half of the year is 
strikingly revealed by a survey partially completed by 
Motor World Wholesale. Of 159 typical distributors re- 
porting, about 44 per cent did a greater dollar volume 
of business the first half of this year than in the first 
half of 1926. Something like 50 per cent were under, 
the remainder being accounted for by those who just 
about equalled last year’s mark. 

In most lines new car stocks are about normal, as a 
result of a cleaning-out process during June while the 
factories were slowing down or changing to new models. 
The advertisement of special sales to dispose of models 
going out of production has been rather frequent. Prob- 
ably there was a two-fold reason: more distributors and 
dealers were overstocked than usual, and there.was a 
greater tendency toward coming out frankly with sales 
rather than resorting to loose trading with factory al- 
lowances. 

The summer new model stimulus to sales has appar- 
ently been growing in power of recent years. The 
heavy turnover of last August and September may well 
be duplicated this year, and it might last longer as a 
result of the unusually backward conditions ofj the first 
half, conditions which are now in process of correction. 
There is good business for those who will face the fu- 
ture with confidence and a willingness to work hard. 
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Let’s Get Back to Fundamentals 


(Continued from page 25) 


when the business starts to run, it appears in your 
paper instead of mine. What I’d like to know—if you 
care to tell me—is what you did that I didn’t do, to get 
that campaign.” 

“T did only one thing that you didn’t do.” 

“What was that?” asked Clancy, expecting some es- 
pecially clever and brilliant stroke of salesmanship. 

“T asked Joe Davis for the order,” replied Thomp- 
son. “That was the one important thing you neglected 
to do. You were so confident you were going to get it 
that you didn’t bother to ask for it. I may tell you that 
when I called on Joe I had no real hope of getting the 
business. I thought you had it all locked up. But I 
gave him my selling talk just the same and ended up by 
asking for the campaign. You could have knocked me 
over with a feather when he gave it to me. It was as 
simple as that.” 

This is a true story, and its counterpart is happening 
every day in your line of business in your own town. 

Ponder the recent experience of a buyer with $2,000 
in his pocket—a cash customer with no cluck to trade 
in. He wanted to buy a used Jazzbo and he visited 16 
automobile establishments in his search for it. The 
story is best told by a friend who accompanied the 
prospective buyer, for this is another true story, and 
it needs no embellishment. You can guess, of course, 
that the names have been fictionized. To make the yarn 
easier to tell let us call this friend Cunningham. 

“T have been driving a foreign car for a number 
of years,” said Cunningham, and recently a friend of 
mine, Bill Middleton, said he would like to get a car 
as comfortable and as good a performer as mine. 

“T told him that there are cars made in America that 
are just as good. He said he had $2,000 cash that he 
would like to invest in such a car, and I suggested that 


he ought to be able to buy a good used Jazzbo for that . 


money. I regarded the Jazzbo as about the same grade 
of car aS my own. 

“From the classified columns of the Sunday paper we 
made up a list of dealers who advertised cars of that 
make. There were sixteen of them. On Monday 
morning we started calling on them. 


Mistaken for Small Potatoes 


“We called at the first salesroom. As soon as we 
mentioned the used Jazzbo, we were directed to the Used 
Car Department, without further ado. We were small 
fry. The floor men were interested only in bigger fish. 

“The same thing happened at salesroom after sales- 
room. We were in each case turned immediately over 
to a used car salesman because we said we were inter- 
ested in the used Jazzbo. 

“Remember Middleton had $2,000 in cold cash in his 
pocket, but nobody tried to sell him a new car. 

“At one place we ventured a question about the new 
cars, after mentioning that it was the advertisement 
of the used Jazzbo that attracted us to the store. 

“*Are you interested in buying a new ear, or just 
looking?’ the salesman wanted to know. 

“I intimated that that was a rather impertinent ques- 
tion. After bandying words for a time, it was clear 


that the salesman regarded his new cars as being out 
of our class, so I mentioned the name of one of the ex- 
ecutives at the factory where this car is built and said 
he had asked me to come in and see the new models. 
Then the salesman became very apologetic, and showed 





us the cars inside and out, after explaining that he had 
hesitated because he didn’t want to lose his floor turn. 

“Yet he made no effort to sell us one of the new mod- 
els. Incidentally, we were both good prospects, although 
I did not know it at the time. Shortly after this I sold 
my foreign car and bought a light car. This has not 
come up to my expectations, so I expect to buy a heavier 
car soon—one of about the same class as that handled 
by this floor man who didn’t want to lose his chance at 
a live one by wasting his time on us. 

“At another place we were told we could not see the 
Jazzbo that had been advertised, because it was in the 
paint shop, but we were also told that seven other pros- 
pects were after it. If we would leave a deposit, they 
would hold it for us. We figured that with seven others 
bidding for an invisible car we ought to be able to do 
better elsewhere. 


Sixteenth Yields a Salesman 


“And so we went on until we had called on fifteen 
dealers. At the sixteenth place, they had a used Jazzbo 
—but they also had a salesman. 

“*Why buy a second-hand Jazzbo that might need 
expensive repairs soon, when you can buy one of our 
fine new Trivets for very little additional—and this 
could be arranged on deferred payments?’ reasoned 
this persuasive salesman. 

“And that was only the beginning of his sales talk. 
Before he was through Bill Middleton was convinced 
that even a new Jazzbo could not be as good a car as 
this new model Trivet. The salesman demonstrated 
the Trivet. Its riding qualities pleased both Bill and 
me, and I agreed that probably, after all, he would be 
better off in the end if he bought the new Trivet, in- 
stead of the old Jazzbo. Bill bought it. 

“The point I want to make is this,’ Cunningham con- 
cluded. ‘Here was a man who had $2,000 in his jeans. 
He exposed himself to sales in fifteen salesrooms and 
just because he mentioned a used car, not a single ef- 
fort was made to sell him a new car. And it required 
very little effort on the part of the real salesman at the 
sixteenth salesroom to sell Middleton a new car that 
he had no thought of buying when he started.” 

As we said at the beginning, this is a true story, 
and the man who related it is himself a good pros- 
pect. As a matter of fact, as a result of this experi- 
ence Cunningham has become so well sold on the 
Trivet that it wouldn’t be surprising if he went back 
to the enterprising Trivet salesman when he buys a 
new car next fall. 

Salesmanship. In this case one out of sixteen had 
it. What the industry needs is to raise this to the 
nationally advertised proportion of those who suffer 
from alveolar trouble—four out of five. 








New Dodge Six cabriolet roadster, listing at $1,595 
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Say [t With BALLOTS 


Help Your Favorite Automotive Wholesale 


Salesman to Win a Big Part of 
$2,075.00. Use Every Coupon 


of the York Supply Co., Dayton, Ohio, in which 

he says, in part: “After reading over the details 
of the M. W. W. wholesale salesmen’s $2,075.00 prize 
contest I am not quite sure how many times a dealer 
may vote. For instance: Automobile Trade Journal is 
published monthly with a ballot appearing in each issue. 
Can a dealer vote each month until the end of the con- 
test for his favorite salesman, or divide his votes among 
one or more salesmen?” 


W E HAVE just received a letter from A. Z. Heller 


Answer: Every retail tradesman, regardless of his 
subscription or non-subscription status, may clip 
coupons from all issues of Automobile Trade Journal, 
Motor Age, C. C. J. and Chilton Catalog & Directory 
and use them for the advantage of one wholesale sales- 
man, or he may split his votes among different sales- 
men, but should not name more than one salesman on 
a single voting coupon. 


The retail trade—dealers, garagemen and service 
men—are urged to use all coupons in the above-named 
publications up to the finish of the voting time limit, 
which is Oct. 15, 1927. 


There are nine contests in the nine trading zones 
of the United States as follows: 


NEW ENGLAND: Maine, New Hampshire, Vermont, 
Rhode Island, Massachusetts, Connecticut. 


MIDDLE ATLANTIC: New York, New Jersey, Penn- 
sylvania. 


SOUTH ATLANTIC: Delaware, Maryland, District of 
Columbia, Virginia, West Virginia, North Carolina, 
South Carolina, Georgia, Florida. 


EAST NORTH CENTRAL: Ohio, Indiana, Illinois, 
Michigan, Wisconsin. 


EAST SOUTH CENTRAL: Kentucky, Tennessee, 
Alabama, Mississippi. 


WEST NORTH CENTRAL: Minnesota, Iowa, Mis- 


sourl, North Dakota, South Dakota, Nebraska, 
Kansas. 


WEST SOUTH CENTRAL: Arkansas, Louisiana, 
Oklahoma, Texas. 


MOUNTAIN: Montana, Idaho, Wyoming, Colorado, 
New Mexico, Arizona, Utah, Nevada. 


PACIFIC: Washington, Oregon, California. 


In each zone there will be three cash prizes to the 
three salesmen who receive the first, second and third 


highest number of votes. Zone prizes are for $100.00, 
$50.00 and $25.00 each. 


For the zone first prize winner who receives more 
votes than any other zone contender there will be an 
additional, or master prize, of $500.00. 


In event of a tie for master prize, or first, second 
or third prizes in any zone, each tieing contender will 
receive a cash prize of equal amount. 

Contest will close on Oct. 15, 1927. 


Voting coupons appear in all regular issues of 
Motor Age, Automobile Trade Journal, Commercial Car 
Journal and the Chilton Catalog & Directory up to and 
including Oct. 6, 1927. 


Help your favorite wholesale salesmen to a win- 
ning position in this $2,075.00 popularity contest. Use 
the coupon NOW. Address it to Contest Editor, Motor 
World Wholesale, Chestnut and 56th Sts., Philadelphia. 








MOTOR WORLD WHOLESALE 


Popularity Contest for Wholesale 
Automotive Salesmen 


Contest Editor 
Motor World Wholesale 
Chestnut and 56th Sts., Philadelphia 


In the wholesale automotive salesmen’s popularity 
and efficiency contest I vote for: 


Name of salesman 


CRORE EEE EEE EEE EEE EEE EEE EEE EEE EEE ES 


Name of his firm 


Ooo eee eee eee eee eee ee eee eee eee eee eee eee eee eee eee eee eee ee eee ee 


His firm’s address 


eee eee eee eee eee eee eee eee eee ee eee eee eee ee eee ee ee eee eee ee eee se 


Your signature 


eee eee eee eee ee ee eee eee eee eee ee eee eee ee eee eee eee eee eee) 


Your firm name 


OP eee eee eee eee eee ee eee ee eee eee eee eee eee eee eee ee eee eee ee eee eee eee eee | 


| Address 


COCR EERE EEE EERE EEE EEE EEE EEE EEE EEE EEE EEE HEHE EHH EEE EEE HEHE OEE HE] 


M. A., July 14—This ballot is for ONE vote. 
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4 New Accessories and Devices 


Fulton Glare Stop 
HE Fulton Co., Milwaukee, is plac- 
ing on the market the Fulton look- 
under glare stop which is designed to 
eliminate night driving troubles by blot- 
ting out glare from approaching head- 
lights without affecting the driver’s 





view of the road. As shown in the ac- 
companying illustration the glare stop 
consists of a peculiarly shaped, trans- 
lucent material which is hinged to the 
top of the car. When not in use it is 
folded up out of the way. In night 
driving it is lowered into position. 





Inner Rings 

EVELATION bevel inner rings, 
made by Arthur Tow, 1307 Kala- 
math St., Denver, Colo., are claimed to 
cure all thumping and piston slap, to 
give increased power and _ greater 
economy, and also to lessen crankcase 
dilution. They are made of thin, high- 
grade spring steel and are obtainable 
in 50 ft. coils for % in. and 3/16 in. 
rings, and 40 ft. coils for Ford sizes. 
Installed, the upper or large edge of 
the spring seats against the inside of 
the ring and the lower or small edge 
of the spring seats in the bottom of 
the ring groove. This fills the space 
behind the ring and crowds the ring 
out to the cylinder wall, forming an 
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elastic cushion that stops piston slap. 
If rings are badly worn and more than 
one coil is needed, it is merely necessary 
to wrap the spring around in the groove 
until there is enough to make the rings 
fit snugly against the cylinder wall. 
The coils are of smaller diameters than 
the pistons, so that they will snap into 
place in the groove and stay there while 
the ring is slipped into the groove. 


These inner rings fit any cylinder, may 
be used under any rings and are said 
to give excellent results. 





Electric Hammer 

A* electric hammer is now being of- 
fered to the trade by Black & 
Decker Mfg. Co., Towson. The motor in 
this electric hammer is of the same type 
as that used in the Black & Decker port- 
able drills with the exception of a few 
minor refinements added for the pur- 
pose of making it more applicable for 
this particular type of work. It is a 
universal motor operating on direct cur- 
rent, or alternating current, from 25 to 
60 cycles, and operates efficiently on 
voltages 10 per cent above or below the 

voltages shown on the name plate. 
The armature of this motor turns at 
approximately 10,500 revolutions per 
minute and is equipped with an alum- 
inum centrifugal fan which draws air 
in at the commutator end of the motor, 
passes it around the motor and expels 
it through ventilating holes in the field 

space opposite the fan. , 
These gears are driven by a beveled 
pinion on the spline shaft, and conse- 
quently rotate in opposite directions; 
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the two weights being together at the 
bottom, the whole reciprocating mech- 
anism mounted on the spline shaft 
moves downward, striking a heavy blow 
on the oil-tight piston which transmits 
the blow. When the two weights come 
around together at the top, the recipro- 
cating mechanism travels up with equal 
force but, instead of striking a similar 
blow at the upper end of the stroke, this 
blow is absorbed by the coil spring 
which is clearly shown in the illustra- 
tion. The whole purpose of this heavy 
coil spring is to absorb the shock of the 
reciprocating mechanism at the upper 
end of the stroke and to hold it in work- 
ing position. 

The piston in the nose of the ham- 
mer which receives the blow from the 
ram on the reciprocating mechanism is 
a “suck-fit” which prevents any oil from 
passing. This piston is supported by a 
heavy coil spring which absorbs the 
hammer blow when it is running idle. 
When the hammer is working, this 
spring is rendered ineffective and does 
not absorb any of the blow. The ham- 
mer strikes 2300 blows per minute. The 
working mechanism operates in a bath 
of oil and is, therefore, sealed against 
dust and grit. 


Hydraulic Grease Gun 


Se outfit, which consists of a pres- 
sure tank with a capacity of 50 Ib. 
of grease, a No. 11 hand-lubricating 
gun and a ball 
joint hose, is 
made by the 
Adams Grease 


Gun Corp., 329 
Fifth Ave., New 
York City. It is 


claimed that with 
this outfit, 40 cars 
may be greased 
with one filling of 
the tank. An air 
valve permits fill- 
ing the tank with 
compressed air 
from any tire 
pumping outfit, 
merely by hold- 
ing the air hose 
on to the valve the same as in filling 
a tire and it may be filled with grease 
merely by removing the filler plug. 

The feed hose is steel wire jacketed 
reenforced with a flexible, close-fitted 
covering. Eight feet lengths are sup- 
plied, the overall lengths being 10 ft. 

The universal ball joint hose will 
stand a pressure of 15,000 lb. per sq. in. 
and is guaranteed by the manufacturer 
not to leak for one year. An air pres- 
sure gage shows the amount of air in 
the tank at all times. 80 lb. is the 
maximum pressure and 20 lb. is the 
minimum for feeding a steady flow of 
grease. Tank may be purchased sepa- 
rately if desired. 











Fry Battery Filler 

‘TBs product is known as the Fry 

automatic battery filler. It is made 
by the Guarantee Liquid Measure Co. 
of Rochester, Pa. The 
purpose of this device is arabes: Vou ma 
to eliminate battery ne i 
trouble by automatically : 2 te 
supplying distilled water : 
to the battery in the pre- 
cise quantity that it 
requires. 

The illustration shows 
the durable, heat-proof 
glass container holding 
distilled water which is 
fastened to the engine ,~ 
side of the dash. This 
automatically keeps the battery filled, 
and the only attention that it requires 
is occasional refilling with distilled 
water. 

May be installed in a few moments 
without special tools and refilling is 
accomplished merely by unscrewing the 
container cap and pouring in the water. 
Entrance of distilled water into the 
battery cells is controlled by capillary | 
attraction. List price $7.50. 


a 
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Questions and Answers on Dealers’ Problems 








Sticking Exhaust Valves 


What causes the exhaust valves on a Big 
Six Studebaker to stick? We have a few 
with that trouble. The exhaust valves are 
the only ones that stick. One of the cars 
has one sticking about every 200 to 600 
miles. We have ground the valves often and 
in between time have used kerosene to free 
them up. All of the valves seem to stick 
from one time to another. We tried a Dodge 
valve spring on one of these and it has not 
stuck since that spring was put on. Would 
you advise using heavier springs on any of 
these valves?—Ahos Garage, Pt. Arthur, 
Ontario, Canada. 


ty will probably be worth your while 
to test the strength of the springs 
that are now in use, as compared to 
some new ones fresh from stock. If 
the ones from stock are appreciably 
stronger, by all means install them. 
When grinding valves it is highly im- 
portant to polish out the valve guides 
with a wire brush run by a small elec- 
tric drill. This removes any trace of 
carbon which might cause the stems to 
jam. Of course, when grinding valves 
the carbon should be _ thoroughly 
scraped from the upper end of the stem 
and from underneath the valve head. 
Carbon accumulates there very rapidly 
and is at the bottom of much valve 
trouble. In view of the fact that the 
sticking does not seem to be concen- 
trated on any one particular valve, we 
assume that the stems are not bent, 
though it might be worth your while 
to check that in a lathe the next time 
you have the valves out. Certain oils 
cause gumming of the stems, and if 
you are using an oil that is heavier 
than that recommended by good lubri- 
cating companies, we would suggest 
that you change to a lighter grade. It 
frequently happens that the use of a 
heavy oil will cause a thick asphaltic 
gum to form on the stem. The kerosene 
cuts this gum and releases the valve. 





Water on Brake Lining 
Why does water affect some brake linings? 
—Tallman Motor Co., Pontiac, Ill. 


WHEN water gets on some brake 

linings it makes the surface slip- 
pery and prevents it from holding. 
You have probably had the experience 
of slipping when your rubber heels 
came in contact with wet metal sur- 
faces. On the other hand, there are 
brake linings that seem to adhere bet- 
ter when wet than when dry. We have 
noticed some cars in which the pedal 
travel required to set the brake was 
less on wet days than on dry days. It 
can be easily seen that moisture soak- 
ing into the lining could cause this lin- 
ing to swell and thus result in quicker 
and better brake action when the lining 
Is wet. We would be inclined to look 


for this on linings that had exposed 
edges that were not well treated. The 
moisture would work into the lining 
along the edges and thus cause the 
swelling referred to. 





Sure Cure for Rear Main 
Oil Leak 


Do you know of any way to stop the oil 
leak on the Packard single six engine rear 
main bearing. I have three of these cars that 
are leaking badly and everything, so far, has 
failed to overcome the trouble. Would too 
much end play in the crankshaft have anything 
to do with this? Russ-Walker, Macomb, IIl. 


HE Packard Motor Car Co. use to 

recommend the addition of a 5/16 
in. drain tube on the rear main bearing 
leading down below the level of the oil 
in the crankcase. When this did not 
cure the leakage, additional drain holes 
had to be drilled in the rear main bear- 
ing cap. 

The illustration shows how it is pos- 
sible to provide more drainage by drill- 
ing two additional drain holes. No. 1 
shows the original drain hole in the cap 
and a similar hole, the same size, should 
be drilled in the same relative position 
on the other side of the web. The other 
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additional drain is shown by No. 2 and 
is a No. 12 hole drilled at an angle 
of 38 deg. The location and angle of 
this hole are both very important. The 
reasons are that if the upper end of 
the hole does not meet the bottom of 
the oil groove it will be of little value 
and, also, because the lower end of the 


hole must be in line with the center 
line of the cap and % in. from the 
center of the oil hole or the oil will not 
drain into the crankcase. 

All three drain holes should meet the 
oil groove at the lowest point. If any 
of the drain holes do not connect with 
the oil groove in this way, the cap 
should be chipped out so that oil will 
not stand in the groove. In many cases 
it is found that the drilling of these 
extra drain holes makes it unnecessary 
to use the drain tube previously re- 
ferred to. We are sure that end play 
in the crankshaft is not causing your 
trouble. 


Why Not Finish the Job? 


We have a 1924 six-cylinder Chrysler and 
cannot bring up the oil pressure. The oil 
gage goes all the way over when the engine 
is cold and vibrates violently. When the oil 
is warm the gage only registers about 10 lbs. 
with a by-pass valve screwed all the way 
down. Connecting rods are all OK and all 
mains have been replaced but no improve- 
ment has resulted. We have checked over 
everything except the pump gears.—Kansas 
Reader. 


INCE you have gone so far with 

this job we are at a loss to know 
why you didn’t continue the work and 
check the pump gears. From the very 
action of the car it is evident that there 
is too much clearance somewhere and 
that when the oil thins out, due to an 
increase in temperature, there is such 
leakage by some parts that the pres- 
sure cannot be maintained. If the 
bearings were passing an excess of oil 
you probably would have noted this 
quickly by smoke coming from the ex- 
haust and carbon forming in the engine 
but as you do not mention these faults 
we are much inclined to agree with you 
that the trouble is in the pump gears. 





Purifier Does Not Increase 
Oil Consumption 


We have a Rickenbacker six-cylinder, 1925 
model which uses an excessive amount of oil. 
This car has run about 18,000 miles and has 
had new oil rings put in it for the second 
time, without any improvement. It uses one 
gallon of oil every hundred miles. The owner 
believes if we cut out the oil purifier by plug- 
ging up holes in the cylinder block and put in 
new pistons, that it would solve the oil pump- 
ing problem. Is this advisable, or would it 
interfere with the regular oiling system?— 
California Reader. 


HE 1925 model Rickenbacker has 

no oil purifier as regular factory 
equipment. We suspect that the ex- 
cessive consumption is due to leakage 
somewhere. It is possible that this 
leak does not show up at low idling 
speed and, therefore, has not been de- 
tected. Some of the cars had oil-oper- 
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ated clutches that received their oil 
from the engine. We would suggest 
that you lay newspapers under this car 
and operate the engine at a speed that 
would give the car 25 to 35 miles an 
hour on the road, preferably the latter. 
We feel that it is quite likely that some 
parts of the engine have loosened up 
and that the car is losing oil when 
operated in the neighborhood of 35 miles 
an hour. If the car is not leaking, you 
would certainly have terrible carbon 
accumulation, according to the amount 
of oil that is being used, and as you 
do not mention that, we are forced to 
conclude that the oil is not working by 
the pistons, but is getting away in 
some other manner. The oil purifier 
system does not increase oil consump- 
tion and we would thmerefore recom- 
mend that you leave this on. 





Valve Results Depend 


on Installation 


Lately I installed new Boyle valves in a 
1926 Dodge and also in a 1920 Oldsmobile 
and I find it impossible to make the en- 
gines idle as they will miss on all cylinders. 
We have done everything we can think of 
to make the engines hit, but without avail. 
The valves are seated properly, carburetor 
correctly adjusted, there is a good spark at 
each spark plug, but no explosion occurs in 
the cylinder. This is only noticed when the 
engine is idling, or at low speed up to 15 
or 20 miles an hour. Above that speed the 
engines run satisfactorily. 

Are Boyle valves designed for racing cars 
only, or is it possible to use them for city 
driving ? 

We will reseat the valve seats and fit new 
valves of the old style, if you think that is 
the only way to make the engine run properly 
at low speed, without all the vibration of 
disagreeable noises that we now have.—Wm. 
Borge, 1513 N. Long Ave., Chicago. 


” the Dodge and Oldsmobile engine 
operated satisfactorily before put- 
ting in the Boyle valves there is only 
one thing to conclude, and that is that 
the Boyle valve installation is not quite 
what it should be. We know positively 
that when these valves are installed 
correctly that the engine will operate 
in a satisfactory manner. It sometimes 
happens that in a Boyle valve’ installa- 
tion that the valve stem guide is not ex- 
actly at right angles with the top of 
the cylinder block and as the Boyle 
valve seats on the top of the block, 
that condition is most serious. A very 
good piece of equipment for installing 
these valves is the oil stone or hone 
type of valve reseater. One side of 
this reseater has a 45 deg. angle while 
the top of the reseater has a 90 deg. 
angle. By turning the reseating stone 
over so that the right angled surface is 
down, the top of the block can be 
ground and polished at exactly right 
angles to the valve guide. More de- 
tails on this type of stone or valve re- 
seating hone will be given by separate 
letter. 


Due to the spring or give of the 


Boyle valve head, it is necessary to 


give these valves about twice the clear- 
ance that would be given on valves of 
conventional design. After finishing 
the installation be sure to check to see 
that the compression is uniform in all 
cylinders. 


Increasing Compression 


I have a 1926 Essex which I bought last 
December and the car is working fine. I 
have been told by a local garage man that 
the 1927 Essex cars have higher compression 
than mine and he advised me to have 1/16 
in. milled off the head. This dealer has had 
but very little experience with this car so 
I am asking your opinion in this matter.— 
V. H. McDougal, North Robinson, Ohio. 


i your car is working fine we cer- 
tainly would recommend leaving it 
as it is. Whenever the compression is 
increased the tendency to knock on ac- 
celerating is increased. This is par- 
ticularly noticeable in hot weather 
especially if there are carbon deposits 
in the engine. Increasing the compres- 











SHOP KINKS 
Teas that have proved useful 


OMETIMES headlamp doors 

are very difficult to remove 
when replacing lamps or lens. A 
heavy strap fastened to an old 
broom stick will remove the most 
stubborn door. Place the strap 
around the door so that the stick 
will pry down on top of the rivet 
and the end of the strap at the 
same time. A small hole cut in 
the proper place and fitted over 
the rivet helps a great deal.— 
R. O. Salyens, Hanna, Wyo. 





PIECE OF 
BROOM STICK 








Readers of Motor AGE are invited 
to submit ideas that they have found 
useful in doing some particular serv- 
ice job in the shop in a better or 
quicker way. For each one published 
$2.00 will be paid. Whenever pos- 
sible the idea should be accompanied 
by a sketch or diagram from which 
a drawing can be made. 




















sion would not make your Essex the 
same as the 1927 model. It might even 
reduce the service that you would get 
from your car. By this I mean that it 
might increase the speed and power of 
the engine slightly, but the 1926 car is 
not designed to deliver more power, 
The 1927 cars have an improved lubri- 
cating system which makes it possible 
to operate a higher speed without dam- 
aging the bearings, also the increased 
speed from the 1927 car does not come 
from increased compression alone. The 
manifold design has been changed so 
as to admit of a greater amount of 
charge for each explosion. While we 
would not recommend any change in 
your car, still we don’t feel that 1/16 
in. off the head is going to be so much 
as to cause objectionable detonation, 
and, if you do not drive the car 
to the limit, you will probably find 
that you get a little better gasoline 
mileage. But, if you drive this car 
with higher compression just as hard 
as it will go, it is likely that your con- 
necting rod bearings will fail. If you 
do find that 1/16 in. off the head is too 
much, you could put an extra gasket in 
place and the result will be practically 
the same as though you had not taken 
any material from the head. 





Poor Compression to Blame 
in This Case 


We have in our shop a 1923 Studebaker 
Special Six, but we can’t get it to pull on 


the hills. This car develops good speed on 
the level. In fact, we get 50 to 55 miles an 
hour, but when we strike a hill the car 


seems to have no power. Any Ford can run 
away from this car on a hill. We switched 
carburetor, timer wires, coil, vacuum tank, 
plugs, etc., from another car that is working 
all right, but this didn’t make any differ- 
ence. We installed a Ball & Ball Carburetor 
and also a new Stromberg carburetor, but still 
the car lacks power on the hills. The cars 
seem to work a little better when we richen 
the economizer on the carburetor, but always 
jerks when pulling at low speed. Please give 
us some suggestions, if possible-——Ohio Sub- 
scriber. 


| brig whole problem seems to be one 
of poor compression. It is quite 
likely that your valves need refacing 
and the block needs reseating. We 
would suggest that you try the com- 
pression of this car with a compression 
gage if possible. If a gage is not 
available, take the hand crank and feel 
out the compression of each cylinder. 
We feel sure that you will find a differ- 
ence in the resistance of the different 
cylinders. When the head is off for the 
valve grinding job it will be worth your 
while to check to see the condition of 
the cylinder walls. If there is indica- 
tion of considerable wear, as_ deter- 
mined by the use of a dial gage, you 
will not have a satisfactory service job 
until the cylinder walls have been recon- 
ditioned and new rings and pistons 
fitted. 
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Valves Too Close Cause 
Missing 

We have a 1922 Studebaker Big Six in our 
shop and are bothered by the car jerking and 
missing on a pull when thoroughly heated. 
Occasionally it will back fire through the car- 
buretor. We installed new ignition points, 
changed the carburetor, renewed the vacuum 
tank mechanism, tested the spark plugs and 
coil, but the trouble is still there. It acts 
just as though the carburetor were too lean 
at times but this does not seem possible as 
we have installed a new carburetor and had it 
carefully adjusted. The engine will not idle 
properly. Ohio Subscriber. 


yr difficulty sounds to us very 
much as though your valves were 
improperly set or sticking. It is quite 
possible that they also need grinding 
in. By improperly set we mean that it 
sounds as though the valves were set 
with too little clearance between the 
valve stem and push rod and we would 
suggest that you adjust this so that 
all valves have a clearance of .008 in. 
when the engine is cold. It may also 
be that you have oval push-rod rollers 
which may be on the flat side when you 
were adjusting the valve clearance but 
may work around so as to close up this 
clearance entirely, or hold the valve 
open at certain times thus causing the 
trouble that you refer to. 

If, after adjusting all clearances to 
.008 in., this trouble persists, we would 
suggest that you take out the push-rods 
and use the micrometer on the rollers 
and if these are over .0015 in. out of 
round, they should be replaced. 





Details of Supercharger 
Operation 


How does a supercharger function? 
Subscriber. 


A SUPERCHARGER acts as a pump 
and forces the charge into the 
cylinders instead of making the pistons 
draw the charge in. 
Is the supercharger placed between the car- 
buretor and the intake manifold or placed as 
a blower on the intake of the carburetor? 


The supercharger is generally placed 
between the carburetor and the engine. 
The advantage of this is; that in ad- 
dition to drawing the charge in from 
the carburetor and sending it through 
the cylinders under pressure, it assists 


Denver 


in breaking up the fuel, thus 
better mixture. 


Could a supercharger be placed on an ordin- 
ary car if the volume were controlled? 


A supercharger can be placed on 
practically any car, but the installa- 
tion of one is a difficult problem. It 
is absolutely essential that the capacity 
of the supercharger and the gearing be 
exactly right for this particular job. 
We are showing a graph of a Miller 
91 cu. in. engine operated without a 
supercharger, with a centrifugal super- 
charger, and with a positive type super- 
charger. You will note the small power 
developed without a supercharger. 

The centrifugal supercharger func- 
tions best at high speeds. You will 
notice that at low speeds this type is 
no better than when the supercharger 
is left off. The positive type super- 
charger delivers its charge in direct 
proportion to the engine speed. The 
advantage of this is obvious. 

Would the installation of a supercharger 
speed up an ordinary engine or would it mere- 
ly give it more power? 


The installation of a supercharger 
would do both. Where a supercharger 
is not used, extremely high speed op- 
eration of an engine may result in 
actual reduction in the power devel- 
oped. The reason for this is; that as 
the speed increases the period of valve 
Opening is reduced and with the in- 
creasing friction of the incoming charge 
on the manifold wall as the result of 
increased speed the amount of fuel 
taken in for each suction stroke is less 
than at lower speed. The result is a 
reduction in power. However, with the 
incoming charge delivered under pres- 
sure a greater amount of fuel can be 
admitted to the cylinders at high speed, 
and as a consequence the speed and 
power of the engine is increased. 

Would a car with a supercharger consume 
more gasoline per mile than one that is not 
so equipped? 

In general it will be found that cars 
equipped with superchargers are not 
as efficient on the basis of miles per 
gallon of gasoline as those that are not 
so equipped. 

Would a supercharger work on a Knight 

engine P 

Yes, the supercharger can be adapted 
to Knight engines. 
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giving a Adjusting Chain on Model 61 


Cadillac 


Please tell me how to adjust the timing 
chains on Model 61 Cadillac—Lester Van 
Hoosier, Quincy, Mich. (20 S. Main St.) 


6 Rew adjustment for the timing 


chains on the 61 Cadillac will be 


found on the front of the engine, close 
to the right frame member. 
ing the part marked “lock” the adjust- 
ment can be released. This “lock” unit 


By turn- 


should be turned in about six turns 


past marked and then the “adjust” 
can be turned. The adjustment is cor- 
rect when there is not more than % 
in. of play on the rim of the fan. 
there is less play than that it is possi- 
ble that one of the chains will be too 
tight. 
this “lock” should be turned out again, 


If 


After making this adjustment, 


so that the adjustment cannot shift. 





Complains of Poor Accel- 


eration 

We have a 1926, eight-cylinder Ricken- 
backer that is very sluggish on the pick-up. 
When accelerating there appears to be a va- 
cant period, that is, at a certain position of 
the throttle the motor apparently is robbed 
of its proper mixture and wants to slow 
down. After getting up to the speed of 35 
miles an hour we can open and close the 
throttle with no such action as just men- 
tioned. This car is equipped with a double 
jet Zenith carburetor, non-adjustable, except 
through changing jets. 

Will you kindly give us such information 

as you can to help us clear up this trouble P— 
Susquehanna Garage, York, Pa. 
ON first suggestion to you would 
be that you get in touch with an 
authorized Zenith service station and 
try a pair of jets one size larger than 
is now in your carburetor. It would 
also be well to check to see that the 
two breaker arms are opening just as 
they should. To do this, place a six 
volt trouble light in series with each 
of these breakers. Then with the dis- 
tributor cap removed, make a fine 
scratch mark on the distributor rotor 
and, also, on the distributor case, these 
marks to be in exact line with each 
other when one pair of points is just 
breaking. The distributor case is 
round and you should then take a flex- 
ible steel rule and hold it against the 
outside of the case. Have someone 
turn the engine slowly by hand while 
you watch the action of the breaker 
points. The scratch marks on the dis- 
tributor rotor should travel exactly 
1 3/16 in. as measured on your steel 
scale before the second pair of breaker 
points open. If the travel is either 
more or less than this, the breaker 
points assembly should be shifted so 
that the travel is exactly as given. 

It is also possible that the timing 
chain has jumped so we would suggest 
that you check to see that the intake 
valve opens at top dead center and that 
the exhaust valve closes 5 deg. after 
top dead center. The valve clearance 
should be set at .008 in. when the en- 
gine is hot. 
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Overland Agency in the Southwest 
Submits a Hard Problem 


NCLOSED herewith find a dia- 

gram of a lot of unusual shape 
and a sheet on which I have tried to 
enumerate all the things we desire. 
Please give us a floor plan that will 
work-in all the following’ desired 
features: 

New car showroom, Must be in posi- 
tion marked. Figured 30 ft. deep, 
length facing the entire street as 
marked. Plan free of columns or ob- 
structions to view. Car door at north. 

Used car showroom must be in posi- 
tion marked. Use about 2400 sq. ft. 
of space. 

Offices. General office and sales office, 
600 sq. ft. each. One private office 
convenient to general office; one private 
office convenient to sales office. Private 
offices about 10 or 12 ft. square. 

Shop. About 4500 ft. of floor space. 
Small office for shop manager. Plenty 
of light desired. Space for six work 
benches with allowance for expansion. 

Parts room, 2800 sq. ft. floor space. 
Front on shop and on new car sales- 
room. Parts sales manager office front 
on new car salesroom and separated 
from it by only a waist-high partition. 
Opening on salesroom and shop need 
not exceed 20 ft. on each. Parts sales 
manager’s office should be entirely out- 
side parts room enclosure. 

Stationery and supply room about 
200 sq. ft. floor space. Must be con- 
venient to parts sales manager’s office. 

Washrack desired. Internal passage 
from shop and storage space to both 
showrooms desired. Please give esti- 
mate of maximum number of cars that 
can be stored in storage space.—Over- 
land Texarkana Co., Ark.—Tex. 


T has been a difficult task to make 
| a good layout and fulfill all the con- 

ditions of your request, but we be- 
lieve in general it has been done. 

The stockroom is smaller than the 
indicated area and the shop is only two- 
thirds the size requested. You have not 
given any data regarding streets and 
alleys on your sketch but have re- 
quested a car doorway on the west side 
near the front. If this west side is 
on an alley so that the exit may be 
placed where we have shown the arrow 
with question mark, the front exit may 
be eliminated and the long passage 
added to the parts room bringing it up 
to the required area and giving a bet- 
ter arrangement. 

The shop seems adequate in size un- 
less you want to go in for a lot of 
svecial services that require consider- 


By Tom Wilder 
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If it will not be possible to have the car exit in the 
center of the west wall the stock room might be double- 
decked to give more room or avoid having it divided 





able space. If at a later date you wish 
to enlarge it, it could be extended west 
to take part of the storage space, but 
this would require a re-arrangement. 
If entrance could be had at point A on 
the east wall, it would be well to have 
a special service entrance at that point 
with aisle extending east and west and 
cars placed along the back or north 
wall and the south wall making the 
shop 60 ft. wide. With this arrange- 
ment the shop could be extended as the 
need required until it reached the west 
wall. 


The arrangement of trusses is espe- 
cially good since all but two are stand- 
ard 50 ft. units, spaced so that 16 ft. 
rafters may be used throughout. Not 
all the skylights necessary to light this 


building have been indicated because 
we are not sure about the walls which 
can be supplied with windows. The 
shop has been fairly well supplied and 
a long central skylight or monitor has 
been suggested for the central part of 
the building, but the parts room should 
have more light and the used car show- 
room would be benefited by more glass. 





No Fabric in Newest Tire 


The U. S. Patent Office at Washing- 
ton has issued a patent for a tire cas- 
ing to be made entirely of rubber. 

It is claimed that by striating the 
surface of the rubber sheets used in 
building the tire, sufficient strength is 
gained to make unnecessary the use of 
fabric. 
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AND 


He Must Be a Friend 
of the Editor Hisself 


LEVELAND—You are to be warmly 

complimented on the wonderful im- 
provement in Motor AcE. First of all, 
the new covers are very pleasing to 
the eye and attract attention. Next, 
you have played up the news the way 
it ought to be played up. The addition 
of pen sketches, interesting features 
and the monthly calendar add a great 
deal of snap. Your “questions and an- 
swers” should prove very interesting 
to all your readers, as they have to me, 
and your short, peppy editorial utter- 
ances add more zest to the magazine. 


A’l in all, the book is a whiz, and it | 


already stands out in front of our auto- 
motive trade papers.—L. D. Sasscer. 





Sweet, Sweet Music, to Ye 
Editor’s Auditory Organ 


pq Ane Uae, PA.—I certainly 
want to congratulate you on your 
fne publication. You are covering 
every phase of the automobile business, 
and in a way that is very interesting— 
just enough for every department. 
We know that we never before re- 
ceived a magazine that members of our 
organization were interested in as much 
as this Motor AGE.—C. B. Chandler. 





Heartening Verbiage 
from a Fellow-Editor 
PpHILADELPHIA—Just want to add 
my congratulations to the many you 
must be receiving these days on the 
general excellence of the first issues of 








Motor AGE from Philadelphia. You 
and the boys who are responsible for 
them have much to be proud of, and 
have, I believe, set a pace that will con- 
tribute much to the success of MOTOR 
ACE in future issues. Congratulations 
and more power to you.—Leon F. Bani- 
gan, Editor, Motor World Wholesale. 








Hot Diggity! 
EW YORK—Moror AGE in its new 
Suit, from its new home in Phila- 
delphia, with a new editor ’n’every- 
thing, is real stuff.—P. J. P. 





PURRZ 











ETTERS to the editor from 
those whose “attention has 
been called”; from those who 
point with pride and those who 
view with alarm; from those who 
are easy to please and those who 
are hard to please; from those who 
are happy when they find a good 
thing and those who are happier 
when they find something they 
consider not so good; from those 
who boost and those who knock; 
from those who see the doughnut 
and those who see the hole; in 
other words, Dear Subscriber, 
from you and you and you—as 
well as from the man who bor- 
rows your copy of Moror AGE 
or reads it over your shoulder. 




















An Irish Bull from ) 
an Advertising Bear 
T. LOUIS—The interesting thing to 
me about Motor AGE’S new suit is 
the tailor. In these difficult days of 


selling, there’s a deep need of clear. 


thinking and plain talking, and I’m 
glad to see men of your caliber at the 
steering gear. (Note Irish privilege of 
swapping metaphors.) More inspira- 
tion to you and congratulations to 
Motor AGE.—Frank J. Mooney. 


And It’s Still Happening 


EWTON CENTER, MASS.—Con- 

gratulations on the new appear- 
ance of Motor AGE. The old girl seems 
to have gone a wee bit giddy since mov- 
ing to the City of Brotherly Love. The 
editorial make-up is sweet, too, and 
what I’d like to know is what kind of 
food has she been led to that she should 
be so much fatter? Something’s hap- 
pened.—C. O. F. 


You Would Be Sore, Too 

HOSHONE, IDAHO—I mailed check 

for renewal of subscription on the 
12th inst. Please advise why in ’ell 
or thereabouts I do not receive my 


copies of the magazine. Show a little 
pep, John.—A. A. Williams. 


Not “Beri-Beri,’ Walter 


HICAGO—It’s the berries.—Walter 
A. Bermingham. 
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Note to Printer:—Do Not Omit 
This Man’s First Initial 
HILADELPHIA—Moror AGE these 
days is so fuil of news—put up so 
nicely—that you just go along with 
real interest until the end is reached. 
It looks like a million dollars.—C. B. S. 





What Did We Mean by 
“Gone! The ‘Good Old Days’ ?” 
HICAGO—We have read with in- 
terest the article in your June 23 
issue entitled, “Gone! The ‘Good Old 
Days’ of Financing.” Aside from the 
first two sentences, the article is con- 
structive and reasonably accurate. The 
title, in our opinion, is particularly 
unfortunate. We believe that a ma- 
jority of your readers will not get the 
implication of your quotation marks in 
connection with the term “Good old 
days,” and on the contrary are likely 
to get the impression that financing on 
any reasonable basis is gone. It would 
be most unfortunate if this impression 
were received by any bankers who 
might see the article. Of course, the 
finance business is not a step-child of 
the automobile trade, or in any sense 
a necessary evil. 
Quantity production in the automo- 
bile business is the direct offspring of 








the finance business, and anything 
which has a tendency to needlessly or 
unnecessarily alarm bankers would be 
highly detrimental to the automobile 
industry.—C. C. Hanch, General Man- 
ager, National Association of Finance 
Companies. 





“Praise from Sir Hubert” 


ETROIT—I think that the new 

Motor AGE is extremely attractive 
and interesting, and that the material. 
in it is well diversified and well handled. 
I believe that the combination of Julian 
Chase and John Cleary ought to mean 
a decided advantage. Secretly I have 
always entertained a very high opinion 
of Mr. Chase’s abilities and I don’t be- 
lieve there is much about running an 
automobile publication that he doesn’t 
know.—C. E. T. Scharps. 
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Legal Queries on Automotive Topics 
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WILL describe several accidents and 

will you please inform me what the 
law is and if there has been any Su- 
preme Court decision covering same. 

(1) A delivery truck stopped for the 
night in a garage. In the morning the 
driver got in the truck, turned on the 
ignition and asked the nightman to 
crank the car. The motor started and 
nightman just had time to jump to one 
side as car went ahead damaging two 
cars beside the truck. The driver was 
in seat and had hold of wheel. 

(2) I was working on a coach door 
in front of my bench and a car was 
driven in by the owner, behind me. The 
service foreman asked me to fix the fan 
belt. I put on a new one and asked the 
man to start the motor. The motor 
started and so did the car, wrecking 
the door I had been working on and 
driving same in my tool chest and 
wrecking it. Driver refused to pay for 
either and drove his car out. 

(3) I was working on a car and had 
the door of car open. The car was in 
front of the garage but not in the 
street. A car drove alongside and I 
had only time to get out of the way but 
could not close the door. The door and 
hinges were bent. 

(4) I was standing in a garage when 
a Ford drove down “B” street and stop- 
ped just inside the intersection of “B” 
and “A” streets and a bit to the left 
on “B.” “A” Street is wide enough so 
three cars could go abreast and still 
clear the Ford. Two cars abreast could 
come in “B” Street and clear front of 
Ford and three cars abreast could pass 
the Ford and not hit rear end of it. A 
car was following the Ford and instead 
of stopping or driving around, rammed 
right rear fender and bent axle shaft. 
The driver of the Ford called a police- 
man and he told the Ford driver that 
the only thing he could do was to see 
a lawyer. 

(a) What I wish to kriow is can a 
driver smash my car in the rear when 
I stop to avoid an accident? W. T. L. 
Ten Broeck, Newburgh, N. Y. 


make the general statement appli- 

cable to each of the cases submit- 
ted, that the law controlling has been 
adjudicated in the higher courts in nu- 
merous cases. Rarely do accidents, in- 
volving the law of negligence, present 
the same set of facts and we must ap- 
ply the law to the given facts of each 
case. 

1. From the facts you present in the 
first case, the garagekeeper’s servant, 
the nightman, was guilty of no negli- 
gence where he does the bidding of the 
customer in cranking the car, the driv- 
er being at the wheel waiting. Under 


|: answering your queries, let me 


Answers by Wellington Gustin 


the circumstances, the customer or his 
servant, the driver, caused the damage 
by negligently or willfully driving his 
truck against the two cars. In either 
case of negligence the customer is le- 
gally liable for the damages. 

2. In the second case’ you show your- 
self to be guilty of no negligence when 
you asked the customer to start the 
motor in the location and under the cir- 
cumstance you point out, it was clearly 
the duty of the customer to see that the 
motor was kept out of gear, or that he 
did not drive his car into your property, 
causing you any damage. This failure 
to perform his duty here is negligence 
for which he would be legally liable for 
the damages caused. 

3. In the third case you present a 
clear case of negligence on the part of 
the driver of the passing car. No one 
has a right to run into and damage an- 
other’s property as you present these 
facts. Of course, if there should be 
further facts, as that the car striking 
you was forced there by some other 
reckless driver, then one or both the 
other should be named as defendants in 
any suit started. For there have been 
cases of such kind where the one actu- 
ally to strike the plaintiff party was 
guilty of no negligence, being thrown 
or forced into plaintiff party by the 
negligence of a third party. So where 
there is doubt as to which is guilty of 
the negligence causing the damage, 
plaintiff party should name and charge 
both as defendant parties in any action 
for damages. It has happened that 
where one brings an action for dam- 
ages against one of such parties only, 
that before his suit is finally determ- 
ined, the action is barred against the 
other party, should it prove the other 
was the guilty party, by what is term- 
ed the statute of limitations. This 
means, in such case, that the time limit, 
within which the law says one can start 
his action, has expired. 

4. In the fourth case, the question 
again is one of negligence. Now if one 
charged with negligence can show that 
the other: party who so charges him 
was also guilty of negligence contribut- 
ing to the accident, then this contribu- 
tory negligence is a complete defense to 
the charges and no damages may be re- 
covered. You are silent on whether 
there were any laws regarding the 
stops at the intersecting streets, or 
whether there were violations of the 
speed laws, by any of the parties to 
the accident. So we must assume that 
these matters do not enter into the 
question of negligence at the corner 
designated in your chart. It may be 
stated here that photographs and ac- 
curate charts may often serve to ex- 
plain how an accident happened where 


eye witnesses, from prejudice or pas- 
sion form poor means of observation 
or by being poor observers cannot agree 
upon the facts. But all sketches and 
photographs must be proven accurate. 

Now, from the remaining facts, if 
the Ford driver were not negligent in 
the matter, the offending driver must 
have been negligent. In all these cases 
whether defendant is guilty of negli- 
gence is a question of fact for a jury 
to determine. But where facts are not 
disputed, the court may say whether 
the admitted or established facts con- 
stitute negligence. You state facts to 
show negligence, even so strong as to 
bring in the rule of res ipsa loquitur, 
meaning the accident itself is of such 
kind that a presumption of negligence 
arises against the offending party. 

Now in my own mind a question 
arises as to whether you have given all 
the essential facts, for surely one would 
not deliberately run into another from 
behind, and perhaps the Ford driver 
failed in some duty in giving signal of 
his intention to the driver behind, or 
misled the other by failing to do what 
his acts would give the other the right 
to rely on as to stopping or turning at 
this intersection. But if the Ford driv- 
er was not negligent in his own duties, 
then it is up to the offending driver to 
pay for the damage ensuing or show 
that he was not negligent in his opera- 
tion of the car driven. Even if he had 
failed to properly equip his car with 
brakes, thus causing the damage, or if 
his brakes failed to work because of 
needed repairs, he would be liable. 

It appears this policeman in ques- 
tion did his duty. He had no right 
even to arrest the offending driver un- 
less he saw him violating some of the 
penal laws or committing some misde- 
meanor or offense. 

(a) If the driver was using due dili- 
gence in operating his car at the time 
of the accident, he would not be liable. 
Or if you failed to give warning in time 
and had the opportunity to do so, a 
jury might say you were guilty of con- 
tributory negligence in causing the 
damage. If neither is guilty of negli- 
gence, or if both are guilty of negli- 
gence, causing the damage then the 
other driver cannot be held liable. 

However, there is a broad general 
law to the effect that the operator of a 
motor vehicle must have his car under 
control at all times so that he may stop 
his car to avoid accident, having regard 
to the conditions of the road, the dens- 
ity of traffic, the right of way and any 
other circumstances peculiar to the 
time and place—a law so general that 
it is too often lost sight of in particular 
instances where specific statutes of the 
states may become involved. 
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Prices, Weight and Equipment of Current Phossiiied Car Models 
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yr if dp. Touring...... 1445} 4]... ./aeghmnrw 5p. Sp. Touring.. .| 1295] 4/2940) Diw 6p. Limousine. ...} 8100} 4/5000|Ceghjkimnp | ESSEX 
> of 2-4p. + gh .| 1595). . 2p. Coupe....... 1195} 2/3050jah rtx “Super Six” 
’ 5p. Sp. Sedan. ...} 1495} 4/3350la ghimnr 2p. DeL. Coupe. .| 1285] 2/3050jah 2p. Speeamnest. . $700} 2}2150/amnr 
>. Sedan........ 1695] 4/3390|aeghmnpr 5p. Sedan........ 1295) 4/3270/ah 4p. Speedster... . 785} 4)2230jamnr 
nes- 5p. L.. —_ Sedan..| 1745] 4/3390|aeghmnprv 5p. Sedan Del. —| 1345) 4/3270jaht - 2p. Coupe....... 735 2}2340\ahmnr 
. ; Std. 6 5p. Coach........ 735{ 2\2450|ahmnr 
ight “4p. nn Rdster. .| 1995} 2|3180|aeghmnprw 5p. Touring......} 945) 4/2475jah 5p. Sedan.......-. 795} 4/2530|ahmnr 
| dp. Touring. ..... 2045} 4/3200) aeghmnpr 5p. DeL. Touring.| 1005} 4/2565/aiw 5p. Sedan Del... 895] 4/2490|ahmnru 
: 2-4p. —-: -| 2005]..].... 2-4p. Rdstr.......| 1135] 2|2470jah ' 
' the > re Sedan. ...} 2095] 4|3380]aeghmnprv 5p. Sedan........ 995) 4/2740\ah DAVIS ‘92-27” 
ade p. Sedan........ 2195] 4/3450) aeghmnprv 2p. Coupe....... 1035] 2|2630\ah 5p. Leg. Tour. . . .}$1395} 4/2915| Dhmnr 
Sp. be ee. ...| 2245] 4/3450|aeghmnprt 5p. DeL. Sedan...} 1095]. .|2740jah 5p. Sedan........ 1595} 4/3000) Dhmnr 
™ = ” W.B. a» 2p. DeL. Coupe. .| 1125} 2/2630jah 5p. se a ..| 1795} 4/3055) Dghmnort on 
_ ouring...... = “94-27” : 
dili- 7p. Sedan........ 2595} 4/4200) aeghmnprt “Roy. St. 8” 5p. Roadster... .. 1245| 2)2350\dbr _.. Roadster. .... $1045). .|2450 
time 7p. Touring...... 2195) 4|3645|ahjmnpwx 5p. Touring. ..... 1285| 4}2500\dhr a eae eee % the 
ble 4p. — er 2195} 2/3435] Ahmnptwx 5p. Sedan........ 1285} 4|2570/dhr ee eee 995} . .|2565 
at , 4p. Coupe....... 2195} 2|3610|ahmnoptx 3p. Coupe. ...... 1285} 2|2375\dhr ...-Laudau....... 1145) . .}2735 
time 3p. Ctry, 4 2195] 2/3610)ahop 5p. Imp. Sedan. ..} 1385} 4/2575) Dghmnort 5p. Brougham....| $995). .|2665 
-~ s 5p. Sedan........ 2195] 4/3760|ahmnoptx “98-27” 5p. Sedan......-. 1095} . .}2700 
30, Th Mis cecuns 2295| 4/3870|ahmnoptx 5p. Polo Rdstr....) 1795} 2/3000)aghmnr 
con- BUI c 5p. Touring. ..... 1795| 4}3050\aghimns 
the K " 4p. Coupe.. 1865] 2)3150)aghmnr - 
: “15 5. Emp. Sedan. .| 1885] 4|3200/aghmnort FLINT “60 
egili- 2-4p. Roadster... ./$1195] 2/2990|ahmnr 5p. Touring. ..... $1250) 4/2750) ,~ehmnrx 
1i- Sp. Touring. ..... 1225] 4|3040|ahmnr 4p. Spt. Rdstr....} 1350] 2/2885] Aehmarw 
1egi1 <-4p. Coupe...... 1195} 2/3110jahmnr 4p. Cpe. Rdstr...| 1395} |2890}aehmnor 
the > - —* -+-| 1195) 2)3215)ahmnr 5p. Sedan........ 1395 4 3030) aehmnort 
| ra edan....} 1295] 4/3300/ahmnr 5p. Brougham.. .-| 1395) 2/3010]aehjmnor 
aD. Coupe....... 1275| 4/3190jahmnr a 
neral : Spec. Coupe. .| 1275}. .13190 = DIANA “‘St. 8” 120” W.B. 
* . , a Bro'm. .| 1375} 4/3305jah p. Phaeton...... $1595} 4/3100}agmn 5p. Touring. ..... 1450) 4/3245)aehmnr 
0 4 120” 2p. * err $ 525) 2)1890/dr 5p. Roy. Roadster} 1695} 2|2995|agmnw 4p. Spt. Tour.....| 1595) 4/3395)aehimnrwx 
inder p. : oupe....... 1465} 2/3800|)ahmnr 5p. Touring. ..... 525) 4/1965\dr 5p. P.B. Rdstr...| 1795) 2/2995|Bemnw 4p. Coupe....... 1795} 2}3500|aehmnorx 
oe ay d. Sedan. ...| 1395] 213750|ahmnr 2p. Util Cpe... .| 625) 2|2090/dhr 5p. Cab. Rdstr...| 1995} 2/3160|aghmn Sl 1850) 4/3625)aehmnortx 
stop p. = Sedan... .} 1495] 4/3870/ahmnr 5p. Coach........ 595) 2/2190)dhr 5p. Cab Rdstr....| 2295] 2/3160/aghmn 130” W.B. 
gard 9.4 128” 5p. Sedan........ 695) 4)2275\dhr 5p. 44. Sedan... .| 1995} 4|3275)aghmnot 7p. Touring. ..... 1595) 4/3470|afhmorx 
d. ge 4 .. Sp. Rdster. .| 1495] 2)3655|aghmnprw 2-4p. Cabriolet. ..| 715) 2/2135}dhr 5p. be Sedan. ...| 1695) 2/3170/aghimno 7p. Sedan........ 2050) 4/3780) aehmnortx 
en . i. p. Touring.. .| 1525} 4/3735|agimnprw 5p. Land. Sedan..| 745) 4/2270)dhru 35” W.B. “7-18” 
j any D. Coupe....... 1850) 2|3940)ahmnr Imp. Land....... 780) 4)2260)dhu 7p. ln ieee 1695} 4/3336\agmn 5p. DeL. Coach. .| 895| 4/2580|)aehknor 
| that KEY TO SYMBOLS: 
‘cular A—Wood wheels with spare. D—Disk wheels with spare. i—Trunk and trunk rack. o—Car heater. * v—Vanity set. _ 
a—Wood wheels. d—Disk wheels. j—Trunk rack, no trunk. p—Cigar lighter. w—Windshield wings. 
yf the B—Wire wheels with spare. e—Front and rear bumpers. k—Spare tire. r—Rear traffic signal. x—Clock. 
b—Wire wheels. f—Front bumper. I—Spare tire lock. s—Spotlight. *—Overall length. _ 
© —Ortion: al wheels with spare. g—Shock absorbers or snubbers. m—Engine heat indicator. t—Vanity and smoking set. §—Prices on application. 
~Type of wheels optional. h— Automatic windshield wiper. n—Dash gasoline gage. u—Smoking set. 
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Motor Age 
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Prices, Weights and Equipment of Current Passenger Car Models 
Passenger : c+ Passenger . ts Passengers . - Passengers : } 
‘ S s z= A Standard an F = g| i = Standard and = S = eS Standard S ° 3 a) Standard 
2 ° e . e . ° ° . ° e . e 
Medel ce HE Equipment Model ce : => Equipment Model ce 3 <> Equipment Model ce lsise Equipment 
FORD “T” 5.5” 5p. DeL. Bro’m...| 2550). . .jafghkmnrx “E-75” 
2p. Runabout....} $360} 2/1658]a 4p. Playboy...... 1545} 2/2915|aghmnrx “8-80” 2p. Speedster 3485] 2/4251]aeghInprx 
5p. Touring...... 380] 411732\a 2-4p. Sp. Coupe. .| 1695] 2/3070)aghmnrx . Spt. Touring. .| 2850)... .. | "re 4p. Speedster 3485} 2/4256/aeghinprx 
2p. Coupe....... 485} 2)1820)a 5p. Cus. Sedan. ..| 1695) 4/3200) aghmnrtx 5p. Phaeton...... 3485) 4/4017/aeghinprx 
bp. poe ate. a : ae 4p. . Vict. . ...| 1695} 2/3200) aghilmnrtx ...Collap. Coupe.} 3000). . seghlmnpre > ae. —_. i a : ro aaaenerwe 
. Fordor Sedan. p. Coupe Dos aeghInprx 
‘ 4p. Cus. a: 7 = : + org 5p. Sedan........ 2850} 4/.... seghllmnpr - Town Coupe a : = a ma 
5 us. an... ag x p. Coupe... . aeghinprtx 
“ 7p. Sedan........ 3350} . ; seghkmnpr 4p. Victoria... ... 3485] 2/4346/aeghInprtx 
5p. Brougham 3565] 4/4525/aeghilnprtx 
7p. Sub. Sedan. ..| 3500). . seghllmnpr > — SEE: — : pene: segninprix 
p. re 4 nprtx 
FRANKLIN **48” 5p. Cus. Sedan 3960) 4/4515]/aeghlnprtx 
““11-B” 4p. Sportif....... § | 4/5030) afghjkirsx 7p. Cus. Sedan. 4075) 4/4678|aeghinprtx 
3p. Spt. Rdster.. ./$2690} 2/3015)aeghkirx KISSEL “6-55” Roadster... .. S Bd 7p. Cus. Limou...| 4175] 4/4718}aeghloprtx 
5p. Touring. ..... 2635} 4/2975|aeghklprx 124” W.B. 7p. Touring...... § | 4/5330/afghkirsx 
3p. Coupe....... 2490} 2/3105|aeghhkiprx 5p. Phaeton...... 1$1685| 4/3020jahmnr 7p. Tour Lim.. § | 4/5640) afghkirstx 
3-5p. Coupe...... 2565} 2/3150)aeghklprx > Speedster... ..} 1895} 2/3160jah 6p. Brougham § | 4|5464lafghkirstx 
4p. Victoria. ..... 2740} 2|3165)aeghkiprx 4p. Coupe Rd.. 1895] 2/3483jahmnr 5p. Vic. § § | 4|5600| afghkirstx 
5p. Sedan........ 2790} 4/3230) aeghklprx 5p. Brougham. . 1695} 2/3300)ahmnr 7p. Lim. oy Dr. § | 4/5868/afghkirstx 
5p. Ox. Sedan 2815} 4/3230 mT 5p. Spec. Bro’m. .| 1795} 2|3486jah 7p. Cabriolet... .. § | 4/5624) afghkirstx MOON ‘“‘6-60” 
5-7p. Sedan...... 2840} 4/3230)aegh am 5p. Bro’m Sedan..| 1895} 4/3440/ah 99” " 3p. Roadster... .. $995} 2/2295/an 
5p. Spt. Sedan... .} 2910} 4/3305)aeghi 5p. Conv. Bro’m..| 2295}. ./3378 4p. Sportif....... 5900) 4/4475jaeghikImnpr || 5p. Phaeton...... 995} 4/2340/an 
7p. Limousine. ...| 2940} 4/3360jaeghklprx 131” W.B. tuvx 3-5p. DeL. Rdstr.}| 1095} 2/2330/dn 
7p. Touring. ..... 1785} 4/3660jah 4p. Roadster..... 5900] 2/4370] aeghkImnpr 3-5p. Roy. Rdstr..| 1195} 2/2330janw 
4p. Tourster..... 1895} 4|3225!ahmor tuvx 3-5p. Roy. Cab...} 1295) 2/2575j/an 
Sp. od m Sedan. . io 4 as a 7p. Touring...... 6000) . : ee —-. Cab. Radstr.. - - : ee dn 
pes cccene : ahmnr tuvx p. Coach........ 2420) an 
, **8.65” 5p. Vic. Sedan... .} 7300} 4/4842/afghimprtx 5p. 2d. Sedan.. 1145} 2/2520}dn 
125” W.B. 7p. Suburban.....| 7500) 4/4930jafghmprtx 5p. Roy. Sedan...| 1195] 2|2520lahin 
GARDNER 5p. Phaeton...... 1885} 4/3240jahmnr .Vic. Sed. ..... 7450}. .]..../aeghkimnpr 5p. 4d. Sedan.. 1245) 4/2605/dn 
“80” 4p. Speedster... . . 2095] 2/3155jahmnr uVvx 5p. ee Sedan...| 1295] 4|2605]ahn 
4p. Roadster... .. $1395] 2/3030}amn 4p. Cp. Rdstr....| 2095} 2/3343)ahmnr 7p. Town Bro’m..} 7500} 4/4615/afghmprtx 
4p. Rdstr. DeL 1495} 2/3030|aeghmnr 5p. Brougham... .} 1895) 2/3330)ahmnr ™~ Cabriolet... . . 7500] 4/4615|afghmprtx 5p. Touring er 1195} 4/2560/dn 
5p. Bro’m amy 1695} 2/3375jamn 5p. Spec. Bro’m. .| 1995} 2|3345jahmnr ..Collap. Cab. ..| 7750). .|..../aeghklmnpr 5p. aT Rdster..| 1595} 2|/2720\dn 
4p. Vic. Coupe. ..| 1695] 2/3375j)amn 5p. Bro’m Sedan..| 2095] 4|3400|ahmnr tuvx 5p. Cab. Rdstr...| 1595) 2/2720}dn 
5p. Sedan........ 1695} 4/3370|amn 5p. Conv. Bro’m..} 2495]. ./3518/ahmnr Collap. Cab...| 1795]..]. .. 
5p. Sedan Del... 1795| 4/3370)aeghmnr 132” W.B. 5p. Sedan DeL....} 1395} 2/2710}dno 
5p. Bro. Cpe. DeL| 1795] 213375 aeghimnr 7p. Touring...... 1985} 4/3360|)ahmnr - Sedan DeL....} 1545] 4/2860}dno 
4p. Vic. Cpe. DeL} 1795} 2/3375jaeghimnr 4p. Tourster..... 2095} 4/3155)ahmnr . Spec. Sedan...} 1545] 4].... 
— 5p. Bro’m Sedan..} 2295} 4/3455jahmnr 
2-4p. Roadster. ..| 1995] 2|3400)deghmnr 7p. Sedan........ 2495] . ./3630|ahmor 
4p. Land. Rdstr...| 2295} 2/3475|deghmnr “875 
5p. Brougham... .}| 2295] 4/3690|/deghimnrt 131” W.B. 
5p. Sedan.......- 2295) 4/3730) deghmnrt 5p. Phaeton... ... 2185} 4|3220jahmnr MCFARLAN 
5p. Victoria. ..... 2295) 4/3690] deghimnrt 4p. Speedster. . . 2395) 2|3360)ahmnr “Str. 8” . ASH 
4p. Cpe. Rdstr. ..] 2395] 2|3578|ahmnr 131” ‘W.B. “Std. 6” 
5p. Brougham. . 2195] 2}3565|ahmnr 4p. Roadster. .... $3050} 2|3400|C tae 5p. Touring. ..... $865) 4)2275|Dhor 
5p. Spec. Bro’m. .| 2295] 2|3671/ahmnr 5p. Touring...... 3180) 4/3400) afg 2p. Coupe........| 875] 2/2310|Dhnr 
5p. Bro’m Sedan. .} 2395) 4/3760jahmnr 4p. Sp. Phaeton...| 3180} 413400 <~ ll 5p. Sedan........ 895] 2/2440) Dhor 
5p. Conv. Bro’m..| 2795}. .|3863|ahmnr 4p. Coupe 3180) 2|3650)afghimnprtx || 5p. Sedan........ 995} 4|2475| Dhnor 
139” W.B. 5p. Sedan........ 3180} 4/3650\afghimnprtx || 5p Land. Sedan...| 1085) 4/2550)Dhnr 
HUDSON 7p. Touring...... 2285] 4/3630)ahmnr 5p. Coach Bro’m..| 3180] 4/3650|afghlmnprtx | **Special’”’ 
““Super Six” 4p. Tourster..... 2395) 4/3335)ahmnr 5p. Town Car....| 4600) 4|3750\afghimnprtx [| 4p. Roadster..... 1225} 2/2980) Dhnr 
“Std. Line” 5p. Bro’m Sedan. .| 2595) 4/3755)ahmnr 136” W°B 5p. Touring. ..... 1135} 4/2980) Dhnr 
5p. Coach........ $1285) 2/3505/aghjmnr 7p. Sedan........ 2795} 4/3975|ahmnr 7p. Sedan........ 3680} 4|3700)afghlmnprtx 4p. Cabriolet... . . 1290} 4/3070] Dhar 
5p. Sedan... ..... 1385} 4/3620)aghjmnor 5p. Sedan Del... .| 2985] 4/3910) aeghimorvx 7p. Sub. Sedan 3780| 4/3700|afghlmnprtx 2p. Bus. Coupe...} 1165} 2/3030)/Dhnr 
“Custom” 7p. Sedan Del... .| 3495} 4/4080) aeghimorvx “—" 5p. Sedan........ 1215} 2/3150) Dhnr 
7p. Phaeton...... 1600} 4/3565)agmnr 7p. Ber. Sedan. ..| 3585) 4/4125)aeghimorvx 2p. Roadster..... 5800\ 2\4000\Aeghjlmnorx || 5p. Sedan, 4d 1335] 4/3250] Dhor 
2p. Roadster... .. 1500} 2/3480)agmnr 4p. Spt. Tour... ..| 5600; 4/4600) Ceghjlmnorx **Advanced”’ 
> —— ~ te 4 peesreensmare 4. Tour. Sedan. . |6720 | 4/5200 a ma : dieing onl 7 
p. aN......-. 1 4/3755) aghmnru p. Roadster..... 75} 2|3390] Dghnrx 
7p. Sedan........ 1850] 4|3870\aghmnru 7p. Touring... ....} 5700] 4/5200 Afghlmaop _ so youu a 4 3008 ere 
' 5p. Sedan........ 2 3550] Dghnrx 
6p. Sedan........ 6720) 4].... Afehilmnop 5p. Spec. Sedan 1545) 4/3650] Dghnrx 
LA SALLE rtx 4p. Coupe...... 1775) 2/3580] Dghorx 
2-4n. Roadster. . .}$2525] 2/3702|aeghlmnprx 7p. Sub. Sedan. ..| 6920] 4}... .|Ceghjlmnop 127” W.B. 
4p. Phaeton...... 495) 4|3716)aeghlmnprx rtx 7p. Touring. ..... 1440} 4/3480] Dghnorx 
2-4p. Coupe... ... 2585} 2|3834|aeghlmnprx 7p. Town Car....} 9000} 4/5200) Cfghjlmnop 5p. Sp. Touring. .| 1540} 4/3500 
HUPMOBILE 2-4p. ly Cpe. | 2635] 2]... .]aeghlmnprx rtx 5p. Victoria. ..... 1595) 2}3640| Dghnortx 
*A-1” 4p. Victoria...... 2635} 2/3795)aeghimnprvx 5p. Amb. Sedan. .| 1925] 4/3800 
5p. Touring...... $1325) 4/2620)cghnr 5p. Sedan........ 2685] 4/4063|aeghImnprtx 7p. Sedan........ 1990} 4/3830) Dghnortx 
2-4p. Roadster. ..| 1385] 2/2660)aghnr 
2-4p. Coupe... ... 1385} 2/2800) cghnr 
5p. Sedan........ 1385} 4/2800|cghnr 
5p. a. ..-| 1385} 2}2890\eghjn : 
5p. Touring -oenee 1945} 4/3300 eghnrx OAKLAND “‘6” 
7p. Touring. ..... 2045] 4/3360 _ ao LINCOLN ‘‘8” 5p. Touring. ..... $1025} 4)2500|ah 
2-4p. Roadster. ..| 2045) 2/3355) ceghnrvx 2p. Spt. Rdster. . .|$4600] 2/4930|aegkInprx 5p. Sp. Phaeton 1095) 4/2620/aehw 
5p. Brougham. . 2245) 2/3515 j 7p. Spt. Touring..| 4600] 4/4920]aegkInprx 4p. Sp. Rdster 1175} 2)2590|aehnw 
2-4p. Coupe......| 2345] 2/3465|dghrx 4p. Phaeton...... 4600] 4/4960) begjklnprwx 5p. 2d. Sedan 1095) 2)}2745jahu 
5p. Sedan........ 2345| 4/3545)aghrx 4p. Coupe. ...... 4600) 2/4910)aegkInprx 3p. Land. Coupe. .| 1125} 2/2705|ah 
5p. Victoria...... 2345) 2/3525|aeghnrx 4p. Sedan........ 4800} 4/4920] aegiklnprx 5p. 4d. Sedan.....} 1195] 4/2855/ahu 
7p. Sedan........ 2495| 4/3360lehr 5p. Sedan........ 4800) 4/5030\aegkInprtx 5p. Land. Sedan. .| 1295} 4/2885}aehnou 
7p. Sedan Lim....| 2595) 4/3360)aehnrx 7p. Sedan.. ..| 5000] 4/5050) aegkInmprtx MARMON 
7p. Limousine. ...| 5200) 4|5180\aegklnprtx “Little” 
2p. Speedster... . .}$1895} 2/3019|aeghlmnprx 
4p. Speedster... ..| 1965} 4|2977|aeghlmnprx 
4p. — ae Jee : aoe + a 
2p. Coupe........ 9 aeghimnprx **30-E” 
Zz Somices 1895)..].... . , 5p. Sp. Touring.. .| $895] 4/2490|ceghimar 
LOCOMOBILE 4p. Sedan........ 1895} 4/30S2jaeghimnprtx || 4p. DeL. Rdster..}| 895] 2)2317|cehmnr 
JORDAN “R” “8.70” 2p. Coune Rdstr..| 1995] 2|3054|aeghlmnprx 2p. Coupe........] 875} 2]... 
4p. Blue Boy... ../$1745]..].... 5p. Brougham. . . ./$1895) 4/3330jafghkmnrx 4p. Victoria. ..... 2595) 2/3116jaeghlmnprtx || 5p. Sedan 2d..... 875) 2 e 
4p. Spt. Salon... .| 1595} 2/2775)aghjmnrx 5p. Sedan........ 1895) 4/3335|afghkmnrx 5p. Cus. Sedan...| 2595) 4/3119|aeghlmnprtx || 5p. Sedan 4d..... 75| 4]....]e 
2-4p. Tomboy....} 1595) 2]... .j/aghmnrx ..Collap. C’pe...| 1995)... .. .|afghkmorx 5p. Cus. Sedan. 2595] 4/3172\aeghlmnortx || 4p. Sp. Coupe....} 965} 2}2650)ceghmnru 
Sp. Sedan........ 1595| 4/2775|aghmnorta ...DeL. Sedan. . .| 2550}. . .jafghkmorx 4p. Town Cab.. 3125) 4/3040jaeghimnprtx || 5p. Landau...... 1075] 4/2780) ceghimru 
KEY TO SYMBOLS 
A—Wood wheels with spare. D—Disk wheels with spare. i—Trunk and trunk rack. o—Car heater. v—Vanity set. 
a—Wood wheels. d—Disk wheels. j—Trunk rack, no trunk. p—Cigar lighter. w—Windshield wings. 
B—Wire wheels with spare. e—Front and rear bumpers. k—Spare tire. r—Rear traffic signal. x—Clock. 
b—Wire wheels. f—Front bumper. i—Spare tire lock. s—Spotlight. *—Qverall length. 
C— Optional wheels with spare. g—Shock absorbers or snubbers. i 


m—Engine heat indicator. 


t—Vanity and smoking set. 
n—Dash gasoline gage. 


pager §—Prices on application. 
c—Type of wheels optional. h—Automatic windshield wiper. u—Smoking set. 
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i.) i i) i) 
assengers = Passengers , . Passenger £ Passengers ss 
. an F x © - ss Standard /f a a : x % Standard a ; - M4 5 a5 Standard and - 2 i oe Sandu 
. ° : ° = © ° P ; “h . i 
Model os 3 zx Equipment Model Se : $3 Equipment Model Se 3 => Equipment Model Ce => Equipment 
OVERLAND 7p. Limousine. ...| 2695) 4 3750laghimnrtvx ROAMER 3p. Sp. a 1195} 2}2945|deghklmnrw 
“4” Whippet 5p. DeL. Sedan...| 2795} 4|3600|aeghImaortvx “8.78” 5p. D-Phaeton....} 1195) 4/3105|deghlmnr 
5p. Touring...... $625) 4/1985\ag 7p. DeL. Sedan...} 2995} 4/3700jaeghlmnrtvx |} 2p. Roadster..... $1495) 2).... 7p. Cus. Tourer...| 1245). .|3090|deghmnr 
2-4p. Roadster 695} 2/1930jagh **6-80” 4p. Coupe........] 1495) 2].... 5p. Coach.. 1230} 2|3115idehlmnru 
2p. Coupe... . 625) 2/2025\ag 5p. Phaeton...... 1395} 4/2850\aeghImnrw 5p. Sedan........ 1795). .}.... 3p. Cntry. Club. .| 1295] 2|2875|dehImnr 
5p. Coach........ 625} 2/2075\ag 2-4p. Roadster... .| 1495] 2|3025|ceghlmnrw “8.80” 4p. Cus. Vict.. 1325| 2/3165\deghlmorv 
5p. Sedan........ 725) 4|2185jagh 2-4p. Coupe...... 1565} 2|2975)aeghimnrw 2p. Coupe... .... .|$1985} 2/3410jag 5p. Cus. Sedan... ..| 1335] 4/3235)deghlmnrv 
p. Landau...... 755] 4/2230\agh 5p. 2d. Sedan.....] 1395] 2/3000jaeghilnrw 5p. Brougham....] 1985] 2|3440jag “Spec. 6 
“6” Whippet 5p. Std. Sedan... .] 1595] 4/3125jaghmnr. 5p. Sedan........ 1985} 4/3570jag 5p. Coach........ 1480} 2/3760)ahjinru 
2-4p. Roadster...| 825] 2/2225lagh ...Spt. Sedan. ...} 1795] 4/3100 “8-88” Sp. Brougham... .| 1730) 4/3920|ahinru 
5p. Touring...... = 4|2270 agh 5p. _— Sedan...| 1795} 4/3125|DeghImnrw > Tourer....... a , oa cg oa Ly 
2p. Coupe... 95| 2)2305\ag -90” p. Sedan........ cg B. 
= Coach........ 795} 2|2405|agh 5p. Phaeton .... | 1695} 4/2930jaeghImnrw 7p. Sedan........ 3285] 4/3980)cg 5p. De-Phoston. .1$1445| 4/3700) DeghIlmnr 
5p. Sedan........ 875) 4/2440\agh 2-4p. Roadster....| 1695] 212960 aeghlmnrw 2-4p; Roadster... .| 1495] 2/3400) Deghkimnrw 
5p. Landau...... 925) 4/2490)aght 4p. Coupe........] 1725] 2/3050jaeghimnr 3p. Du-Roadster. .} 1530} 2/3270) Deghlmnr 
4p. Sedan........ 1895} 2/3150/aeghilmnr a 5p. Club Coupe.. .| 1480] 2/3800) Dghjinru 
5p. Sedan........ 1895} 4/3200jaeghlmnrt 2p. Com’r Coupe.| 1545) 2/3395|/deghlmnr 
5p. Landau...... 1995} 4|3250/aeghlmnrt 5p. Com’r Sedan..| 1585} 4/3570) Deghkimnar 
“8-69” 4p. Com’r Coupe..} 1645} 2/3465|deghimnr 
126” W.B. ROLLS ROYCE 4p. Com’r Vict... .| 1575} 2/3510) Deghkimnr 
5p. Coupe........] 2795]. ./3810/egi “Si. Ghost ’ 127” W.B. 

PACKARD ‘“‘6” 5p. Sedan........ 2995} 413875|DeghIlmnrtx n Models.. a4 ..|....]Bfghjkmprtx |] 7p. Du-Phaeton. .| 1845] 4/3720) Deghimnrx 
126” W.B. 13314” W.B. Closed Models... . ..|....]Bfghjkmprtx || 7p. Tourer....... 1845} 4]... .|Dehmnorx 
4p. Roadster... .. $2350] 2/3545] DeghImnpx 2-4p. Roadster... .| 2995] 2/3650] Deghlmnrx ay Phan” 7p. The Pr Pres’t... .| 2245) 4/4050 sw Imnrtx 

5p. Phaeton...... 2250] 4/3590] Deghimnpx 7p. Sedan..... .. 3095}. . |3°75ieg odels. . § .|Beghjkmprtx || 7p. Pres’t Lim... .| 2495} 4/4080|De 
5p. Sedan........ 2250} 4/3925|Deghlmnprtx || 5p. Sedan........ 3495} 4/3950 st enste C ond Models. oe —_ oo 
133” W.B. 7p. Sedan........ 3595] 4|4050|Deghlmnrtx 
7p. Touring...... 2785| 4/3790|DeghIlmnprx || 5p. Ber. Lim.... | 3795} 4/4100)Deghlmartx 
4p. Coupe.. .-| 2685] 2/3925) deghint gate 
5p. Club. Sedan. .| 2725] 4/4015 a ~~ we 
tx « De 
7p. Sedan........ 2785| 4|4070| Deghimnprtx 2-4p. Sp’dster. . . ./$3150) 2/4058)aeghlmnprwx 
7p. Sedan Lim... .}| 2885} 4/4130) Deghlmnprtx STAR “*4” 4p. Speedster... ..| 3160] 4/4175jaeghimnprwx 
“8” 2p. Con. Rdstr....| $550] 2/1850/a 2-tp Coupe...... 3165] 2/4182|aeghimnprx 
136” W.B. PIERCE ARROW 5p. Touring......] 550) 4/1920/a 4p. Vict. pe...| 3175] 2|4176jaeghimnprtx 
5p. Phaeton...... 3750} 4/4130) Deghklmnprx “80” 2p. Coupe........ 650} 2}1965jah 5p. Brougham. ...| 3195) 4/4334|aeghimnprtx 
4p. penenen .--| 3850) 2/4110) Deghklmnprx || 2p. Runabout. .. ./$2495| 2|3285jafghirx 5p. Coach........} 675 [22/120 jah Sy cascces 3195) 4/4340/aeghImnprtx 
4p. Coupe........]. 475|02|/4475ideghimnpt 7p. Phaeton...... 2895] 4/3440lafghirx 5p. Sedan..... -+-| 765) 4/2200j/ah 5p. Land. Sedan. .| 3345} 4}... ./aeghlmnprtx 
5p. Sedan........ 4750) 4/4430| Deghkimnp 4p. Phaeton...... 3095} 4/3300/afghirx “6” 145” W.B. 
rtx 5p. Brougham... .| 2495] 2/3470lafgkirtx 5p. Tourong......] 725] 4/2070ja 5p. Tour. Bro’m. .| 3685) 4/4566jaeghilmnprtx 
143” W.B. > Coupe........} 3100} 2/3405jafghlpr 2-4p. Roadster....} 885] 2/2140j/aeghkmrw 7p. Sedan........ 3685] 4/4656/aeghimnprtx 
7p. Touring...... 3950} 4/4250) DeghkIlmnprx || 5p. Std. Sedan... .} 2895] 4/3525 afghirtx Ap. a 915} 2/22 7p. Sedan Lim . 3785| 4/4731 |aeghlmnprtx 
5p. Club Sedan...| 4890] 4/4550 ee np 7p. Std. Sedan... .| 3350] 4/3620/afghirtx 2p. Coupe... 795) 2/2145jahme “AA DeLuxe 
2-4p. Coupe...... 3200} 2/3450)afghirtx Sp. Coach......0- 845) 2/2265jahmr 131” W.B. 
7p. Sedan........ 5000} 4/4660 Deghkimnp 5p. Club. Sedan. .| 3300] 4/3565lafghlir 5p. Sedan........ 925} 4/2340 2p. Speedster... ..| 3 2/4058/aeghImnprwx 
rtx 5p. Club. Land....| 3400} 4/3570|afghir 5p. Land. Sedan..| 975] 4/2335jahmrt 4p. Speedster... ..| 3260] 4/4175jaeghlmnprwx 
7p. Sedan Lim....} 5100} 4/4700) Deghkimnp 7p. Ene. Dr. Lim.} 3450] 4/3680/afghirtx 2-4p. Sp. Coupe. .| 975) 2 2p. Coupe........ 3265} 2/4182|aeghimnprtx 
rtx 4p. Coupe........] 3250] 2/3420jafghirtx 4p. Vict. Coupe.. .| 3275} 2|4176jaeghimnprtx 
5p. DeL. Sedan...| 3895] 4/3500/afghirtx 5p. Brougham... .| 3320] 4/4334/aeghlmnprtx 
7p. DeL. Sedan... .| 3995} 4/3600/afghirtx 5p. Sedan........ 3320} 4/4340)aeghimnprtx 
7p. Lim. Encl... .| 4045} 4/3660/afghirtx 5p. Wo, .| 3470} 4). mnprtx 
4+36” ; 
2p. Runabout... .} 5875] 2/4560/afghirx bp. Tour Bro’m.. .| 3835} 4/4566|aeghilmnprtx 
4p. Touring. ..... 5875] 4/4510|afghrx STEARNS- p. Sedan........ 3835] 4/4656|aeghlmnprtx 
PAIGE ‘‘6-45” 7p. Touring. ..... 5875) 4/4585 afghirx KNIGHT - Sedan Lim.. 3910] 4/4731|aeghlmnprtx 
5p. — Se nite $1095) 4]... .laeghnr 7p. Sedan....... 5875) 4/4815/a tx ““F.6-85” “AA Custom” 
2p. Cou ..+-} 1095] 2)2525/aghnr 7p. Lim. Encl... .| 5875} 4/4870 afghirtx 4p. Roadster... .. $3250} 2/4252|aeghkimnrwx || 2p. Coupe 3915] 2|4182jaeghImnprx , 
4p. Cab. PRdster .| 1295] 2/2615jaeghnr 3p. Coupe........] 6375] 2/4760lafghirtx 4p. Touring...... 3250} 4/4322jaeghjkimnrw {|} 4p. Vict. Pane... 3925| 2/4176jaeghlmnprx. . 
5p. Brougham... .| 1095} 2|2660jaghnr 4p. Cpe. Sedan. . .| 6375] 2/4795\afghirtx x 5p. Sedan.. weeeee 3995] 4/4340|aeghlmnprtx 
5p. Sedan........ 1195} 4/2760jaghnru 4p. Sedan........ 6375| 4/4830\afghirtx 4p. Cab. Rdstr...| 3550) 2]... | "es 2-4p. Cab C’pe.. | 3995) 2/4090|aeghimnprx 
“6-65” 7p. Ene. Dr. Lan.| 6000] 4/4895jafghirtx 
4p. Roadster .| 1495) 2)3055|aghmnrwz 7p. Sedan Land.. .| 6000] 4/4840/afgbirtx 5p. Cus. Sedan. ..| 3350} 4/4562 seghjklmno 
5p. Brougham... .| 1395] 2/3215|aghmnr 4p. Lim. Encl. ...| 6375] 4/4880\afghirtx 
5p. we a Bro’m..| 1395} 2/3115jaghmor 4p. Sedan........ 6475) 4/4805/\afghir 4p. Coupe........| 3450] 2|4527 seghkimno 
5p. Sedan........ 1495] 4/3280|/aghmnrux 2p. Coupe........| 6600] 2/4745\afghir VELIE 
“6-75 4p. Sedan Land.. .| 6600] 4/4800/afghirtx 5p. Std. Sedan... .| 3450] 4/4572 seghikimne “*Std. 50” 
ip. Touring. ..... 1655} 4/3420|aghmnrx 4p. Encl. Land... .| 6600] 4/4880)afghirtx 2-4p. Roadster $1165). .).... 
4p. Cab Rdster..| 1995] 2/3540\deghmnrx 7p. Fr. Limou. . 7500] 4/4740\afghirtx 5p. Sedan Lim... .| 3700} 4/4650 segkimno 3p. Coupe........] 1165) 2/2730jaehkmre 
5p. Sedan........ 1695) 4/3550|aghjmnrux 7p. Fr. Landau. ..| 8000] 4/4865 afghirtx 5p. Sedan........ 1165} 4/2810jaehkmr 
4p. Coupe... 1995} 2|3550|deghmnrx 5p. Cus. Sed. Lim.| 3700} 4/4637 =. 5p. Met. Sedan...| 1325]..|....jeghk 
ip. Sedan........ 1998] 4/3765|dghmnrtx rtx **Spec. 60” ! 
7p. Limousine 2145) 4/3805|dghmnrtx 7p. Sedan........ 3750| 4/4702/aeghklmno 5p. Club Ph’tn....| 1450} 4|3025)aehimnprx. 
85” rtx 4p. Coupe.. 1585} 2/3260|aehmnrux 
7p. Touring. ..... 2295) 4|3570|aeghmnprx 7p. Sedan Lim... .| 3950} 4/4800j}aeghklmno 5p. Spec. Sedan...| 1585] 4/3335|aehmnrux 
5p. Sedan........ 2355] 4|3700|aeghmnprux rtx 5p. Royal Sedan. | 1635] 4/3350/aehmorux. 
4p. Coupe........]| 2655} 2/3700|aeghmnprx *“G-885” . 
4p. Cabriolet... .. 2655 |23/690a|eghmnprx PONTIAC “6” 4p. Roadster..... 3950} 2/4448/aeghklmnrwx 
7p. Sedan........ 2655/43|910aleghmnprux 2-4p. Roadster... .| $775] 2|2160jah 4p Touring...... 3950} 4/4633|aeghjklmn : 
7p. Limousine. ...} 2795} 4/3950|aeghmnprux 2p. Cou - 775| 2|2275jah rwx ‘ 
5p. 2d. Sedan.. 775) 2|2375\ah 4p. Cabriolet... .. 4550| 2|4717|aeghkimnorx || WILLS 
4p. Sport Cab. . 835} 2|2345\a 4p. Coupe........] 4550] 2)/4882/aeghklmnor KNIGHT 
5p. Land. Sedan..} 895] 4/2460lah tx *“66-A” 
5p. Del. Landau.| 975] 4/2510jaeh 1) Sp. Sedan........ 4650} 4|4934|aeghklmno 2p. Roadster... .. 11850 2/3645|aghnrx 
rtx 5p. Touring. ..... 1850 4)3684 aghnrx 
7p. Sedan........ 4750| 4|/5027|aeghklmno 2-4p. Cab C’pe. .. 1995] 2/3700|aghnrx 
PEERLESS | rtx 4p. Foursome 5} 4/3975|aghnrtx 
“6-60” 5p. Sedan Lim....}| 4850} 4/5009|aeghjkimno 5p. Sedan........ 1995} 4/3975|aghnortx 
2-4p. Roadster... .|$1295] 2|2600 ) rtx 135” W.B | 
2-4p. C’pe Rdstr..| 1345] 412725 7p. Limousine... .| 4950] 4/5102|aeghklmno 7p. Touring. ..... 2406). .1.... 
op. Sedan........ 1345} 4/2895\a REO “‘A” rtx 7p. Sedan........ 2850) 4/4075/aghortx 
“6-72” 2p. Roadster. ....|.$168/5 |2...jaeghnr 7p. Limousine. . 2950 i075 
12614” W.B. ...Brougham.....| 1595} 2)... .|aeghinr **70-A”’ 
Sp. Coupe........| 2295] 2/3400]aeghjlmnrtx 2p. Sp. Coupe....} 1625} 2)....jaeghnr 2-4p. Roadster... .| 1350) 2/2965jaghnr 
p. Sedan........ 2395| 4|3475|aeghlmnrtvx 4p. Victroia...... 1845) 2)... .jaeghnr 5p. Touring. ..... 1295] 4/2900/aghnr 
_ 13314” W.B ec SEE 1845| 4/3700\aeghnrt STUDEBAKER 2p. Coupe........| 1295) 2/2815jagbnr 
‘p. Phaeton...... 1995] 4/3175/aeghlmnrx ..DeL ihe.. 1995) 4|....j/aeghnrt “Std. 6” 5p. Coach........ 1295| 2/3010jaghnr 
2-4p. Roadster... .| 2195} 2/3300|aeghImnrtwx “Wolverine” 3p. Du-Roadster. .|$1160} 2|2880)deghmnr 2-4p. Cab Coupe..| 1495} 2/2880/aghnr 
7p. Sedan....... 2595) 4/3675jaeghImnrtvx || 5p. Brougham ...| 1195} 2/2960/aehine 5p. Cus. Tourer. .| 1165}. .|3080\deghmnr 5p. Sedan........ 1495} 4/3105jaghort 
’ 
KEY TO SYMBOLS: 
A— Wood wheels with spare. D— Disk Lene 2 with spare. i—Trunk and trunk rack. o—Car heater. v—Vanity set. 
a— Wood wheels. d—Disk wheels. j—Trunk rack, no trunk. p—Cigar lighter. w—Windshield wing». 
B—Wire wheels with spare. e—Front and rear bumpers. k—Spare tire. r—Rear traffic signal. x—Clock. 
vu— Wire wheels. f—Front bumper. 1—Spare tire lock. _ s—Spotlight. *—Overall length. 
C—Optional wheels with spare. g—Shock absorbers or snubbers. m— Engine heat indicator. t—Vanity and anening set. §—Prices on application. 
c—Type of wheeis optional. h— Automatic windshield wiper. n— Dash gasoline gage. u—Smoking set. 
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Nothing less than a quarter-century s experience in the manufacture of 
fine motor cars— lus the facilities of the Sreat General Motors Cor- 
poration—could ave made the LaSalle possible at today’s price. The 
La Salle overshadows any six-cylinder car, and compares with but a 


single eight—the famous 90-degree, V -type, eight-cy inder Cadillac. 
FOR A SMALL DOWN PA YMENT~ with the appraisal 


value of your used car acceptable as cash you may possess a 
La Salle on the liberal term-payment plan of the General Motors 
Acceptance Corporation the famous G. M. A. Gc. plan. 


CADILLAC MOTOR CAR COMPANY 


DIVISION OF GENERAL MOTORS CORPORATION 
DETROIT, MICHIGAN OSHAWA, CANADA 


LASALLE A 


From $2495 to $2685, f. o. b. Detroit Z 
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Oldsmobile’s advertising policy is for understatement rather than 
overstatement. The past proves that. And Oldsmobile owners 
will vouch for it. 

But understatement would be overdone if we failed to call atten- 
tion to the actual fact that Oldsmobile at its new low prices is far 
and away the most in motor cars ever available at $900 and less! 


This is not mere claim—check its features for yourself: 





40 Lhead Six-Cylinder Engine Easy-Shift Transmission 

pay oe ‘Twin-Beom 

ul Filer 3 to 4 cil changes a year) Sewering 
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TwoWay Cooling 1!) Linch Wheelbase 
Three-Way Pressure Lubrication DoubleOffeet, Low-Graviry brame 
High-Velociy HotSection Manifold  DucoPach ae . 
Silent Chain 

Full Spark Coocrol Rear 
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i Deoury of line and complete agvointment in Pches Bodies wh Gortows new cob 








a Two-Door Sedan or Coupe, °875; Four-Door Sedan, °975; 

E Roadster De Luxe or Touring De Luxe, °895; Landau De Laze, °1075. 
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This advertisement appeared 
ts in the Saturday Evening 
Post and other magazines 
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Here are your biggest 


Patch and Plaster Months 


ULY, August and September are vacation months—months when 
there is more touring, more punctures and blowouts to be repaired, 
and more Las-Stik Patch and Plaster needed. 


Las-Stik Patch, and its companion the Las-Stik Balloon Tire Casing 
Plaster enable the motorist to make his own tire repairs—repairs 
that fuse and weld themselves to form an integral part of the tube 
or casing. 


They are permanent repairs in every sense of the word—as good and 
lasting as any the motorist could have made for him. 


Advertising has told the motoring public of the absolute dependability 
of the Las-Stik Tire Repairs. Are you getting your share of the 
business? 


Ask your jobber’s salesman why it pays to build your patch and 
plaster business on Las-Stik. 


THE LAS-STIK PATCH MFG. CO. 
Hamilton, Ohio 


PATCHES PLASTERS 


TIRE rReEpaIR®S 
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Budd-Michelin Dual Wheels 


Abbott Downing Truck & Body Co. 


Acme Motor Truck Co. 


American LaFrance Fire Engine Co. 
American Car & Foundry Motors Co. 


American Motor Body Co. 
American Motor Truck Co. 
Armleder Motor Truck Co. 
Atterbury Motor Car Co. 
Autocar Co. 

Bachus Motor Truck Co. 
Baker Motors Co. 

Bessemer Motor Truck Co. 
Bethlehem Motors Corp. of N. Y. 
Biederman Motors Co. 
Brook Stearn Motor Co. 
Brockway Motor Truck Corp. 
Cadillac Motor Car Co. 
Canton Truck Co. 

Century Motor Truck Co. 
Clinton Motors Corp. 
Clydesdale Co. 

Commerce Motor Truck Co. 
Commercial Truck Co. 
Corbett Motor Truck Co. 
Cummings Car & Coach Co. 
Day Elder Co. 

(See National Motors Co.) 
Denby Motor Truck Co. 
Diamond T Motor Car Co. 
Dorris Motors, Inc. 

Duplex Truck Co. 

Facto Motor Truck Corp. 
Fageol Motors Co. of Ohio. 
Fageol Motors Co. of Oakland. 
Federal Motor Truck Co. 
Flint Motor Co. 

Ford Motor Co. 

Fifth Avenue Coach Co. 

Four Wheel Drive Auto Co. 
Fulton Motor Corp. 

Garford Truck Corp. 

Gary Motor Corp. 

General Motors Truck Co. 
Goodwin Car Mfg. Co. 
Gotfredson Truck Corp. 
Gotfredson Corp., Ltd., Canada. 
Graham Brothers 

Gramm Motors, Inc. 











Gramm-Bernstein Truck Co. 
Gray Motor Co. 

Guilder Engineering Co. 
Hahn Motor Truck Co. 
Hal-Fur Motor Truck Co. 
Harman Knowles Co. 
Harvey Motor Truck Co. 
Hawkeye Truck Co. 

Healey Aeromarine Bus Co. 
Tioffmester Gifford Co. 
Indiana Truck Co. 
International Harvester Co. 
International Motor Co. (Mack) 
Kankakee Truck Co. 

Kearns Dughie Motor Corp. 


Kelley Springfield Truck & Bus Co. 


Kenworth Motor Truck Corp. 
King Zeitler Co. 

Kissel Motor Car Co. 

Leiber Motor Truck Co. 
Lange Motor Truck Co. 
Larrabee Deyo Motor Truck Co. 
Leyland Motors, Ltd. 

Luxor Cab Mfg. Co. 

Maccar Truck Co. 

Mason Motor Truck Co. 
Master Motor Truck Mfg. Co. 
McGuire Cummings Mfg. Co. 
Menominee Motor Truck Co. 


Minneapolis Steel & Machinery Co. 


Moreland Motor Truck Co. 

Morrisey Motor Car Co., Inc. 
(Bridgeport). 

National Motors Mfg. Co. 
(Day Elder). 

Nelson Le Moor Truck Co. 

New England Truck Co. 

Northway Motors Corp. 

Pierce Arrow Motor Car Co. 

Pittsburgh Motors Co. 

Rainier Motors Corp. 

Rauch & Lang Co. 

Red Ball Transit Co. 

Rehberger & Son. 

Relay Motors, Inc. 

Reo Motor Car Co. 

Republic Motor Truck Co. 

Rowe Motor Mfg. Co. 


BUDD 


WHEEL COMPANY 


Detroit 








Royal Motor Coach Co. 
Ruggles Motor Truck Co. 
Sanderson Cyclone Drill Co. 
Stein Koenig Co. 

Studebaker Corp. 

Sanford Motor Truck Co. 
Schacht Motor Truck Co. 
Selden Truck Corp. 

Service Motors, Inc. 

Seiberling Truck Co. 

St. Louis Car Co. 

Standard Motor Truck Co. 
Stearn Appliance Corp. 
Sterling Motor Truck Corp. 
Stewart Motor Corp. 
Stoughton Wagon Co. 
Thornycroft, Ltd. 

Traylor Engineering & Mfg. Co. 
Union Motor Truck Co. 
United Motor Products Co. 
United States Motor Truck Co. 
Versare Corp. 

Victors Motors Inc. 

Walter Motor Truck Co. 

Ward LaFrance Motor Truck Corp. 
White Motor Co. 

Wilcox Trux, Inc. 

Wisconsin Motor Coach Co. 
Witt Will Co. 

W. E. Wright Co. 

Yellow Truck & Coach Mfg. Co. 
York Motors Co. 





Ahrens Fox Fire Engine Co. 

Hale Fire Pump Co. 

Kenosha Fire Engine & Truck Co. 
Maxim Motor Co. | 
Seagrave Corp. 

Stutz Fire Engine Co. 





Fruehauf Trailer Co. 

Chas. Hvass & Co. 

Old Hickory Trailer Mfg. Co. 
Lapeer Trailer Co. 

Spencer Trailer Co. 
Trailmobile Co. 

Warner Trailer Mfg. Co. 
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of Radio Units 


“A** Socket-power Unit with HIGH and LOW 
charging rate. Type A-100. 

*‘A’’ Socket-power Unit with RELAY in addition 
to HIGH and LOW charging rate. Type A-101. 
Socket-power Trickle Charger. Type C-300. 

**B” Socket-power Unit, with automatic relay, 
automatically controlled by radio set switch. 
Type B-200, capacity 40 mils at 180 volts. Type 


that make the winner 











The qualities 


are found in 
VESTA Batteries / 


N° ordinary man—no ordi- 
nary plane—could accomp- 
lish the feat performed by Col. 
Lindbergh. 


There are millions of men but 
only one Lindbergh. Quality 
stands out above the mob. ¢ 


Vesta Batteries are built of the 
same qualities—for OUTSTAND- 
ING PERFORMANCE. It is a 
mighty fine line with which to 


build good-will. 


VESTA BATTERY CORPORATION 
2100 Indiana Avenue, Chicago, III. 








The VESTA Isolator Battery 


The leader in a complete 


price-range line 


The famous Vesta ISOLATOR principle 
which locks the plates apart—firmly in 
place—minimizing plate buckling and 
short circuiting. 


ONLY Vesta has this isolator feature— 















B-201, capacity 60 mils at 180 volts. 


every radio purpose. 


Vesta Battery Corporation, 2100 Indiana Ave., Chicago, U.S. A. 


RADIO ® 
Please have the Vesta Central Distributor near me submit the Vesta Dealer Plan. RADIO BATTERIES LJ POWER UNITS 


ive—a selling point of 


great value to the dealer and longer ser- 
Vesta Quality Radio Tubes—a complete line for vice to the owner. 


VESTA. 





M. A. 7-27 
AUTO AND 
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Universal Joint Discs 


When a Vitalic universal joint disc goes into a man’s car 
it means two things. — First, that he has gotten the ideal 
replacement unit, and second, that the man who put 
it in knows his business. 


Vitalic products are sold exclusively through the jobber, 
and at retail exclusively through garage and service men 
who believe in satisfaction for their customers and profit 
for themselves. 











Continental Rubber Works, 
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4. 7-27 CHAS. C. KERNER, 152 Chambers Street, t ]| New York, Exclusive Foreign Representative 
ITS “Tougher than Elephant Hide’’ 
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Every month sees more Prest-O-Lite dis- 
tributors on the list of those who order in 
car-loads—and not all of them are in the big 
cities. 

As a matter of fact, distributors in many of 
the smaller cities are handling Prest-O-Lite 
Batteries in car-loads. There is a reason for 
this success. 


Distributors handling batteries, tires or any 
other automotive accessories, and traveling 
definite territories would do well to investigate 
Prest-O-Lite possibilities. , 


PREST- O-LITE STORAGE BATTERY SALES 
CORPORATION 


INDIANAPOLIS, INDIANA 
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@/ EAGLE - $6.00 


Eaglet - 4.00 


With Initial or Emblem 
Plate 
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Permanent Protection 
for the Cap Itself De Luxe Soules $8.50 


De Luxe Junior 7.50 
eAnd for Motor Meter or Ornament With Genuine Onyx Balls 


When it is said that KEYSTONE Caps are Theft-proof it 
means the Cap itself is attached to the neck of the radiator 
so securely that a thief with the strength of Hercules cannot 
remove it with the hands. 






It also means that the patented slotted disc washers used in 
KEYSTONE assembly, locks the stem of Motor Meter or 
Ornament to the cap-cover vise-tight, so it cannot be re- 
moved without destroying the unit completely. 


KEYSTONE Caps, all models, afford perfect protection for Senior (all nickle) $4.50 
every part in every way. The convenience and utility of Junior (allnickle) 3.50 
KEYSTONE are the permanent possession of owners who 
buy parts as carefully as they buy their car. 


The mounting of ornaments, as well as meters, on KEY- 
STONE Caps is bringing new business through the assur- 
ance of double utility, absolute safety of investment and the 
beauty of KEYSTONE exclusive designs. 


These time-proven and accepted features found only in KEY- 





The convenience of 
STONE Caps are more important now than ever before. the hinged cover, 
If your dealer cannot supply you, which tilts back- 


ward for radiator fill- 
ing, is a Keystone 
feature well worth 


THE NORLIPP COMPANY the price of the cap 
568 West Congress Street Chicago, Illinois to any car owner. 
The meter or orna- 


ment locks to hinged 
cover by means of a 
special slotted disc 


write us direct 








washer expanded 
~ into stem. Se 





sELF-10 NG Ask your jobber for 
RADIATOR CAPS this counter dem- 
onstrating 
stand. 
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(an you write a 
letter like thts 


ELCAR MOTOR COMPANY . ELKHART, INDIANA 
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We doubt it. There is only one 
Shock-less Chassis, and no other 
chassis can equal its perform- 
ance. It can be safely demon- 
strated on roads that would or- 
dinarily be avoided—you can 
drive an ELCAR with the Shock- 
less Chassis over rough going at 

















Ch casiaieeiaieialecalila th 
about the car you handle now? 






THe BasTon-PRENTICE Co. 


o:'sTR evuToRrs 


@300 €vcrio 4vEnve 
CLEVELANO, OHIO 


April 22, 1927 






OCR’. Pwernrce 


ewure@es S$ SOL.ETOr 





Elcar Motor Company, 
Elkhart, Indiana. 


Gentlemen: 


We were enthusiastic when we saw the 1927 Elcar with 
the Shock-less Chassis just before this year's Shows, 
but we know now that we were by no means enough S06 
Now that we had several months of experience with the 
Shock-less Chassis, we know that we can make claims 
for it that we'd never dare make for any ordinary 
chassis, and back them up. We can out-demonstrate 
anyone else on the WRow" here, and we're outselling 
those in our price class. 





Very truly yours, 
THE BASTON-PRENTICE CO. 


Aa bast: 


President 











speeds 10 miles an hour in ex- 
cess of those you’d dare try in 
any other car. You can’t help 
selling such a car, and you can’t 
help making money on a fran- 
chise as liberal as ours. Write 
for the facts that prove the lib- 
erality of that franchise—today. 
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Let Compressed Air Do 





More of Your Shop Work 





TWO-GUN COMBINATION PAINT SPRAY UNIT 


Garages, repair shops and the service 
departments of car dealers who have 
U. S. Combination Paint Spray Equip- 
ment are finding literally scores of 
operations that can be done by com- 
pressed air more efficiently and more 
quickly than by hand. The Model 
PSE-26 illustrated above, supplies suf- 
ficient low pressure air for the con- 
tinuous operation of two paint guns 
or for one paint gun and ample high 
pressure air for an unlimited number 
of shop operations. Among the shop 
operations quickly done by air are the 
following: 


Inflating tires 
Spraying springs with 
penetrating oil 
Blowing carbon 
Cleaning parts at bench 
Cleaning generators 
Cleaning motors 
Cleaning radiators 
Blowing out bolt holes 
Drying gas tanks 


Besides these small operations, the 
same U. S. Equipment will operate 
air lift grease racks, pneumatic doors, 
high pressure grease systems or air 
actuated gasoline pumps, and in per- 
forming these multiplied tasks 


Will Increase Your 
Profits 


Please _Check 


AIR bs 
COMPRESSORS (1 


PAINT SPRAY (7 


CAR WASH CC] 
EQUIPMENT 





















N these days of the flat rate 

charge system, the garage or 

service department which sees 
the time-saving possibilities in com- 
pressed air is doing more work and 
earning more money—not to men- 
tion the increased good will which 
is sure to result. 


The actual experience of shops 
which are making full use of com- 
pressed air through U.S. Combina- 
tion Equipment makes interesting 
reading. Any garage can put com- 
pressed air to work at increasing 
profits. The equipment will soon 
pay for itself. 


If you want more complete details, 
fill out the convenient coupon be- 
low and mail it today. 


THE UNITED STATES AIR 
COMPRESSOR CO. 


General Office and Factory: 
5304 Harvard Avenue Cleveland, Ohio 


Eastern and Export Office: Fisk Bldg., New York, N. Y. 
Western Office: 927 Santa Fe Ave., Los Angeles, Cal. 
Cable Address: Airpressor—All Codes 


Print Name 
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——— Calibrated in 1-lb. units—10 to 50 

— lbs. Easy to use on any type wheel. 

a Other types for High Pressure, Truck 
and Bus Tires. 


you know 


these facts 
about the 


Schrader gauge 


They are important facts... facts you should tell your customers 























HE Schrader Tire Gauge 
operates on the simplest 
possible principle—“‘direct ac- 
tion.” It has no delicate parts 
—no complicated mechanism. 


Your customers can drop 
this gauge on the hard garage 
floor — throw it into the tool 
box. It will still give depend- 
able service. 


This is the story we are now 


TIRE 


VALVES 


telling in our national adver- 
tising — advertising reaching 
millions of motorists every 
month. Tell your customers 
this same convincing story. 
Show them why they should 


A. SCHRADER’S SON, Inc., BROOKLYN 
Chicago Toronto London 


Schrader 


Makers of Pneumatic Valves Since 1844 


buy a Schrader Gauge and use 
it regularly. You can increase 
your gauge profits by concen- 
trating on Schrader Gauges. 





Here’s the Schrader 
Reddy Seller all ready 
to go to work in your 
store. Sent Free with 
a small assortment of 
Schrader Gauges; 
Valve Insides artd 
Valve Caps. Ask your 
Supply House. 














\ + TIRE GAUGES 
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that 
mean 


Quicker / 


Sales ; 


Mohawk, the Originator and the Pioneer in One 
Dial Radio, again this year has amazed the Radio 
world with values and features so far surpassing 
expectations, that the Mohawk line literally 
knows no competition. 3 


Mohawk dealers, appreciating this fact, make 
greater profits because they make quicker sales! 
The masteriul Mohawk line is easier to sell. In 
it is embodied every element of sound value. 
Listed below are the great features which are the 
Mohawk challenge to the industry. 


{1} Radio’s most practical innovation—the exclusive 
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6 Great Mohawk Features 





PAWNEE 
CONSOLETTE— 
Withfrontremovable 
panel battery compart- 
ment. Designed with- 
out built-in Loud 
Speaker. 


List $85. 














SEMINOLE SPANISH 
VARGUENO CON- 
SOLE — With patented 
Mohawk pyramid Loud 
Speaker. 

List $245. 


Other Mohawk models at 
$65, $120, $150 and $185. 
For A.C. Electric Opera- 
tion all Mohawk sets are 
$100 above Battery oper- 
ated list prices. 





Mohawk Interchangeable Drawer Unit outstrips competition as it cuts cost and lowers 
prices — yet allowing greater profits. Look at the Mohawk prices! 


{2} Performance of Mohawk’s 6 Tube Shielded One Dial set constitutes leadership 
in one dial achievement, because Mohawk is the Originator and the Pioneer in the one 


dial field. 


{3} Amazingly low price range offers complete line of fine values, ranging from $65 
to $245. Mohawk reaches every sales channel effectively. 


{4} Consoles of incomparable beauty, charming, smart, befitting the smartest appoint- 
ments. Note the deft cabinet work and the subtle grace of the consoles pictured. Mohawk 
combines luxuriously built furniture with the best mechanically and electrically con- 
structed Radio. 


{5} And, too—A.C. Electric operated sets available this year. Complete with acces- 
sories and here, too, amazingly low in price. 


{6} Unqualified factory support backs Mohawk sales with complete co-operation. The 
Mohawk Dealer Franchise stands a stalwart guardian — your sound substructure, on 
which to build a profitable business. 













Building Them Better 
Pricing Them Lower 
Selling Them Faster 


Write today for complete details of Mohawk’s invincible 1927-28 line. 
Mohawk values mean quick sales. Act now to profit 
on your new season’s business. 


MOHAWK CORPORATION 
OF ILLINOIS 


Established 1920—Independently Organized 1924 
2216 Diversey at Logan Blvd. 
CHICAGO 


6 TUBES —SHIELDED 
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SPARK PLUGS 











—W hat Is Involved In Selling? 


The Article .... 
Advertising ...... 


Window Trim—Signs—Posters—Counter Displays 


MOTOR AGE 





But Most Important ...... SELLING 


The M 


anufacturer Provides the Article... . 


Advertises it........ 
Supplies Window Trims, Signs, Posters and Counter Displays 


BRB” the most important thing in moving 
goods is SELLING... that is the work the 
dealer and his organization must do, to use the 
material supplied, to show customers why it 
is to their advantage to buy new articles, or 
renew what they have. 


Many dealers put in trims, display posters, 
signs, etc., yet the goods stay on the shelves. 
This because these things become like a pair 
of crutches to the dealer—like a pair of 
crutches used by a man who is not lame. 


How You Can Sell More AC Products 


~ SPARK PLUGS 


ne in sets. A new set can be sold to every owner 
after his plugs have run a certain mileage—approx- 
imately ten thousand. To do this, the dealer should 
ask owners how long they have used their spark 
plugs and sell them a new set to improve motor 
performance. Have a good display of AC Spark 
Plugs in windows as well as on counters and shelves. 


AC OIL FILTERS 
The AC Oil Filter, after a certain mileage, will be- 
come filled with the dirt it has removed from the 


oil, and only by installing a new cartridge can the 
owner be assured of continued efficient lubrication. 


You can get this cartridge business by checking the 
filter on every AC Oil Filter equipped car that comes 
into your place, recommending a new cartridge 


AC Spark phot Compan, 


A C-SPHINX 


Mak : | Shar Pluie 
Birmingham ges ‘G Opare | 


ENGLAND Cleaners AG Oil Filte) 


ir%@ 
SPEEDOMETERS 


_ _ _ tie tiie 


f Lo 
bX we 


The dealer leans on them—depends on them 
to sell his merchandise—and his business hob- 
bles along. He could do better by throwing 
the crutches away and going after business 
without their aid. But still better, he can use 
them in conjunction with his own efforts by 
adopting the suggestions they contain in talk- 
ing to customers— pointing out why a new 
article or a renewal of what they have will give 
better service — will be an improvement on 
what they are using. 


when needed. 

By telling the owner of its advantages and econ- 
omy, you can also do a good volume of business 
on the complete AC Oil Filter for cars not already 
equipped with this device. 

AC SPEEDOMETERS 

Because Ford cars are not speedometer equipped 
and every Ford owner needs and wants a speed- 
ometer, there is a big business for dealers on speed- 
ometers if they go after it. 

Point out to Ford owners that the AC Speedometer 
tells them how fast they are going and how far they 
have gone and enables them to check their oil, gas 
and tire mileage; also that the AC Speedometer is 
a full size speedometer registering speed, total and 
trip mileage—the same as used on AC Speedometer 
equipped cars. 


FLINT, Michigan 


10. She. A; AC-TITAN 
“a Levallois-Perret 
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OIL FILTERS 


Over 200 of the world’s most successful manufacturers use one or more, or all of these AC Products 
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Is Something for Nothing 
Always “Worth Just That’? 


T occasionally happens 
that the manufacturer of 

a product that 1s good, elects 
to introduce“it by the distri- 
bution of free samples — or 
by the method of a free trial 
with returning privileges in- 


cluded. 


This does not mean that the 
manufacturer is giving his 
product away, nor should the 
free feature belittle it in the 
minds of the trade. 








and free trials is legitimately 
charged to marketing ex- 
pense — and should reflect a 
the manufacturer's con- 
fidence in his product to sat- 
isfy, and make good. 


JoTor AGE 


Chestnut and 56th Streets 
_ - .Philadelphia, Pa. 


The cost of free samples | 
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Cooper Special for Abs Ye . we ? 7 
Chevrolets 3 ety Se Sad ‘ cana” “Maaaiaiemacaee TPES OSS ct ie Cae 
A motor testing valve in wide ASS | E CRS & Ee a re a 
demand due te the increasing SNe + Simba Pae”. ~, 
number of Chevrolets being 
sold. Fits all models—simple 
installation—easy to sell—in- 
creases power—saves gasoline— 
xo blows out carbon. 


me List Price $4.00 ine ‘ . = a 
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The Junior Dash Control is a 
‘very'good device at a low price. 
Brass and steel construction 
with nickel-plated T-handle. Is 
easily and instantly operated 
and very positive in action. Has 
working range of 3 inches and 
can be used with all motor test- 
ing valves, exhaust heaters, 
radiator shutters, etc. Packed 
in individual cartons with cable 
and pulley. 


List Price $1.25 


— 


Watch this publijcation next 
month. The first announce- 
ment of the Cooper Improved 
Heating Systems will appear. 
os The Cooper Profit Plan for 
fiw Dealers, something new in 
" heater merchandising, will be 


ready. Ask your Jobber or write | : 
If Profits Interest You—Try This 


} x; us. 
Sef - ‘ R ty ; 
3 Suggest to car owners who come into your place that a 
Cooper Valve insures better engine performance, more power and 
ae speed. Tell them how engine performance is so easily checked 
y opening the valve—point out the true advantages of having a motor 
testing valve on their cars. Many are just waiting for your suggestion 
to buy, and you will be surprised at the percentage who will tell you 
to install a Cooper. If profits interest you, follow this suggestion and ° 


check the results carefully. 
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‘Engine 






A steady selling, profitable motor necessity. 
Handsome —sturdy— positive in action. 
Easy to install. Used with Cooper Motor 
Testing Valves and Heaters, also radiator 
shutters, chokes, primers, etc. 


Clamp-on Dash Attachment 25c extra 





BE Tester 
“and Carbon 
‘Outlet Valve 
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/ 
f Cooper Valves Have Over 10 Distinct Advantages 
Y 1. It is the one scientifically designed 6. Increases power of motor. 
——, Y engine tester. 7. Saves gasoline. 
9 / Y}, 2. Blows out loosened carbon. 8. Self-cleaning. Mud, water and 
\_— Y 3. Easily and quickly installed. dust proof. 
4. Made with extra heavy flapper and 9. ‘Relieves all motor back pressure. 










A combination engine tester and 
carbon outlet valve. 


i~ 
eee on 


MIOOO aww 


spring. 10. 
5. Chatterproof. Silent when closed. 





List Prices of Cooper Valves from $2.50 for Fords 
to $§.00 for larger cars. 


COOPER MANUFACTURING COMPANY 
Marshalltown, Iowa, U.S.A. 


Exclusive Sales Representatives 


THE FULTON COMPANY, Milwaukee, Wisconsin, U.S.A. 
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T remained for “Sioux” to bring out the only real 


reamer for removing hard and crystalized carbon 
deposits from valve seats. It has an ingenious arrangement of 
tough, sharp teeth which bite right into the glazed surface, peeling 
it off with a few turns and leaving a smooth, even surface. Made 


in 30, 45, 50 and 60-degree angles. Used with regular Sioux 


pilot stems. 


In thousands of shops, the many advanced engineering ideas offered in Sioux 
Valve Seat Reamers have proved to be far-reaching contributions to ac- 
curacy, speed and economy on valve work—resulting in bigger profits. 


ALBERTSON @& CO. 
, Your Jobber Sells Them. | SIOUX CITY, IOWA 
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W/ ‘Ne TotRIsTRUNK 
EWS Ne TotrisTRUNK” 
~ Aspecially designed, practical autoluggage utility 
which‘clamps on running board of.all models of 


All Automobiles 


From the “Rord”’ to the ° “Rolls-Royce” 











WATERPROOF : 


acti i : A heavy Fabrikoid air- 

7 — i. tight, waterproof cover 
fits snugly over entire 
trunk, fastens with snap 
button fasteners. 
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Showing how ‘*Touristrunk’”’ clamps on new Chevrolet Imperial Landeau Sedan 


Ideal for Touring 


Every Car Owner Should Have 


HE “‘Touristrunk”’ has been specially designed and built for 

use on the running boards of all automobiles by our 
company, which is one of the leading luggage manufacturers of 
the country. It solves the auto luggage problem. Sturdy, steel 
covered body, reinforced by steel edges, steel draw bolts and Patented Spring Steel Clamps 
center snap lock. Heavy leather handle and corners. Size Seive Vibration Problem 
31° x 15° x 9° —immense packing capacity. Interior fitted 
with removable tray and four adjustable packing straps holding 
all contents safe, neat, unwrinkled. Lined with heavy texture 
paper. Clamps on to running board with two patented spring 
steel clamps, fitted with special spring draw bolts—cannot jar 
loose—no holes to bore in running board—quickly remov- 
able. Dustproof. Special waterproof cover fits over entire 
trunk. Beautiful in appearance, blue-green body and gray-blue 
bindings, black cover. 



































“ Two patented spring stcel clamps quick- 
ly fastened to running board, held rigid 


Retails profitably complete with cover $18.50 | Sy erunny ent eavawe. SUurenrwnns Heses 





; ‘ these clamps by heavy steel spring draw 
F. O. B. Milwaukee, Packed in sturdy carton bolts. Touristrunk cannot jar loose. 


Order Samples Now ? 


MANUFACTURED AND FOR SALE BY 


ABEL & BACH CQO. 


MILWAUKEE, WISCONSIN 
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CA RBURETER 


One third—one third 
of all cars and trucks 
now being produced in 
the United States are 


equipped with Carter 
Carbureters—one third! 





CARTER CARBURETOR CORPORATION, SAINT LOUIS 
Division of American Car and Foundry Company 
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Handle All ! 
Your Tappet Work N 


WITH THIS ONE 
“Superrench” Set 





\ A ] HY rummage around after tappet T Williams’ Tappet Set No. 1063, 1 
wrenches to fit each job? Williams’ shown above, contains six genuine 
“Superrench” Tappet Set No. 1063 reduces | | Lappet * benary page to st all | 
the wrenches you need’ to a minimum, and Snes feats 10: 7 eS 
; acked in roll case of heavy 
keeps them always together in a handy Olive Drab Teri, beund alone 
roll case. It contains only six Tappet. the edges and equipped with strap 
“Superrenches.” But they’re chosen care- i and buckle. ood 


fully to fit the tappets on 80% of all cars 
and trucks. 


Handy “Superrench”: Tappet Wrenches | ' 
save time and trouble in tappet adjustment. 
They’re extra thin, with narrow, pointed 
jaws and 15° angle opening. Ample length— 
8 to 9 inches—prevents burning your hands 
on hot engine parts. 





F | Knows About This 
orged from super tough Chrome- “9 vench” Tabhet Set 
Molybdenum steel, every wrench in this : wperrene app 


“Superrench” kit is guaranteed absolutely —A sk Him. 
against breakage. | 


J. H. WILLIAMS & CO. 


‘‘The Wrench People’’ 
New York BUFFALO ( Chicago 


Yai. LONG — THIN — LIGHT — STRONG 
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Your Jobber’s Salesman | 
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The “Shock Troops” of 


Progressive Selling 


HERE’S no doubt about it.— Progressive mer- 

chants in every line are depending more and 
more on counter display cabinets to help build up 
their sales.— These silent salesmen are always 
“up in front” — catching the customer’s eye — and 
pushing sales. They are the “shock troops” of 
progressive selling! 


Not since the start of the fan belt industry has any 
dealer help approached the Gilmer Cabinet for sheer 
selling ability.—It means clean stock, quicker sales, 
more volume—and the servicing of 98% of all makes 
of cars with a minimum outlay for stock. 


If you are not already supplied, get in touch 
with your jobber today 


L. H. GILMER CO., Tacony, Phila., Pa. 


Makers 
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of the Worlds 
Best Known Fan Belts J ! 
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Motor 
Generator 
Receiver 


Read those four features again, 
please! They mean just what they 
say. Here’s the radio receiver you can 
go off and leave for a year, and when 
you come back and turn the switch, 
in floods radio reception at full power. 
It never runs down. It can’t get obso- 
lete. No batteries. No eliminators. 
The same kind of power as the broad- 
casting stations themselves use—at 
last made possible in a home receiver 
—a silent motor and generator. Of 
course you know science has been 
trying to solve this ever since radio 
was invented. Of course you know 
this is what the public has been wait- 
ing for. Of course you know this puts 
every other kind of radio power into 
the old-fashioned class. Natural that 
it >hould have been worked out in the 
great Day-Fan laboratories, where the 
set was made which was adopted by 
Great Broadcasting Stations to listen 
to their own programs. 


It’s always been a great thing to bea 
Day-Fan dealer—but this year it 
simply means if you can get it, you’ve 
got success in your hand; and if you 
can’t, you’re going to buck hard com- 
petition. Write or wire for exclusive 
franchise proposition quick. 


38 Years Makers of 
Electrical Apparatus 


DAY-FAN ELECTRIC CO, 
DAYTON, OHIO ‘fo 


full i he 


AC Sets In Line Also! 


The new Day-Fan radio line, ready especially 
early this year, includes motor-generator sets, 
AC Tube sets, and battery operated sets, in- 
cluding the new Day-Fan Six Junior retailing 
at $65.00. Get particulars regarding territory 


From *65°2 up — 


now. 
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Send Coupon 


[] Distributor 





















Day-Fan Electric Co., Dayton, Ohio. 
Send me franchise particulars for: 


[} Dealer 


Day-Fan Motor Gen- 
erator Radio Receiver. 


To Picture shows 
DeLuxe Cabinet. 


Bottom picture shows 
motor generator unit 
which takes place of 
all batteries and elim- 
inators. 
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Lar Shops. and Small Ones 
ai mops at country are 





Simple 
Einctent 
Low cost 


Ralph M. McGee from Sheridan, Wyo., stated: ‘“‘We easily got enough 
additional profitable jobs to pay for the new apparatus the very first 
week.” That is the way they write. The Crowe pays for itself. One 
garage man calls it a mint. All talk about the perfect work it turns 
out and how pleased are customers. 

The Crowe sells for only $87.50. You will find it the best investment 
you ever made. Terms if desired. 


Write for Information about 
LISLE MFG. CO. 
819 E. MAIN ST. THe 
CLARINDA 





CUPPED WHEEL 


IOWA VALVE REFACER 


Also manufacturers of the new Lisle ayy (worn brake lining remover, lining 
cutter, reliner and tire chain mender— all in one). Slickest tool you ever saw. 
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That Touch of Smartness! 


Here’s a trunk that combines the utility of addi- 
tional carrying space, with a handsome appear- 
ance that makes it a worthy companion to any 
car. Built of high-grade auto body steel with 
crown cover mounted on full-length piano 
hinge. Rubber weatherstripped to eliminate 
dust and dampness. Finished in lustrous black 
enamel, or in Duco or lacquer to exactly match 
any standard body color. Heavy nickeled clasp 
locks and leather straps and handles in con- 
trasting colors add the finished “touch of smart- 
ness.” 


The MoToTRUNK line includes all 
necessary fittings for cars not equipped 
with a trunk rack. 


MOTOR TRUNK CoO. 


5950 Second Blvd. DETROIT, MICH. 


Moto! RUNK 














“2 


Many subscribers of MOTOR AGE, 
P who realize the value of its contents 

each week, route every issue regularly 
through their places of business to all 
departments. 


CHESTNUT and 56th STS. 





/MoTOR AGE 


There are Profit Making Ideas 
in Every Issue of 


Motor AGE 





As a means of business-building this is 
a profitable habit to encourage, both 
for the benefit of the organization and 
its individual members. It is always 


best to read MOTOR AGE every 


week, 





PHILADELPHIA, PA. 
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Swivel Joints ~ Flexible Shafts ~ Fibre Gears 








A Complete Line of 
Reliable Parts 


A-O-K (Swivel Joint for 
Siowart ‘Speedomeier. List for Speedometers 
75. 





Price, 


You can gain the recognition of an expert 
on speedometer repairs by relying on 
A-O-K Swivel Joints, Flexible Shafts and 
Fibre Gears. A complete line of these 
parts is carried in stock, enabling you to 
give your customers real service on any of 
these well-known makes. 





2 : Ne : on gy ee Stewart Warner 

wivel Joint can be changed ickli 

from _ right to ieft hand. AC Van Sicklin 

List Price, $3.00. Johns-Manville Jones 
Corbin-Brown Standard 


Special construction features of A-O-K 
parts guarantee them to be accurate and 
exceptionally long-wearing. You can sell 
them to users with the assurance they will 
give many months of trouble-free service. 








A-O-K Flexible Drive Shaft aie 
for Stewart Speedometer. Be the Speedometer Specialist of your 
List price, $2.25 to $3.00. town. Many desirable dealer connections 


are available. For literature, price lists 
and dealer discounts, write 
¢ 


Swivel Joint & Shaft Co. 
A-O-K Quality Fibre Gears. 


List price, $.15. Plymouth Indiana 
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A CLEAN-UP 


& 





The Lipman Master Two-Gun Spray Mist 
Car Washing Unit cleans up a car in record- 
breaking time—thoroughly—completely—with- 
out slightest damage to finish. Fine, pene- 
trating, fog-like mist cleans exterior—straight 
air renovates interior. Unit is powered by ef- 
ficient Lipman Four-Cylinder Compressor 
with ball bearing crankshaft and silent chain 
drive. Supplies ample air for all shop re- 
quirements. 


LIPMAN PUMP WORKS, 2306 ELEVENTH ST., ROCKFORD, ILL 


LIPMAN 














CHECK THIS FOR 
ACCESSORY PROFITS 


People today demand comfort and attractive- 
ness in motoring. LORENZ AUTOMO- 
BILE TRUNKS have big profit possibilities 
for you, with timely appeal and low sales 
resistance. 


Write us today for interesting descriptive 
literature and name of jobber near you, with 
details of our attractive offer. 


LORENZ TRUNK WORKS, INC. 


Automotive Division 





aa wr 
coe pos 


211-213 First Avenue, North 
Minneapolis Minnesota 
“A TRUNK FOR EVERY CAR” 
































Suggest a Second Spare 
Make a 5-Way Profit! 


Duplex equipment and a second 
spare tire adds that final touch 
of beauty and insures care free | 
motoring. Show room models 
so equipped help new car and 
accessory sales. Each Duplex 
sold automatically sells an 
extra tire, tube, rim and tire 





cover, 
DUPLEX 
Second spare tire There’s a second spare tire carrier 
carrier locks both for every make and model car. 


a Retail from $1.00 to $10.00. 
Get into this 5-way profit game. 


Write for _ catalogue. Duplex carriers are carried in stack 


by National Wheel and Rim Distributors and by leading Acces- 
sory Jobbers everywhere. 


TRIPP-SECORD & CO. 


642 Beaubien Street Detroit, Mich. 
MANUFACTURERS OF AUTOMOTIVE NECESSITIES 
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/FOLLETT'S 


Prints the year, month, day, hour, 


esting 
seriptive data. 





Learn the imter- 
details 
from our de- 


NEW 
MODEL 


accounts for every labor minute 


minute, A.M. 


moment the plunger is pressed—like 
this, for example: 


NOV I9 


Tells when a job is started—and when it is 
There can be no dispute déver the 


finished. 
time charge. 


Absolutely automatic — except for winding. 
Every machine guaranteed. 


Follett Time Recording Co., 217 High Street, ry N.J. 
“Established Since 1904” 









MOTOR AGE July 14, 1927 




















TIME STAMP JIMPLEY 


Piston Rings 
A Good Piston Ring Should 


not only stop oil pumping and carbon trouble but should 
also stop compression loss and piston slap. 


Only Simplex Rings Do All 
These Things 


Use the same cylinders and pistons without replacing 
anything but the rings—two to each cylinder. 


The Simplex Piston Ring Co. 


of America, Inc. 
1971 East 66th St., Cleveland, Ohio 





or P.M. at the exact 





020 4 35 PM 




















































Portable Electric 


DRILLS 


GRINDERS—POLISHERS 


Ask for Catalog 105 


The United States Electric Tool Co. 
Oldest Builders of Electric Drills and Grinders in the Worid 








Fine Fours, Sixes and Eights-in-Line 
LYCOMING MANUFACTURING COMPANY, Williamsport, Pa. 


(Years Ahead in Automobile Motor Efficiency 


Cincinmati, Ohio, U. S$. A. 

















Sells quick at $1.25 retail. 





‘TRADE MARK i. 
Gas Gauge for Ford 
Chevrolet—Overland—Star 


Types 


and all Stars sell at $1.50 


ext and “cy for 1926 Chevrolets 


THE AKRON-SELLE CoO. 








LYCOMING JMotors 
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PROTEX-A-MOTOR 
GASOLINE PURIFIER 


JUNIOR MODEL 


Fits Ford, Dodge, Chevrolet, Chrysler, 
Erskine, Essex, Flint, Falcon-Knight, 
Maxwell, Oakland, Oldsmobile, Over- 
land, Pontiac, Star, Whippet. Standard 
Model, $6.50. PROTEX-A-MOTOR 
MFG. CO., Pittston, Pa. 





$350 





| 























# BRUNNER 











AIR COMPRE SSORS 




















j yo always - 


something new just 


at hand for the - 











FAN BELTS 


GATES v° LINE 


RADIATOR HOSE 


THE GATES RUBBER CO. 


‘DENVER 


regular reader of 


USA: 
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ORRVILLE 


500 Brant Bldg. 


Orrville Spring Governors 
Make Smooth-Running Profits 


Among the foremost popular sellers for easier riding. 
Simple in operation and easy to install. 

rebound and control the springs against ‘ 
Ask for illustrated literature and discounts worth while. 








Check the 
*‘galloping’’. 


SPRING GOVERNOR CO., INC. 
Canton, Ohio 
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Tests Compression 

Locates all knocks, 

leaky valves and rings ry 
Locates Piston Slaps 

Eliminates guesswork 

SELLS MORE JOBS 

If your Jobber cannot supply you, write us. y & @ Pp @ -P @ re | 


HAMMETT MBG. CO., Kansas City, Mo. 
PSDIAT 


Damageproof against repeated boilings and freezings. Built to last the full 


Trunks, Trunk Carriers, Pumps, Bumpers, Jacks ANDI 
life of the car. Complete radiators for Fords, Chevrolets, Dodges and 


See our combination trunk, trunk carrier, spare tire 
Maxwells. Cores for all cars and TRUCKS. If not at your jobber’s, write 


carrier and bumperette. COMPLETE line for all 
irect. 
J. C. Black Mfg. Co., Inc., Oil City, Pa. 


cars. Write for prices and nearest jobber. 
Here Is Something to Sell! The Joodn to Gite 
A piston ring, on the principle of a packing ring, that gives —_ and always will be. 
remarkable reswits in service, is used in thousands by auto- 
mobile factory branches for replacement—and have a profit 
worth while. WRITE FORK DETAILS. JORDAN 
THE CORK-SEALED PISTON RING CORP. ¥ 
2332 Michigan Avenue, Chicago 
Factory: Denver, Colo. 
Canadian Distributors: Purser, Bull & Co., Ltd. Jordan Motor Car Company, Ine. 
Toronto, Canada. | Cleveland, Ohio 


THE BELLEVUE MFG. CO. Bellevue, Ohio 
Shop 


Equipment 


for Battery and 
Electrical Service 
4358 Roosevelt Road Chicago, Illinois 


ELLOG 


COMPRESSORS 


































































































































WIRE OR WRITE US FOR NEW OR USED 


| TIRES—PARTS—ACCESSORIES 


IF IT’S FOR AN AUTOMOBILE WE HAVE IT! 
SEE OUR NEXT DISPLAY IN MOTOR AGE 


STATE AUTO PARTS CORPORATION 
2011-13-15 S. State Street, Chicago, Ill. 
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FREDERICKS 


Rewinds 


New low prices: Rewinding or exchanging any 
two unit type of automobile generator or 
starter armature, $2.50. Any type of Ford 
armature $1.50. Special prices on Ford 
armatures in quantities, 


H. M. FREDERICKS CO., Loek Haven, Pa. 









Pump More Air per 
Horsepower with 


Less Oil 


Kellogg Mfg. Co., Rochester, N. Y. 






mS TS 

























It’s a Permanent Repair! 


Have a can of CONNEAUT PLASTIC 
METALLIC PACKING in your garage and 
ready for the fellow who says he can’t 

keep his water-pump from leaking. 
All sizes in One can. Stocked with your 
Jobber. 

1 lb. can $1.75 per Ib. 

5 lb. can 1.60 per lb. 

Manufactured by 


prevent tHE CONNEAUT PACKING COMPANY 
This! Conneaut 


NEXT WEEK 
—is the time to read next week’s issue of MOTOR 


AGE, as you are reading this week’s issue this week 


Motor AGE Finest CARBURETORS 


If jobber does not stock 
write direct 


Genuine 
APEX Innerings 


Guaranteed to stop oil pumping 


THOMSON MFG. CO. and piston slap and renew mo- 


Dept. 21 Peoria, Ill. tors without re-boring. 

























































































Chestnut and 56th Sts. Phila., Pa. The Wheeler-Schebler Carburetor Co. _ Indianapolis, U. S. A. 
CL 
ASSIFTED ADVERTISING = CLASSIFIED ADVERTISEMENTS C. L. PARKER 

Ten cents a word is the rate for all undis- Su-Exominer U. 5. pagan Omes 
P “y ed advertisements set solid, regular want WISH to arrange with manufacturer to msiee Attorney-at-Law and Solicitor of Patents 
ad style; minimum charge $1 an insertion. and sell patented Universal Wheel and Gear . 33: . . Cc. 
All capitals, 12¢ a word; all capitals, leaded, Puller. On royalty basis or otherwise. Henry McGill Building, Washington, D 

T. Riberdy, 1127 N. Court St., Rockford, Ill. Patent, Trade Mark and Copyright Law 


Se a word. Payable in advance. 
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Every Dealer and 
Dealer’s Salesman 


Will Profit from P. D. P. 





This Purchasers Disability 
Insurance Policy is made a 
part of your time-payment 
contract for a few dollars 
added, with the knowledge 
of the purchaser, to the down 
payment. It costs you noth- 
ing, but provides protection 
to you against repossession 
loss or legal difficulties from 
non-payment due to sickness, 
accident or death of the pur- 
chaser. 








Purchasers Disability Protection affords every new 
and used car salesman with the best closing point 
he ever had—the prospect’s assurance that his time 
payments are taken care of, in case of inability to 
meet them through sickness, accident or death. 


Don't take owr word for it 


Read What Dealers Say! 


“Permit us to say we think it is one of the finest things in the world. 
We feature it at all times and find it a great aid in closing sales. 
Nolan Chevrolet Co., Casper, Wyo. 


“Knowing, as we do, the full value of the Auto Deferred Payment 

insurance that you carry and the rapidity with which adjustments are 

made, we insist that our customers carry this insurance.” : 
Ginn & Homer, Inc., Detroit, Mich. 


“It breaks down the line of sales resistance and directly we have sold 
many cars that we would have been unable to sell otherwise.”’ 
Cross Motor Sales Co., Murphysboro, [Il. 


“Every car that is sold by us is sold with Purchasers Disability 
Insurance, and the cost is added into the contract. We make no 


exceptions in this respect.’’ 
Spiers Motor Co., Knoxville, Tenn. 


LEEROR 





















a ee Rop 
Dish mos 
W's: AY S CO. 
OO 
51 MAIDEN LANE NEw YORKCITY 


Now mail the coupon and get the details of how P. D. P. 
will protect your sales. It costs you nothing. 








W. S. Mays & Co., Inc. 
51 Maiden Lane 
New York City 


Insurance to commence 


Send me forms and instructions for covering my time payment 
sales with Purchasers Disability Protection. 
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When “Titanic” Gets Jolt, the 
Hump Center Gives, but 
Does Not Break 


It takes a whole lot more than “hard going” 


to get the best of a Tuthill Titanic. When 
the sturdy Hump Center is called upon to 
resist the effects of a road shock, it has power 
enough and more to do so. 


Tuthill Titanics are extra-powerful, but they 
are easy-riding. ‘They are strong, because they 
are made without bolt-hole or nib which 
weakens the structure. They have all the 
resiliency which highest grade alloy spring 
metal can give them with ample strength for 
flexion without breakage. 


Many dealers, repairmen and mechanics use 
them on their own cars. That’s a recommen- 
dation for service and easy-riding which is 


the best. 


Ask your jobber’s salesman for literature and 
about our advertising helps. 


When “price” is a factor in mak- 
ing a sale, remember that Tuthill 
“Equipment” Springs are of good 
quality and low in price. 


Tuthill Spring Co. 
760 Polk St., Dept. 779, Chicago, IIl. 


Quality Spring Makers for Nearly Half a Century 
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The Balanced Piston Ring 


a 


Another Step Toward 
the Ultimate 
Vibrationless Motor! 





Balanced Crankshafts! Balanced Pistons! Balanced 
Connecting Rods! Everthing balanced except 
piston rings. And an unbalanced piston ring causes 
unequal compression - unequal wall-drag - un- 
equal lubrication. It throws everything else out of 
balance. 


Now we offer - BALANCED PISTON RINGS! 


Diamond Piston Rings have uniform dimensions 
and exert an equal radial (outward) pressure in all 
directions, while others vary as much as four 
pounds per ring. This has been thoroughly proven 
by our specially constructed Radial Thrust Gauge. 


Let us send you the name of the nearest 
DIAMOND Distributor - and proof of the balance 
and accuracy of DIAMOND PISTON RINGS. 


WARWOOD TOOL COMPANY 
PISTON RING DIVISION 


BALTIMORE, MD. 








July 14, 1927 


and a Better 
Oil Control Ring 


Diamond Oil Control Rings Have a combi- 
nation of features which make them the 
last word in positive oil control. 








1. Undercut at Bottom: 
Provides a sharp scraping edge which 
curls the oil away from the cylinder 
wall. 


2. Radial Slots: 
Allow excess oil to pass thru the ring 
and drain thru holes in the bottom of 
the ring grove. 

3. Lubrication Grove: 
Located above the slots, provides all 
the oil required to lubricate properly 
‘the cylinder walls and prevent the 
motor pounding at high speeds. 


JAMIN 
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Diamond 


Quick Seating 
Rings —for 
Quick and Lasting 


Results 
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ARTICLES OR SERVICE 


cede yreea-2997 


$2062 


BRAEKS 
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To insure safe sure stops Grafild Brake Lining 
has been specified for New York Fire A pparatus 


Car washing, driving rain, slush or 
puddles, frictional heat, cannot affect 
the smooth, positive grip of Grafild 
Brake Lining. It holds —wet or dry. 


Ask us how you can build up your 
business with Grafild Brake Lining 
and make bigger profits. 


Send for complete information 
on Grafild Brake Lining and ‘Service Testing.” 
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1. It holds, wet or dry. 2. Is Graph- 
ite filled, saving drums. 3. Is the 
only brake lining using graphite 
mixed with crude asbestos. 4. Keeps 
squeaks out longer, generally elimi- 
nating them. 5. Stops car evenly— 
prevents locking brakes — reduces 
tire wear. 6. Assures greater safety 
through lessvariance in foot pressure. 
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52 COURTLAND ST., PATERSON, N. J. 











Will He Find It?— 
No, It Isn’t There — 


X/ Z; He Needs This 
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He is looking for a particular kind of cable to do a wiring job on a 
car which just came in—rush—customer waiting—none too patiently. 


He is positive he had some of the cable somewhere, but the head Consult your Chilton 
mechanic isn’t around to tell him it is all gone. So he hunts. Directory for detail des- 


What they need here is a Packard Cable Department—an assort- cription of each of the fol- 
ment of 10 spools of cable, mounted on a handsome richly enameled lowing Trade Numbers 


pressed steel merchandiser. : 
which make up Packard 
When they get it, he won’t have to hunt any more. He will know A t tA. Trade N 
where the cable is and how much there is. He will never be caught SSOPEMENT £4. 4 TAGE INOS. 
without the right kind, for the assortment of 10 spools of 100 feet 90-52-71-46 -45-44-42-56- 
each, takes care of any car on the road. 113-43. 


If you have ever turned the shop upside-down looking for cable 
that isn’t there, you will appreciate the Packard Cable Department. 


Clip and Mail 








The Packard Electric Company 
A Complete — 
Cable Department Please ship to us through 


Takes Care of Any 


Car On The Road One Packard Assortment A with De Luxe Merchandiser. Please include in this assortment 


Packard Wiring Chart, Color Display Card, Miniature Catalog, and other sales helps. 
Costs You $28.50 
Slightly higher West of Rockies 


Sells for $59.00 
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